




















\ 


or 
es 


he 








———_—_ 
PUBLISHED EVERY OTHER WEEK 
WHOLE NUMBER 2982 











CHICAGO, NOVEMBER 12, 1932 


THREE DOLLARS A YEAR 
SINGLE COPY 25 CENTS 

















— 

















= 


—— 


Retailer's Sales Increase Credited to 
Big Window Display 


Sales during October reached one of the highest 
totals of the year, says the South Bend Lumber Co., 
retailer, of South Bend, Ind., and adds that it natur- 
ally is giving its recent window show some credit for 
this spurt in business. 

The lumber company’s show was part of a civic 
event, all the merchants participating in staging dis- 
plays that would attract the crowds to their stores 





TO .wAr 
ON NEW HOMES 


and stimulate buying, the whole event being known 
as “South Bend’s First Window Show.” 

While there were no prizes offered for the win- 
dows, at the first meeting of the South Bend Mer- 
chants’ Bureau held following the display, the South 
Send Lumber Co.’s was voted the best of all the hand- 
some showings. 

In opening the displays, there was an_ interest- 
arousing, dramatic touch. The opening day was Sept. 
27. All that day the downtown merchants kept their 
windows veiled. Public announcement was made 
that the curtains would go up at 7:30, and for the 
unveiling there assembled the largest crowd that had 
been seen on the streets of South Bend since the sign- 
ing of the Armistice. The company’s attractive 





window display continued until about Oct. 10. 

The store of the South Bend Lumber Co. occupies a 
prominent corner in the theatrical district of the city, 
and on this corner it has 107 feet of windows. Ex- 
ceptionally fine lighting effects are a feature of these, 
so that at night the corner is a very attractive spot. 
On this page is shown a section of one of the six win- 
dows into which the 107 feet is divided. 
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The display here was entitled “Happiness Street 
made up of a number of miniature homes of different 
designs, with a miniature church, all complete to the 
last detail, even to the windows. “Happiness Street”’ 
was lighted with the miniature light posts to be seen 
in the photograph, these having been made especially 
by one of the engineers of the Westinghouse Electric 
Co. Miniature trucks, loaded with miniature lumber, 
and bearing the signs of the South Bend Lumber Co., 
made a striking association of the idea of home happi- 
ness with lumber purchasing. This window is an 
exceptionally long one, and the wide variety of model 
homes displayed was a concrete suggestion that the 
lumber company could fit the dwelling to the purse of 
the prospective home builder, and [Turn to page 23] 


































Making old New England 
OPEN ITS EYES 





. | These Moore Reversible 


Cross-Cireulation Kilns 
| set a new standard for 
quality in kiln-dried New 


England Pine! 


A YEAR ago we installed two Moore Reversible 
y Cross-Circulation Kilns for American Box & 
Lumber Co., Nashua, N. H. 

They are drying New England Pine green-from-the- 
saw — drying it in flitches with bark on both edges 

drying it to a very low moisture content. 

They are setting new standards for quality in New 
England Pine. Quality that beats competition and 
brings in orde srs. They're making New England 
open its eyes! 


Your present old-type kilns can be remodeled to 
iy the Moore Reversible Cross-Circulation System. 
Ss Write today for complete data and information. 
No obligation. 


Moore DryKitnCoMPANY 


World’s 


KILN BUILDERS FOR MORE 
THAN HALF A CENTURY 


Largest Manufacturers of Dry Kilns and Equipment 
JACKSONVILLE, FLORIDA 
NORTH PORTLAND, ORE. 





Attractive Values 
In Northern Hardwoods 


Now ready to ship:— 


25M’ 8/4” Selects & Better Birch, about 10% Selects 

40M’ 6/4” Selects & Better Birch, about 40% Selects 

14M’ 5/4” Selects & Better Birch, about 15% Selects 

90M’ 4/4” Selects & Better Birch, about 50% Selects 

30M’ 6/4” No. 2 Common Birch 

100M’ 8/4” Sels. & Btr. Hard Maple, about 50% each 
grade 

80M’ 8/4” No. 1 & No. 2 Common, about 40% No. 2 
Common 


SOM’ 4/4” Sels. & Btr. Hard Maple, 
Selects 


25M’ 4/4” No. 1 Common Hard Maple 

200M’ 4/4” Maple Flooring Stock 

180M’ 4/4” No. 3 Common Hard Maple 

50M’ 6/4” No. 2 Common & Btr. Beech 

100M’ 4/4” No. 2 Common & Btr. Beech 

40M’ 4/4” No. 2 Common & Btr. Ash 

125M’ 4/4” No. 2 Common & Btr. Soft Maple 

20M’ 4/4” Selects & Btr. Soft Maple, about 25% 
Selects 

22M’ 5/4” 8” Wider 8 & longer Selects & Btr. Soft 
Elm 


about 40% 








TERMS OF SALE: 


Net cash. f.o.b. Neopit, 
upon notice to the cus- 
tomer that car is being 
loaded. 

Grades and manufac- 
ture supervised by 
Northern Hemlock & 
Hardwood Association 
inspection service. 


In addition to the above, we have a good assortment 
of dry Hemlock. 


The Menominee 


Grade and Scale assur- 
ed. 
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ee Shrewd Dealers - 
7 Are Balancing 
! Aasetneste NOW * 


A dealer said to one of our representatives recently: 
"Present prices look good to me. | can't predict the 
course of the market but if I'm going to be in the 





lumber business, I've 
got to have lumber." ey Se ee 
CHICAGO, ILL: Chas. L. Baxter 
Lumber Co., Inc., 308 W. Washing- 
e ton St., Chicago, Il. 
Mumby mixed cars SPRINGFIELD, ILL: The Porter 


Lumber Co. 

IOWA, MISSOURI, KANSAS, OKLA- 
HOMA: Gunter Lumber Co., Kan- 
sas City, Mo. 

TEXAS: W. F. Nelson, Dallas, Texas; 
Guy M. Chisolm, Amarillo, Texas, 

MICHIGAN: T. W. Hager Lbr. Co., 
Grand Rapids, Mich. 

INDIANA: G. C. Goss Lumber Co., 
Indianapolis, Ind. 

MINNESOTA: P. H. Betzer, 304 Wil- 
mac Bldg., Minneapolis, Minn. 

NEBRASKA: Prestegaard Lumber 
Co., Lincoln, Nebr. i 

NORTH DAKOTA: Murfin and Trace, 
Fargo, N. D. 

SOUTH DAKOTA: 
Iroquois, S. Dak. 


Ask our nearest representative WCOne: Soe ee yd 


Bordeaux der, Plankinton Bldg., Milwaukee 
. Wis 


Mumby Lumber & Shingle Col 


General Sales Office: BORDEAUX, WASH. 


Mill A— Mill B— 
Bordeaux, Wash. Malone, Wash. 


of "Sustained Quality" 
Douglas Fir, Red Cedar 
and Hemlock lumber 
and Red Cedar Shin- 
gles positively give you 
mixed cars of excep- 


tional value. 
lL. W. Armin, 


or write us at 
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Lumber’s “For- 
gotten Man” 


T THE convention of the National 
Retailers, John W. Blodgett, the 
distinguished president of the 

National Lumber Manufacturers’ As- 
sociation, spoke of the customer as the 
“forgotten man of the lumber indus- 
try.’ In his opinion the different 
branches of the industry have become 
so engrossed in their own internal 
problems that they have paid little at- 
tention to this final consumer’s de- 
sires, habits and preferences. But 
these are the things which shape and 
determine sales. Mr. Blodgett sug- 
gested that manufacturers and retail- 
ers establish a clearing house of in- 
formation which will bring to the in- 
dustry a usable picture of the patterns, 
grades and services which the public 
really wants. Otherwise this public is 
quite certain to become progressively 
uninterested in lumber. 

In addition to this timely point, 
there are other ways in which the cus- 
tomer is the forgotten man. The in- 
dustry has not only failed to take full 
account of his preferences but has also 
neglected to offer him the information 
that will make his purchases fit his 
real needs. 

This of course must be done with 
care and with an honest understand- 
ing of those needs. The customer 
never is and never will be putty in the 
hands of the seller; and not the least 
of the country’s business troubles have 
come from stupid strong-arm sales- 
manship. 

But granted that the new ways are 
honest as well as skilled, there is much 
that can be done to the mutual benefit 
of buyer and seller. The last three 
years have seen a single-minded effort 
to buy at low prices. The buyer wants 
to make his money go as far as it will; 
and he usually begins with what he is 
willing to spend and takes the low 
grade goods which this money will 
buy. 

Everyone knows that costs can not 
be measured in purchase price alone 
but must be measured in the useful- 
ness and years of service rendered by 
the goods. Much of the lumber bought 
the last three years, measured in this 
way, has been extravagantly costly. In 
a certain sense it has represented the 
customer’s preference at the moment; 
but it has not met his real needs. 
There are places for low-grade lum- 
ber; but when a man builds a house 
that should last a lifetime and frames 
it of lumber that will last but five 
years, he is not saving money. He 
would suffer a serious loss even if the 
framing lumber had cost him nothing. 

Without trying to dictate to such a 
person, it is still possible to volunteer 
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useful information and advice. This 
is being done in other lines; and de- 
partment stores of the better class are 
now “trading up” by urging goods of a 
better quality that will have a con- 
tinuing usefulness. These goods may 
or may not carry a wider margin of 
profit, but they do carry a _ wider 
margin of consumer satisfaction; and 
it is upon this satisfaction that the 
long future of business must be built. 

If a given dealer can not “trade up” 
in every sale, he can make the trial in 
those deals where it is most important. 
Just so soon as the public gets fully 
convinced that “lumber is no good,” 
because the stuff they have insisted 
upon buying does not last a reasonable 
time, substitute industries will find our 
markets ready to be taken over. 

A number of lumber dealers are try- 
ing the trading-up policy and report 
that it is meeting with customer ap- 
proval. They add that it is putting 
their sales at least partly outside of 
competition. At this time, to sell low- 
quality stock at low prices involves 
a dealer in a widespread and even 
vicious competition. But if he goes 
to fair quality at a fair price, he finds 
much fewer yards meeting him on that 
ground. While he takes account of 
the forgotten man’s preferences, he has 
also remembered his continuing inter- 
ests. 


After the Election 


HESE lines are being written be- 
fore November eighth but will 
appear in print after that time. 

The reader has the advantage of know- 
ing which candidate, barring improb- 
able accidents, will be the next Presi- 
dent of the United States. But this 
situation, in which the reader has in- 
formation which the writer can not 
have, allows us without charge of 
partisan bias to make a simple obser- 
vation which ought to be recalled to 
mind. 

The campaign is over, and all of us 
are glad. Through no special fault of 
any party or candidate it has been a 
chaotic campaign; filled with named 
and nameless fears and perhaps with 
impossible promises. If there is any 
special fault it lies with the American 
people who have tried to shift responsi- 
bility for economic recovery to the 
political apparatus of the country. 
Some things can be done by political 
agencies; and we may be sure that 
the winner of the presidential contest 
will make tremendous efforts to get 
them done. That high office always 
brings out the best in every incum- 
bent. In these times, as perhaps never 
before in our generation, the President 
needs and deserves the fullest co-oper- 
ation of all citizens. 

But we are especially glad the cam- 
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paign is over because there no longer 
is an excuse for private citizens to for- 
get their own responsibilities. As the 
tumult and the shouting dies the old 
and sobering fact returns-to mind that 
after G. H. Q. has done what it can 
the battle against economic disorder 
will be won by millions of privates. 
The local business man who gold- 
bricks on the job or goes a. w. o. |, js | 
no good to the country; even though | 
he may have worked and yelled his | 
head off in the pre-election campaign | 
for the winning candidate. 

The election is over and done with. | 
If the electorate will now pick up its 
several jobs again, we can get along | 
with the war. 
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ISCUSSING a = question that 

should be of the greatest im- 

portance to industrial concern 
generally, under the heading “Capit: 
Revision,” the Wall Street Jourr 
Says: 

Scarcely a week passes without bring- 
ing announcement of a plan of “capital 
revision” by one company or another. 
This is the natural aftermath of the 
boom era of expanded capital structures. 
In the main it is an adjustment of book- 
keeping by which stated balance sheet 
valuations are reduced to conform to the 
actualities now existing. Many are made 
legally necessary by purely technical 
provisions of corporate charters. In a 
majority of cases the writing down of 
asset items involves adjustment in the 
stated value of a corporation’s stock. 
Such changes do not alter the actual 
equity of the shareholder unless dishon- 
est management utilizes trickery in or- 
der to pay dividends out of surplus. 
Fortunately, such instances are rare. 
Yet in its very nature a formal admis- | 
sion of past error is hard to make, with 
the result that announcements of cap- 
italization changes are all too frequently 
set forth in language not at all clear to 
the average stockholder. Even where 
the plan is sound and honest, it would 
be desirable for corporate management 
to explain it in frank and simple terms 
to the owners of the business. 

This is a problem that, no doubt, 
will command the earnest attention of 
the lumber industry. In fact, the sug- 
gestion has been offered in letters re- | 
ceived by the AMERICAN LUMBERMAN 
recently that because of decreased 
timber values, as well as because of 
lower levels of lumber demand and 
prices, it would be the part of wisdom 
and good business judgment to revise 
capital structures, in line with the 
changed conditions, and also in some 
cases, probably, to remodel and re- 
arrange manufacturing plants to bring 
productive capacity more nearly to the 
level of the prospective market. 
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“Tell It To Sweeney” 


When They Come to Do So, "Sweeney" Lets 
His Materials Do a Little Talking for Themselves 


SEATTLE, WASH., Nov. 5.—“See what the 
material looks like when it is in use” is the 
strong customer appeal which the new offices 
of the Alki Lumber & Fuel Co. present. A firm 
| believer in that good old axiom “In times of 
peace prepare for war,” James A. Sweeney, the 
proprietor, has taken advantage of the business 
lull actually to do what many dealers are only 
talking of doing—he has built an office build- 
| ing that in itself is a display of the products 
| he sells, so as to be ready for the greatly in- 





|When a motorist drives up to the Alki 
Lumber & Fuel Co., Seattle, Wash., to “tell 
it to Sweeney" he finds, in front of his 
parking space, an OUTDOOR DISPLAY of 

lay houses, dog houses etc. on an easily 
accessible platform—while there is a deco- 
rative cedar FENCE AND PERGOLA in 
front of the office. ROOF AND SIDE- 
WALLS of the office display panels of 


any different materials. 


creased business which is sure to come to the 
construction industry. 
| He opened the new place for business before 
it was really completed, because he was 
anxious to use the sales aids it already afforded 
him. He expected that he would have ample 
time, before there would be any pick-up in 
trade, for him to add those finishing touches 
he had in mind. But he hasn’t added them. 
e hasn’t had the time. His idea has “taken 
old,” and Seattle home owners are registering 
on the cash register their approval of a build- 
ing material merchant whose wares are as 
€asy to select as those of hardware dealers and 








dry goods merchants. For the Alki company, 
the upward swing already is here, 

It is easy to trade at this lumber store. In 
the first place, the enterprising dealer made 
provision for a parking place on his own prop- 
erty, lest “No Parking” signs drive customers 
away. Directly in front of the motorist, as he 
parks, is an outdoor display of specialties such 
as play-houses, dog houses, sand boxes etc. 
on a raised platform. But it is the office build- 
ing itself, with its decorative cedar fence and 
pergola in front, that is the main display. 
From the roof to the ground it is “different.” 

The roof is composed of seven different 
kinds of composition roofing, carefully and 
harmoniously blended. The front of the first 
story, and two 2-foot columns up to the eaves, 
are covered with a composition brick siding, 
and the front panel of the second story is cov- 


ered with that popular Northwest material, 
cedar shakes. A_ special 1!4x10-inch cedar 


siding is used on the remainder of the sidewalls. 
Over each of the two big plate-glass windows 
is a canopy roofed with 6-inch cedar shingles 
stained green, a special shingle that is popular 
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for finer homes. Another little canopy, covered 
with cedar tile shingles finished red, is over 
the entrance, and just above the doorway is the 
sage advice, “When you need lumber, Tell It 
to Sweeney.” 

Through this doorway the customer enters 
a room in which the magnesite floor and the 
plaster ceiling are the only parts covered by one 
single material; and even the ceiling underwent 
an operation, so to speak, to show a cross- 
section view of the composition lath and plaster 
construction, but the “operation” was framed, 
so the rectangular break in the ceiling does not 
spoil the appearance of the ceiling. 
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Everything in this sales room is made to 
fulfill a two-fold utility and display job. The 
nail bins are made of plywood, and are an 
always-talking answer to the customer’s query 
“Do you sell nails?” The top of the nail counter 
is a display of various species and grades of 
hardwood flooring, laid as they might be in a 
home and placed where the customer can see 
they will undergo plenty of hard use. Back of 
the nail counter are the paint shelves, which are 
kept well supplied with paint. Disdaining re- 
liance on the conventional little strips of colored 
paper, this dealer has applied the various colors 
to strips of vertical grain cedar siding, a dis- 
play of both the’ siding sizes and the paint 
colors. Around the walls, prominent display 
is given to log cabin cedar siding’, plywood and 
plaster wallboard, Nu-Wood Bevel-lap tile, 
and white pine, hemlock and various cedar 
sidings, blended from the dark sand-blasted log 
cabin siding to the slight natural tone of the 
knotty hemlock. 





In this SALES ROOM of the Alki Lumber 
& Fuel Co., everything serves a double pur- 
pose—it is made to be useful, and also to 
display the material of which it is composed 


VIEW AT LEFT shows nails and paint, with 
many types of exterior wall coverings in 
background. 


VIEW AT RIGHT shows Nu-Wood Bevel- 
lap tile interior wall covering, and a fire- 
place with a novelty casing. 
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Retailers Round Table 








This Roof Sells Roofs 


ALAMocorpo, N. M., Nov. 5.—Though most 
of the J. H. McRae Lumber Co.’s yard is be- 
ing modernized, Mr. McRae will not disturb the 
roof on the company’s old office building, for a 
very special reason. It is one of the best roof 
salesmen his business boasts. 

This building was the first erected in Alamo- 
gordo when the town was started thirty-eight 
years ago, and through all the years the shingle 
roof has stood the buffeting of storms and sun 
without any disastrous 


personal letters. Of course, we do some news- 
paper advertising all the time, and in these 
efforts we have tried to impress on the peo- 
ple that it is cheaper to do this work now 
than it will be in the near future. 


Some time ago we made a survey of Ard- 
more and some of the other points at which 
our yards are located, to see what the pros- 
pects were. We still have this prospect list 
to work on, and every once in a while it 
develops some new business. There is really 
an awful lot of business to be done, but the 
main thing now is to find the particular 





effects. Only the night 
before an AMERICAN 
LUMBERMAN represen- 
tative called, an inch of 
rain fell, but this vener- 
able roof leaked not at 


all. No wonder the 
canny lumberman_ re- 
models all around ‘it, 


but leaves the roof in- 
tact. 

An important change 
being made is the sub- 
stitution of floors at 
truck-bed height, in- 
stead of at ground level, 
in compartments which 
hold heavy materials, or 
those in great demand. 
A woodworking shop is 
being equipped for use 
of patrons, and the de- 
livery equipment is be- 
ing provided with more 
substantial housing. 

This yard has a good 
record as a profit 
maker. It was here that 
H. W. Galbraith, of 
Amarillo, Tex., and J. 

C. Galbraith, of EI 

Paso, Tex., made the money to embark in the 
lumber business in El Paso—a lumber business 
that now, as the Foxworth-Galbraith Lumber 
Co., is a great institution operating in four 
States. This yard in Alamogordo has paid Mr. 
McRae, too, as well as the sawmill he ran for 
five years; and also a money-maker, despite 
two fires, was the planing mill operated in Ala- 
mogordo at the time he was sawing in the moun- 
tains east of the city, enabling him to contribute 
substantially to the building of Alamogordo. 





Secures Business by Solicitation 


and Hard Work 


ArpMoRE, OKLA., Nov. 7.—With five re- 
modeling projects under way in Ardmore and 
several buildings being constructed on farms 
near the city, for all of which it is supplying 
the material, the Hudson-Houston Lumber Co. 
reports building activity increasing. Interested 
in learning how the company developed these 
jobs, an AMERICAN LUMBERMAN representative 
interviewed Kennett Hudson, who said: 

Two of these jobs were secured by watch- 
ing the real estate transfers, then seeing the 
new owners promptly and getting the busi- 
ness. Two other jobs were financed by money 
received by the owners from outside sources. 
One of the jobs was an inheritance, and by 
prompt solicitation we secured it. The rest 
of these jobs that we are supplying were 
secured by solicitation and hard work. 

Asked as to how his company is securing 
prospects generally, Mr. Hudson said: 

We have done some direct mail sales pro- 
motion work this fall, using post cards and 





This roof is a good salesman, for though 38 years old, the shingles are 
still good and let no drop of rain get through, so J. H. McRae, of the 
J. H. McRae Lumber Co., Alamogordo, N. M., retains it in its original 
form, the first building erected in that city; but he is modernizing 
other parts of his yard 


prospects who are financially able to have 
the work done. We use the usual methods 
of locating the prospects and when we 
finally learn just who is going to build and 
have the money with which to build, we stay 
with them until the bill is sold. We have 
no special methods except that we keep eter- 
nally at it and then treat the customer in 
such a way that he will come back with a 
repeat order and bring his friends with him. 


While the amount of building and remodel- 
ing now under way is no more than it should 
be normally, Mr. Hudson says it is consider- 
ably more than for some time past. 





"Make Something for 
Christmas" 


The El Paso Lumber Co., Colorado Springs, 
Colo., finds its most successful advertising for 
Christmas to be those featuring home-con- 
structed gifts. Numerous insertions in daily 
newspapers of the following advertisement, un- 
der the head, “Make Something For Christmas,” 
were productive— 

A gift you make can not be duplicated. 

We will tell you how to make any gift— 
from the simplest bread board to an elaborate 
piece of furniture. 

Our stock of light materials for such use 
includes— 

Laminated Panels Wallboard Molding 

Thin Pine Boards Wood Strips Glass 

Beneath glass, on a sales counter at the yard 
office, are shown blueprint plans for bookcase, 
china cabinet, book rack, chest of drawers, desk, 
table, kitchen table and other small home ap- 
purtenances of popular appeal. 


Retail Yard Has Garden Club 


as Guest 


The Big Jo Lumber Co., of Goodwell, Okla, 
recently permitted the Goodwell Garden & 
Flower Club to stage its annual show in its 
retail plant. Three hundred visitors were at. 
tracted to the show, coming from Guymon, 


Hooker, Texhoma, Tyrone and Optima, and 


punch and dainty cookies were served to them 
during the afternoon. Included in the display 
were lily pools, dish gardens, aquariums and 
rock gardens, and it proved to the people of 
the Panhandle that in spite of climatic handi- 
caps they could enhance the beauty of their 
homes by the growing of flowers. 
—_—_—_—_—_—_—— 


Study the Possibilities, Then Go | 


After the Business 


Meprorp, Mass., Nov. 7.—Frank C. Friend 
of Friend Lumber Co. (Inc.), is thoroughly 
sold on the idea that the retail lumber dealer 
can find a good volume of profitable business if 
he is efficiently enterprising and uses reasonable 
intelligence in going after it. In this year when 
many dealers have been crawling into their 
storm cellars and trimming their financial sails 
to the nth degree, Mr. Friend’s organization 
has actually expanded operations, increased 
volume and built up profits. So successful has 
this company been in building business on this 
sound basis that two new yards have been 
opened to handle the uncovered demand for 
lumber. 

Expanding from its original home yard on 
Gibson Street, Medford, the company has found 
it necessary to open new yards in Lowell and 
in East Wareham, to supply prospective cus- 
tomers in northeastern Massachusetts and on 
the Cape. “The way to get business,” stated 
Mr. Friend, “is to study the economic situation 
and the market possibilities—and then go after 
it.” Most home owners have recently been 
confronted with problems of financing, hence 
repairs and improvements have become of prime 
importance. A_ sustained and _ intelligently 











Here’s a timely merchandising tip bul- 
letined to his members by E. E. Woods, 
versatile secretary of the Southwestern 
Lumbermen’s Association, Kansas City, 


Mo. It’s a good thing for the lumber 
and building material dealer to take 
note occasionally of what is being done 
in other lines and adapt these ideas to 
his own business: 


A Kansas City filling station operator 
copies the license numbers of cars com- 
ing into his station. Then secures the 
name of the owner from the records, and 
the next time the customer returns, he is 
cordially greeted by name. The plan is 
a success and the station now has 4,000 
patrons, whom the proprietor is able to 
greet and call by name. The method is 
not copyrighted. The same zeal woul 
help the business of many lumber yards 

in the larger centers 
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directed advertising. program is essential in the 
drive for this business, and Mr. Friend has 
spent money for this purpose generously and 
shrewdly. The result has been increasing 
yolume when competing dealers have been com- 
plaining of decreased volume and vanishing 
fits. 
"Pointing out that lumber is just about the 
cheapest commodity to be found on today’s low 
price market, Mr. Friend explained to the 
AMERICAN LUMBERMAN representative how 
many home-owners can 


AMERICAN LUMBERMAN 


Small-Lot Sales That Might De- 
velop Bigger Ones 


The suburbs and the countryside are pulling 
people away from the city, and there is being, 
created by this movement of population, an 
opportunity for the alert retailer of lumber. 

Sellers of lots in real estate additions like 
to make them distinctive, different in some 
A little touch here and there will do it. 


way. 





be persuaded to do those 
various things they have 
been planning through 








Neat, protected bench- 





es for mail boxes 





would be appreciated 





in most suburban com- 
munities. They might 
be sold at a profit, or 
installed with the 
yards advertising as 
qn inexpensive means 
of advertising its serv- 
ices 





convincing them that 
they can actually save 
money by acting imme- 











diately instead of wait- 

ing for the proverbial “better season.” The 
company’s advertising is at present urging upon 
home-owners the desirability of arranging at 
once for any necessary repairs or additions they 
may be contemplating, as prices are advancing 
and delay will be costly. In addition to the 
home yard in Medford and the two branch yards 
at Lowell and East Wareham, the Friend Lum- 
ber Co. is negotiating for two other yard plants 


in strategic locations where New England 
builders can be best served. The concern’s 


business slogan, featured in all its publicity and 
dealings, is “Friendly Service.” 





College Offers Plans for Nine 
Farmhouses 


_The special housing requirements of the 
farmer are given full consideration in a new 
booklet just issued by the University of Minne- 
sota. The work that is to be carried on and 
the number in the family are used as a basis 
tor determining size, then the location of drive- 
ways and of other buildings taken into account 
in determining the way the house shall face, 
and the arrangement of the rooms and en- 
trances, say the authors, H. B. White and L. 
W. Neubauer, of the division of agricultural 
engineering. The plans that they present to 
show the application of their ideas, they say, 
may be turned from south to west, or they 
may be reversed, to suit the location. They 
give consideration to good lighting and ventila- 
tion. Built-in conveniences, they suggest, are 
olten less expensive than furniture. The square, 
2-story type of farmhouse is popular, they find, 
because it is economical to build, is easily 
heated, and has cross-ventilation upstairs. “The 
lrame house is the most common at present,” 
and “It is generally desirable to use materials 
that are familiar to the workmen.” In the book- 
let there are altogether nine farmhouse plans. 
opy of it may be obtained from the Agricul- 
tural Extension Division, University of Minne- 
sota, St. Paul, Minn. 





. 
That's Different 
“I guess I can adjust myself to it if I have 
to,” a lumber dealer told his State secretary, 
when they were discussing a sales tax pro- 
posed in the State legislature. Then the secre- 
tary showed him that if the proposed bill had 


€en passed his “adjustment” would have been 


to the tune of $22,500. The dealer almost col- 
lapsed, 


Take the matter of mail boxes. All who live 
in the country have them, but dislike the ap- 
pearance of a ragged and forlorn row of boxes 
set among roadside weeds. The proud home 
owners in the Three Tree Point district of Seat- 
tle, Wash., demand neatness and attractiveness, 
and the accompanying illustration shows how 
they maintain good appearance in these mail 
boxes—by combining them under a neat cedar 
roof, which incidentally protects letters while 











This attractive housing for a mail box was de- 

signed by an individual home owner, and 

building similar ones for display and _ sale 

would be a profitable spare time job at the 

yard, and a good method of utilizing small 
pieces 


being inserted or extracted during a shower. 
A second picture shows one of the many beau- 
tifully housed individual mail boxes along the 
road. 

It is possible that a retail lumberman, by 
securing a contract for housing all the mail 
boxes in a suburban community, would, in ad- 
dition to selling the lumber for them, develop 
leads to orders for garages, arbors, sidewalks, 
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fences, swings, sandboxes and play apparatus 
for the children. 

If a yard wished to secure inexpensive pub- 
licity, it might pay it to roof rows of mail 
boxes without charge, putting its sign upon 
them because every man, woman and child in 
a community would visit the mail box row, 
and most of them repeatedly. 





When Lumber Moves Slowly Go 
After the Paint 


“During the time when sales of lumber seem 
to be under normal, we are going after the 
paint business strong,” recently declared R. F. 
Wells, owner of the Inglewood (Calif.) Lumber 
Co. Continuing, he said: 


We are having much success with roof 
paint among schools and industrial establish- 
ments. There is more profit in a barrel of 
good roof paint than there is in some sales 
of lumber when competition is extremely 
keen and the customers are sorely vexed 
with price-mindedness. 

Much of our success is due, no doubt, to 
our method of salesmanship. We usually ap- 
proach a concern with a proposition that we 
will take one of its employees and the two 


of us will inspect the roof. Usually the 
employee is one of the most trusted—per- 
haps the building superintendent, if it is 


an industrial concern; or the head janitor, if 
it is a school. This eliminates the possi- 
bilities of misrepresentation on our part, 
and employers and school superintendents 
have confidence in the statements of their 
trusted subordinates. 

Because of our location, we do not go 
strong on direct-to-the-housewife, or home 
owner, paint sales. We contact painters. 
And we find that the best time to contact 
them is on Saturday afternoon. We close 
our store at noon; therefore have nothing in 
the afternoon to do. Painters usually knock 
off at noon on Saturday, and we more than 
likely will find them at home and at leisure, 
with time to discuss paint. 


Good Money in Serving Trays 


Mr. Wells also said that there is good money 
in making and selling serving trays. Perhaps 
they are more than serving trays, for they are 
about 20 inches square—just small enough to 
pass through a door, but large enough to com- 
pletely set a luncheon for four. The tray and 
its contents may be carried by a hostess and 
placed on top of a bridge table, if she is serv- 
ing lunch during a bridge party. 

The trays are constructed of three-ply panel 
wood with a %-inch rabbetted molding around 
the outside to provide a finish and a narrow 
edge to keep dishes from sliding off. Unfin- 
ished, the trays may be sold at $1.50 each and 
provide a nice profit. Stained and varnished, 
they may be sold for $2.50. 


Transforms Old Fence Into Dis- 


play Shed 


When A. F. Rademacher bought his lumber 
yard in Rosemead, Calif., there was a line-up 
of vertical display racks near the sidewalk and 
an ugly old fence in front of them. The braces 
supporting the racks had their footing near the 
edge of the sidewalk. 

Mr. Rademacher saw no reason why a real dis- 
play shed could not be 
built at little cost, leav- 





ing the vertical racks 
and their braces just 
as they were. He got 


busy in spare time and 





This boulevard display 
rack, built at a cost of 
$110 by the A. F. Rade- 
macher Lumber Co., 
Rosemead, Calif., dis 
placed an unsightly old 
fence and increased cash 
sales ten percent 
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at a cost of $110 plus his own labor he built 
the handy boulevard display shed shown in the 
picture. 

The shed is about 62 feet long and is divided 
into twelve sections by the sloping braces of 
the old vertical rack. Each section has a ver- 
tical moving door weighing 100 pounds, counter- 
balanced by a nail keg filled with cement to 
the same weight. Only a slight pressure of the 
hand is needed to raise or lower a door. 

The sections display chicken wire, windows 
and doors, screens, roofing, composition shin- 
gles, panels, tile, brick and lime, terra cotta 
pipe, and glass. 

“As near as I can estimate,” says Mr. Rade- 
macher, “this display shed has increased our 
cash business 10 percent.” 





Christmas Campaign Gets 
Business for This Dealer 


Excellent results have been obtained through 
a direct mail Christmas campaign conducted 
by the Hayward Lumber & Investment Co. 
of California, according to Walter Decker, 
manager of the local plant at San Bernardino, 
who said: 

“Each month we send to a list of from 
a thousand to twelve hundred names our little 
pamphlet ‘Hayward Homes,’ giving plans and 
photos of homes of many different types. This 
little magazine is made timely by quoting spe- 
cial items appropriate for each season. The 
December issue, mailed in November, extends 
to all patrons and friends best wishes for a 
Merry Christmas. In the foreword for this 
issue we say: 

Christmas is 
when early, homely memories 
about the older ones who are busy making 
Christmas merry for childhood. To great num- 
bers of these older ones has come quite recently 
the realization of a great truth—that in times 
of stress and storm the odds are all in favor 
of the man who owns his own home. 

The Gift of all Gifts at Christmas Time is a 
Home of Your Own! 

May your Dream Home become a reality in 
1933! 

HAYWARD LUMBER & INVESTMENT COMPANY 

Let us help you finance and build your home. 


eminently the home holiday, 


come crowding 


“A little later there was sent out the leaflet 
shown in the following illustration : 
PLAN NOW 

FOR A 


PRACTICAL CHRISTMAS 





What Could Be a Better Present? 


A sleeping porch 


For the Son 2. A work shop 
3. Material for a tool chest or cabinet 
n 1. A new bedroom 
Fo e Vaughter 2. A. new cedar lined closet 
use 
n An extra bedroom 
Fo e Wile A cres g room with ou n drawers 
A “ 4 room 


For Father 


the monthly payment plan and with your 
u can have a rea! improvement 


padly Ware 


“This leaflet is productive of especially good 
results, as it suggests work that can be done 
by the giver—and the measure of a true gift 
is not the money spent, but the time, labor 
and loving thoughts that go into the making of 
the gift. We stress this fact not only in our 
mail campaign, but in all our personal con- 
tacts with our patrons. 

“Finally, we suggest how a good turn may 
be done, and employment given at the season 
when it is most desired, by a little stuffer 
which we enclose with our monthly statements. 


bor Curing spere t 





AMERICAN LUMBERMAN 


Quantities of these cards are also kept on 
hand and given out to visitors and prospects: 
GIVE YOUR UNEMPLOYED NEIGHBOR A _ LITTLE 
WorK AROUND YouR HOME 

Turn idle time into productive hours this win- 
ter. Buy some lumber, and do repair work 
about your home that will substantially boost 
the value of your property. 

Your unemployed neighbor, anxious to 
a little money, will be glad to lend a hand. 


earn 


“This series of practical reminders, coming 
at a week’s interval, makes a decided impression, 
and turns the thoughts of many who had not 
previously considered it, to the desirability of 
brightening up the home as a Christmas gift 
to the family.” 

—_—__—_— 


Retail Changes in Alabama 


Montcomery, ALA., Nov. 7.—T. L. Bear, for 
35 years an official and part owner of the 
Cramton Lumber Co. of this city, has with- 
drawn from that concern and will open a simi- 
lar retail yard and manufacturing plant in 
Montgomery. The Cramton Lumber Co., owned 
by Fred Cramton, who now assumes full man- 
agement, after fifteen years in an advisory ca- 
pacity, plans within a short time to make fur- 
ther additions to the plant to increase its facili- 
ties for serving the trade in its territory. This 
plant enjoys the distinction of being the larg- 
est and best arranged in south Alabama. 

The retail builders’ supply business of the 
Haleyville Gin Co. has been sold to Tom Mid- 
dlebrooks and associates and the business will 
be combined with the Haleyville Lumber Co. 





Lumber Dealer Handles 
Complete Building Contracts 


LexIncTon, Ky., Nov. 7—While building ac- 
tivity in this section is not what it would be 
under normal conditions, the sum total of all 
construction work under way or planned would 
run into a very substantial figure. Just now 
there are approximately fifteen residences under 
construction: four new tobacco warehouses, 
constructed mostly of wood, are being com- 
pleted, and a new half-million-dollar postoffice 
is getting under construction. Work is pro- 
gressing on a_five-million-dollar Government 
narcotic hospital, and a new one-hundred-thou- 
sand-dollar hotel has been started. There are 
four new business houses of one story construc- 
tion under way. All of this will aggregate a 
substantial figure. Unfortunately the Govern- 
ment work has been awarded to out-of-town 
concerns, as a result of which local lumber and 
building material dealers will not be helped to 
any considerable extent. 

Practically all of the lumber yards in Lex- 
ington do general contracting as well as a re- 
tail lumber business. One of the local con- 
cerns that is participating actively in building 
now under construction is the Smith-Haggard 
Lumber Co. An official of that company re- 
ports that it is finishing a $78,000 county high 
school and recently completed a $25,000 resi- 
dence in the county and is now building a new 
tobacco warehouse which will be completed 
about Nov. 15. The company also has one 
small residence under construction and a num- 
ber of small repair jobs. With reference to the 
activities of this company, this official said: 

In addition to a retail lumber business we 
are general contractors. We turn over the 
job complete and with our own employees do 
all the carpenter work. We furnish all the 
lumber, but most of the other items, such as 
masonry, excavating, concrete work, plaster, 
painting etc., are let to sub-contractors, all 
of them, however, coming under the super- 
vision of our outside superintendent. While 
it would perhaps be profitable for us to han- 
dle cement, plaster, sand etc., at present our 
stock consists only of lumber, roofing, hard- 
ware, sash and doors, millwork, Upson 
products and weatherstrips. 


While no spurt in building is expected here 
this winter, there are a number of jobs to be 
let before spring, and these will keep the build- 
ing industry from coming to a standstill. 
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Advertises the Price Situation 


BIRMINGHAM, ALA., Nov. 7—It js not 
enough, in lumber dealer advertising, simply to 
proclaim that prices are lower than in many 
years. That is too general and th reaction of 
the customer is almost nil. But show hin 
something specific, name the items and compare 
the prices at peak and now, and you have pre. 





What Do You Think? 


What do you think lumber and building ma- 
terial prices will do? We give you below today’s 
prices, peak prices and the percentage materia] 
was higher at peak than it is today. We have 
already advanced the price of cement, roofing 
and oak flooring and we are expecting advances 
on many other items daily. Take advantage of 
these prices. You can see what you are saving, 
There are no better materials to be had than 
what we offer you. 


Prices Today Are 
24% to 133% Lower 





our 
help 


Let us send 
estimator to 
you plan your re- 
pairs and figure 
the cost. It is free. 


2x6 2x8-1l6s 


day’s Prices 
Pct. Higher 
at Peak 


Our To- 


2x4, and 
is No. 


pono 
ano 

oo 
ooo 


Sc 


2x12-16 4s No. 

1x6 or 
Sheeting 

Flooring or Ceiling— 


18.00 


J 30.00 
20.00 
15.00 
30.00 
20.00 
40.00 
30.00 


Flooring.... 
Flooring.... 
Oak Flooring, #x2%— 
Bruce No. 1 
Bruce Select 
Bruce Clear 
1x6 No. 3 Siding...... 
48-inch No. 1 
Common Shale 
Full Range Face Brick ° 
Portland Cement...... 
Gypsum Plaster..... ‘ 
Individual Shingles... 
Hexagon Shingles..... 


50.00 
50.00 
.00 
5.00 
.50 
29 50 
6.00 
2.40 
7.00 


24% 
68% 
71% 
Pay Cash and Carry and we will give 15% dis- 
count from lumber prices and 742% discount 
from building material prices named above— 
WE SELL ON MONTHLY PAY/NG PLAN— 
BY ADDING SMALL CARRYING CHARGE. 


Most Modern Lumber Yard in South 
—Phone 9-1131 








—3 Blocks North of Avondale Cotton Mills 








The Grayson Lumber Co., Birmingham, Ala, 

lets people know exactly how much lower these 

representative items are than they were at the 
peak, and it is getting business as a result 


sented a message that means something, a mes- 


sage that even the non-technical or uninformed 
mind can grasp. If in addition to that you caf 
show that prices actually have started to climb, 
you can get action from those customers. 
Such has been the experience ~f C. H. Gray- 
son, head of the Grayson Lumber Co. Since 
he started inserting advertisements like the one 
reproduced here, in the Birmingham news- 
papers, he has had a most gratifying gain bot 
in sales volume and in number of new custom- 
ers. The figures, showing decreases of from 
24 to 133 percent, tell an interesting story 
themselves, but Mr. Grayson also adds that 








4 





other feature when he says, “We have already j 


advanced the price of cement, roofing and 0 
flooring, and we are expecting advances - 
many other items daily.” Then he puts the 


question squarely up to the customer’s own 1- 
telligence as, pointing out the great disparity y 
prices, he asks, “What do you think lumber an 
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building material prices will do?” : 

These prices, he makes plain, are subject to 
15 percent discount on the lumber items, and 
714 percent on building materials, if the cus- 
tomer buys “cash and carry.” And he an- 
nounces that he sells on the monthly payment 
plan, in line with the ten-months plan of the 
roofing manufacturers, with the addition of a 
carrying charge. Thus he is able to care for 
all classes of trade. 

—_—_—_—_————— 


Buys Big Western Yard 


SpoKANE, WASH., Nov. 5.—Of utmost impor- 
tance in the retail lumber field is the recent pur- 
chase of the Potlatch Yards (Inc.) plant at 
East 3202 Sprague Avenue by the Hudson 
Lumber Co., which is located just across the 
street, at East 3301 Sprague Avenue. The pur- 
chase gives the Hudson company a yard area of 
more than a city block, including half a block 
of warehouse and storage space on the Mil- 
waukee Road and Oregon-Washington Railroad 
& Navigation tracks. 

“This may not be considered a favorable time 
for expansion,” said President C. D. Hudson, 
“but it surely is an excellent time to prepare 
for better business. Since organizing in March, 
1930, we have enjoyed splendid patronage. We 
are convinced that the retail business in Spo- 
kane is passing out of the sawmill stage, into 
a period that will require as careful merchan- 
dising and expanding service as that expected 
of any well conducted department store. It 
will be our policy to carry a stock of high 
quality lumber products and allied building ma- 
terials, and at the same time offer a plentiful 
assortment of low-priced items for those who 
feel that price is of first importance. We shall 
feature Weyerhaeuser forest products. 

“Under the expansion program, the Hudson 
Lumber Co. will retain the Potlatch yard’s affil- 
iation with the Lumbermen’s Finance Corpora- 
tion, which recently announced that $100,000 is 
being held in reserve for prospective remodelers 
and home builders in Spokane.” 

S. Schofield, a member of the firm, will con- 
tinue as cashier and credit manager. Ralph W. 
Turner, who has been in the lumber business in 
Spokane for many years, will have charge of 
yard stocks and deliveries. E. H. McElroy and 
L. E. Taylor will handle city sales. 


——_—_——— 


When Straight Selling Slumps 


MENDOTA, Itt., Nov. 7—Well supplied with 
builders’ specialties to bolster up the sales vol- 
ume when lumber selling alone is not sufficient, 
D. M. Lotts, manager of the Alexander Lum- 
ber Co.’s yard here, is not doing much com- 
plaining even though business is slow, Men- 
dota hard hit by the failure of its three banks 
=~ this year, and farmers’ grain prices down 
Ow, 

“We had good business last year,” he said, 
and we made money. Our trade would have 
been as good this year, if it hadn’t been for the 
bank failures. But we're coming out of it. 
The three banks all went under within a few 
days of each other, in spite of the efforts and 
Personal solicitation of our business men work- 
ing together. But a new bank ws organized 
immediately. Then, the receivers of the defunct 
banks borrowed money from the Reconstruction 
Finance Corporation, so one paid off 50 per- 
cent, another 45 percent, and the third will pay 
about 15 or 20 percent. That puts money back 
into circulation, and we get some of it. 

_the farmers are doing some buying, too. 
We sell a lot of picket material, the same as 
snow fence, for corn cribs to take care of this 
years bumper crops. Some farmers have as 
many as three, four or five crops on hand at 
their farms. The grain prices are low, and they 
don’t think they can buy anything they don’t 
Just have to have. But some of them are using 
their heads a little. They are feeding corn to 
livestock and selling it at a premium that way. 
Another—I gave him the idea myself—has been 
raising and breaking horses, and he told me 
the other day that those horses were the only 
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money makers he had this year. Farmers have 
taken on a lot of respect for horses again, when 
they have no cash to buy gasoline and find it 
difficult to make an engine eat grain.” 

One of the items that sold best to farmers 
last .summer was a_ galvanized iron win- 
dow frame for barns and other farm buildings, 
a device so made that it allows the window to 
be closed, or opened on a slant with ventilation 
at the top, or ventilation at either top or bot- 
tom. Because it retails for only $1.25 it is not 
difficult to sell to the farmers, and this lumber- 
man has sold thirty in the last few months. 
He has one mounted as in a barn wall, in a 
special display in front of his office, and is 
assured of many more sales of this item. Its 
simplicity of installation and operation is one 
of its strongest sales appeals. 


If It's Homes You Want to Sell 


There is ample justification for the belief 
that America’s next major drive will be in 
the building of homes, particularly of bunga- 
lows and other small homes to fit the needs of 
families with incomes of $3,000 or less, who 
constitute about 80 percent of the population of 
this country. 

The lumber dealer who wants to cash in on 
this market must have something definite to 
offer his prospective customers, to crystallize 
and give form to their sometimes-vague ideas, 
hopes and ambitions. It is to meet this need 
that the latest AMERICAN LUMBERMAN home 
plan book, “Your New Home,” has been pre- 
pared. 

The front and back covers, in colors, show, 
respectively, two new homes under construction, 
and a beautiful home completed and landscaped, 
an appealing picture. On the inside front cover 
is a message telling the reader what he knows 
already—that a home is America’s premier in- 
vestment. Twenty-four cozy little homes are 
pictured in the pages that follow. Most of 
them are 5-room cottages, and offer a wide 
selection of arrangement in this popular size. 
There is one that a realtor probably would call 
a 3%-room house, and a 4-room, several 6- 
room, and one 7-room. Most of them, though 
convenient and in good taste, are simple. Some 
are equipped with all the modern devices and 
built-in “gadgets.” Most, but not all of them, 
have porches—broad, scant, open, pergola, 
screened-in, glassed-in, sun-porch, front porch, 
side porch, back porch, and the porch’s kid 
brother, a stoop. 

Many different tastes may be, if not satisfied. 
at least started in a certain definite direction 
with a goal, by this attractive little booklet, 
which is listed as No. 46. It is supplied by 
the AMERICAN LUMBERMAN, with the dealer’s 
name imprinted on it, at a nominal cost. A 
sample will be furnished on request. 








Suggests Remodeling to In- 


crease Kitchen Efficiency 


Application of knowledge already possessed, 
as to how kitchen and other housework can be 
made more efficient and easier, is the primary 
urge of “Household Management and Kitchens,” 
the ninth volume of reports of the President’s 
Conference on Home Building and Home 
Ownership.” The average home is still in- 
efficient as a workshop, and there has been very 
little improvement in conditions in modern 
times, says the committee on kitchens. The 
report analyzes the processes carried on within 
the home, and the equipment employed to 
facilitate these processes, considering kitchen 
sizes and shapes, storage space, heights of 
working surfaces, laundry equipment, lighting 
and ventilating, wall and floor finishes, and on 
the basis of scientific tests has prepared plans 
for type-kitchens and workrooms suitable for 
both rural and urban homes. Modification of 
present kitchen equipment, and development of 
new kinds of equipment, is asked from manu- 
facturers of floor finishes, refrigerators, mops 
and other articles, so that they will more nearly 
meet the needs that have been scientifically dis- 
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covered. The services of commercial laundries, 
community nurseries etc., are weighed against 
doing the work in the home, as to cost and 
convenience. The housewife is provided with a 
simple technic to enable her to determine 
whether she is wasting time and energy. Copies 
of this volume may be had for $1.15, postpaid, 
from Dr. John M. Gries, executive secretary, 
President’s Conference on Home Building and 
Home Ownership, Department of Commerce 
Building, Washington, D. C. 


New Kind of Bad Check 


Several lumber dealers in northern Illinois 
recently have been defrauded .of money on 
bogus checks presented by an_ enterprising 
stranger who specializes in State highway 
maintenance work, the AMERICAN LUMBERMAN 
has been informed by one of the victims. 

The dealer furnished a small amount of ma- 
terial to the State highway department. A 
few days later a man who said he was G. H. 
Nolton came to the lumber office during the 
noon hour and ordered ten tons of coal, for 
which his trucks were to call that afternoon; 
bills were made out in triplicate, in the usual 
manner. About ten minutes later the same 
man came back, apparently after “thinking it 
over,” and said he’d better pay for the coal in 
order to receive the cash discount. In payment 
he offered a check for $125 drawn to the State 
Highway Department (Maintenance), and re- 
ceived $62.50 in change. Needless to say, the 
coal was not called for, and inquiry to the dis- 
trict superintendent of the highway department 
disclosed the fact that often the same trick is 
perpetrated, presumably by the same man. 

Lumber dealers are urged to be on the look- 
out for this man or any of his kind. 





Retailer's Sales Increase Cred- 
ited to Big Window Display 


(Continued from front page) 


to the individual requirements of the family. 

The big display card, seen in the photograph 
at the left side of the window, tells how easy 
it is for the would-be home builder to get 
started on the way to ownership. It reads: 
“$300,000 to Loan on New Homes. We can 
furnish loans of 75% of the cost of your house 
and lot, and you can pay it back over 15 years’ 
time in convenient monthly payments. 90% 
loans on remodeling, payable over 3 years’ 
time, at reasonable rates. Call inside or at 
any of our lumber yards.” 

In the background of “Happiness Street” 
there was a display of McDougall kitchen 
cabinets. Interest was added to this by the 
inclusion of the first McDougall cabinet ever 
manufactured, in 1899, the de luxe models of 
the present day, by their contrast, telling what 
progress had been made in providing added 
convenience and new beauty for the room in 
which the housewife spends so large a part of 
her time. 

The corner window, size 11 by 15 feet, had 
a display of a complete rock garden, with pool 
and waterfall, and the lawn and shrubs that 
go with it. It had in it a walk of Bluestone, 
a product of which the company sells a large 
quantity. 

Oil paintings were exhibited in another large 
window. Fifteen of these, worth several thou- 
sand dollars, had been lent by the art depart- 
ment of the University of Notre Dame. West- 
inghouse ranges were the subject of another 
window. In one of the east windows there 
were shown three of the latest model Frigid- 
aires. Household utilities, including such elec- 
tric appliances as toasters, ironers, vacuum 
sweepers and clocks, were shown in still an- 
other window. Unpainted furniture, and the 
Du Pont paint with which it might be finished 
according to the taste of the housewife—these 
being two of the important articles in provid- 
ing the store’s sales volume—were the features 
of a sixth window. 
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North and northeast from 
Denver is the section of Colo- 
rado where the lumber yard 
population is thickest. There 
are other places in the State, 
valleys where certain crops 
flourish and the like, where 
there are a good many yards; 
but this one is by all odds the 
most copiously supplied with 
lumber merchants. Secretary 
Allan T. Flint, of the Mountain 
States Association, showed me 
a map upon which a tack sym- 
bolizes each yard; and north- 
east of Denver the tacks jostle 
each other like trees in a tract 
of virgin forest. Stock raising 
and feeding, sugar beets, cher- 
ries, colleges and other varied 
industries support a large popu- 
lation, and the population in 
turn has attracted the yards. 


So far as observation and 
casual inquiries could  deter- 
mine, the combination of nu- 
merous yards, and a recession in 
purchases, has not inspired any 
large number of lumber mer- 
chants to hone up the old war 
hatchet. We’re not saying that 
no one of these gentlemen has 
ever gone out with felonious in- 
tent to swipe a neighbor’s cus- 
tomer. Show us a place where 











Colorado's mountain 
towns have a cur- 
tain of high moun- 
tains as a_ back- 
ground, this pro- 
viding scenic effects 
that attract many 
summer visitors — a 
proportion of whom 
build cottages to 
which they return 
each year 





that has never happened, and 
the Realm will be a seriously 
surprised department. But it 
doesn’t seem that this type of 
competition is as prevalent here 
as it may have been in more 
opulent times. 


Swipe and Grow Hungry.—In fact 
this absence of raiding parties 
seems to be fairly characteristic 
of the times. In the early days 
of the recession—and we’re talk- 
ing now about the country as a 
whole—a good many anxious 
men decided that they must 
have volume. They guessed that 
the crisis would be reasonably 
short, even as you and I; and 
it seemed necessary to get vol- 
ume even at the cost of unsatis- 
factory prices. They could think 
of no other way to keep the 
yard machinery in operation. 
Because of this attitude of 
mind, the temperature of com- 
petitive selling went up to fever 
heat. 

But the situation tended to 
correct itself; for the more 
these predatory salesmen 
reached for volume by means of 
low prices, the hungrier they 
got. Everybody was doing it, 
and the available volume pretty 
much divided itself up accord- 
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ing to the old percentages. The 
last few months, so it seems 
to us, the retailing fraternity 
has settled down to a policy 
of waiting, and of serving the 
trade that comes in. It’s rather 
evident that the time has come 
to shake out of this lethargy; 
not, to be sure, to swipe cus- 
tomers, but rather to start some 
new policies of reasonable stim- 
ulation. Perhaps by the time 
these lines are in print, this ef- 
fort will be in process of trial. 


A Mountain City on the Plains.— 
This area of Colorado, to re- 
turn once more to our starting 
point, lies just east of the 
mountains. The great valley 
rises slowly until, at Denver, it 
has an elevation of a mile or 
more above sea level; but it 
maintains its characteristic ap- 
pearance of level plains country, 
without any intervening foot- 
hills, until it barges right into 
lofty ranges. 

The little city of Boulder, for 
instance, lies partly on the 
plains, and partly within the 
canyons. The water supply, if 
we remember correctly, is gath- 
ered by a mountain dam placed 
just below a glacier, and all this 
plains country is irrigated by 
means of snow water. Boulder 
is a handsome place that num- 
bers perhaps two special inter- 
ests among its high cards. One 
is the State university—which 
always attracts people looking 
for a_ satisfactory residence. 
The faculty and the students 
supply a quite steady revenue, 
year after year. The other is 
a rather select class of summer 
residents. 

These summer visitors to the 
mountain resorts can be divided 
roughly into two classes, both 
important but quite distinct. 
There are those _ vacationists 
who have but a limited time to 
spend in playing. One year 
they go to the sea, another they 
spend in making a long drive 
across country, another they go 
to the mountains. While they 
go to different places each year, 
about the same number of these 
wanderers show up in the moun- 





This yard of the Mawson-Bradfield Lum- 
ber Co., Boulder, Colo., derives a good 
part of its trade from the vacationers 
who build cottages that they return to 


each season 
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tain parks each season. This 
last season they haven't stayeg 
quite so long, nor have they 
spent quite so much money. 


Vacationists Who Play Return Ep. 
gagements.—Vacationists of the 
other class stay longer, anj 
come regularly to the same 
places. Boulder attracts that 
class. In the mountains quite 
near the city are cottage groups, 
owned by them. M. D. Brad. 
field, of the Mawson-Bradfield 
Lumber Co., says he can count 
with some certainty upon selling 
a number of these mountain 
houses each season. Compared 
with the usual vacation cottage, 
these buildings are large and 
elaborate, and real houses. 


“Boulder’s vacation facilities,” 
he said, “have never been com: 
mercialized in the usual mean- 
ing of that word. Go to the 
popular, commercialized resorts 
and you'll find mountain stages, 
saddle-horse stables, tour agen- 
cies, curio stands and all sorts 
of popular entertainment. That's 


all right for those who like it f 


But Boulder has always at 
tracted, and. probably always 
will attract, real summer resi- 
dents who find their entertain 
ment in the mountains them 
selves, and in what they can do 
for themselves there. Providing 


shelter for them is not our big: § 


gest source of building revenue, 
but it has considerable impor- 
tance to us. We get a fine class 
of people, who have money to 
establish summer homes. 

“As a matter of fact, I think 
the local lumber yards have 
done rather well. We've beet 


selling some new houses, and © 
in the ® 
town, in addition to what has § 
gone to these mountain com» 
Farm trade doesn't © 
amount to much, for the strip § 
of mesa or grass land next to 
the mountains doesn’t support © 
many farms, and, farther out, 
there are towns and lumberp 


more repair material 


munities. 











yards that serve the irrigation § 


farmers. 


“One trouble which I think 
you'll find rather general is 18 
lack of building loan money.— 
It’s hard to say just how much 
figure this cuts, for I know of 4 
some towns where such money 


is to be had, and the public 
isn’t making use of it. But wé 
run across some prospects that 
look promising, but which with- 
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Lumber Trade Along a 


Mountain Range 


THE TIMES TEACH PATIENCE IN THE PRICE 
FIELD — A HANDSOME UNIVERSITY TOWN — 
VACATIONISTS WHO BUILD REAL HOUSES— 


THE SMALL TOWN 


draw from the market because 
a loan isn’t to be had. 


Education Under Forced Draft.— 
“Unless I’m away off, during 
this period the lumbermen and 
pankers will learn some things. 
I’m not very old, but I started 
in the lumber business at an 
early age, and I saw the old 
ways in operation. In those 
days we had a pretty clear idea 
that what we got we had to 
earn. We watched corners 
pretty closely, and fitted our 
services to community needs. 
Then came the time of expan- 
sion, which caused a good many 
dealers and financiers to forget 
these things, and to run on the 
belief that easy markets and 
easy sales were going to last 
forever. It didn’t seem worth 
while to work so hard on one 
customer’s problem, getting him 
just what he needed at the least 
expenditure, when so many peo- 
ple were willing to take any- 
thing offered at full price. It 
seems clear that the public ob- 
ligated itself for more than its 
real earnings would warrant, 
and that the big burden of these 
debts has caused purchases to 
fall below even the old and more 
careful times. It seems to me 
the old training was rather val- 
uable, and that the industry 
may have got out of hand be- 
cause not all business men fol- 
lowed the tested policies. Any- 
way, all of us have had time 
to think, and a chance to learn.” 


F. J. Brady, of the Boulder 
Lumber Co., agreed with Mr. 
Bradfield that the city has been 
doing rather well, considering 
stories which are told of other 
Places. This yard is owned by 
the Sterling Lumber & Invest- 
ment Co., a strong line corpora- 
tion with head offices in Den- 
ver. The department met C. W. 
Richardson, vice president and 
seneral manager of the com- 
pany, in the Denver office. In 
connection with the general of- 
fice the company has an attrac- 
tive city sales and display 
room, where it makes a specialty 
of a clever line of cabinets— 
arrangements that by a twist of 
the wrist produce from the walls 
&@ whole series of conveniences 
Whose presence is not even sus- 
pected until the knob is turned 
or the button pressed. The 
Company operates a line of 


GETS ITS INNING 


yards, which are located in two 
or three States. 


Salesmanship in Action—The 
Ernest Grill Lumber Co. oper- 
ates three yards, and in its 
Boulder office we met W. G. 
Clements. He was busy selling 
a small structure to a couple of 
young fellows who clearly knew 
but little about construction or 
materials, but were determined 
to learn. It was instructive to 
watch the patient and sympa- 
thetic way in which Mr. Clem- 
ents entered into their problem. 
Service of this nature is some 
thing which many lumbermen 
never forgot, and which all the 
others are learning over again. 

The Boise-Payette Lumber Co. 
has a yard in Boulder, in charge 
of C. M. Hill. This is a power- 
ful line-yard company, with 
sixty or eighty yards in Colo- 
rado, Wyoming and Idaho. The 
general offices are in Boise. 
This company has its own 
financing machinery, and adver- 


_tises that in 1931 it helped two 


hundred families to own their 
homes through loaning services. 
The managers of the several 
yards visited by this department 
said that this year there had 
been rather few inquiries for 
this service. Most families who 
really rate high enough to ob- 
tain loans are cautious about 
using their credit. One or two 
managers told of customers who 
made inquiries, encouraged to 
do so by the knowledge that the 
company offered loans, and 
when the sales were made the 
owners found that they could 
get private loans from friends 
on the basis of old-fashioned 
term mortgages. None the less, 
the financing offer served a 
useful purpose in encouraging 
these people to make inquiries. 


A Brief for the Small Town.—Mr. 
Hill has a lively interest in the 
future of small cities and towns; 
and, while improved transporta- 
tion seems to threaten these 
places with diminished trade, 
Mr. Hill wonders if a change in 
their status is not coming. It 
seems to him that people are 
growing tired of going to dis- 





The patient and sympathetic way in 
which customers are served by the 
manager of this yard of the Ernest 
Grill Lumber Co., at Boulder, Colo., 


impressed an onlooker 
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tant places to buy, at least for 
every-day purchases. They may 
find in larger cities a wider va- 
riety from which to choose, but 
prices are usually higher, and 


trips to distant points cost 
something in time and trans- 
portation. It seems to him that 


the smaller places, which really 
take advantage of their oppor- 
tunities, have excellent pros- 
pects for renewed prosperity. 

Probably Boulder’s greatest 
asset is the State university, 
beautifully located, with a cur- 
tain of high mountains as a 
background. We are told that 
it is a place of high educational 
standards, and _ its location, 
where the plains meet the moun- 
tains, gives it an immense at- 
traction as a place in which to 
go to school. There is some 
talk of the cost of the State in- 
stitutions, scattered as they are 
among a number of towns and 
cities, and a perennial move- 
ment is on foot to consolidate 
them at one place, possibly at 
Denver. To a stranger and a 
wayfarer, removing the univer- 
sity from Boulder would seem a 
rash and questionable act, but 
possibly we don’t understand all 
that is involved. 


The neighboring 
Longmont, north of Boulder, 
takes its name from Long’s 
Peak, the crowning glory of 
Estes Park. The city is a lit- 
tle distance out on the plains, 
in the sugar-beet country. The 
beets this year had to contend 
with some variety of worm 
which reduced the normal yield. 
The sugar men were so uncer- 
tain. of prices, at the time when 
the crop was planted, that they 
abandoned their usual practice 
of contracting in advance for 


town of 








The Longmont (Cole.) yard of the 


Boise-Payette Lumber Co. jis a big 
and handsome plant that serves a 
sugar-beet section, and the town 
takes its name from Long's Peak— 
the crowning glory of Estes Park 





the yield. As we understand it, 
the usual method is to contract 
definite acreages at a minimum 
price, plus a bonus depending 
upon the market level at harvest 
time. The company then super- 
intends planting, cultivation and 
harvest. This year, for the first 
time in many years, the farm- 
ers were left to decide upon 
their own acreage, and to take 
whatever price was justified. We 
are under the impression that 
they were getting rather better 
prices than they had expected, 
doubtless because the sugar 
market was strengthening. 

The Lyon Lumber Co., of 
Denver, has a yard in Long- 
mont, and the manager said 
trade was distinctly better than 
he had hoped for, because 
gloomy predictions had been 
made when the sugar mills 
changed their policies. Trade 
comes from the town and neigh- 
boring farms, with few deliv- 
eries going into Estes Park. 
The Park, we are told, has a 
yard or two of its own, and cot- 
tage material is usually pur- 
chased there. 

A Yard Man Cracks a Joke.—The 
department had bad luck in try- 
ing to see the other yards. The 
Schwartz Lumber Co. has a big 
plant, including a _ full-grown 
planing mill and extensive sheds 
and warehouses. The chief was 
away, but the yard man in 


charge cracked a joke at the ex- 
pense of business, one which he 
at some pains to 


later was 
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undo. Business, he said, re- 
minded him of what a man said 
about his sick wife. He said 
the lady was just as sick as she 
could be, and was rapidly get- 
ing sicker. Having had his lit- 


New Yar 


As soon as it became evident 
that fire, which had started at 11 
o'clock at night, would ruin their 
lumber sheds and office, officials of 
the Meek Lumber Co., Lincoln, 
Neb., hustled preparations to open 


for “business as usual” in a coal 
shed which, separate from _ the 
other buildings, was spared. By 8 


o'clock in the morning a telephone 
was connected and they were ready 
for customers for coal (it was in 
February) even though their lum- 
ber was all gone. A competitor 
kindly lent them the use of his 
scales, when necessary. 

At once, President M. F. Meek, 
and C. L. Meek, vice president and 
manager, got started on plans for a 
new shed and office which should 
be the most convenient and modern 
possible for them to build. A quar- 
ter-century in the lumber business, 
which they had started in Peru, 
Neb., had provided them with 
plenty of experience in laying out 
the floor plan to assure utmost util- 
ity, but they were unable to devise 
an office front whose appearance 
would satisfy them, so they called 
in Lee Donegan, a Lincoln archi- 
tect who had planned several other 
lumber offices, and he added the 
desired beauty to the utility they 
had inculcated in the plans. The 
new building, formally opened to 
the public May 24, has proved to 
be all they expected and hoped. 

The quiet, tasteful brick and 
stucco front of the office gives lit- 
tle if any hint that it is part of an 
ordinary double-deck, gable - end 
type of shed 100 feet square with 
12-foot side walls and 22-foot cen- 
ter. The office structure in the 


center, which is extended ten feet 
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tle pleasantry, the yard man 


added that sales were better 
than ‘might be expected, and 


that there was some promise of 
further improvement. 


The Boise-Payette Lumber 


Co. has a handsome big yard 
on the main street. It is equipped 
with umbrella sheds, with alleys 
between—a fine looking layout. 
Here, too, we failed to see the 
manager. All these yards ad- 
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vertise 4-Square lumber, partly 
because of the connection of the 
company with the Weyerhaeuser 
interests, and partly, of course, 
because this quality materia] at- 
tracts quality buyers. 


Combines Beauty and Utility 


in front of the main building line 
to permit a view of the street in 
both directions and give more light, 
is flanked on either side by a wide 
arched doorway, entrances to the 
two 20-foot driveways which run 
the length of the shed. From the 
illustration one will note that in 


The interior of both the main 
office and private office are made 
cheery with wall and ceiling pan- 
els of Nu-Wood Bevel-lap tile in 
pleasing designs. The customer on 
entering finds himself in a little 
lobby formed by a desk and the 
counter. At the turn in the coun- 
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Office interior, with front entrance in center. 











Note how the triplicate 


register is depressed to counter height. Walls and ceiling are Nu-Wood 
Bevellap tile 


front, on each side, is what appears 
to be a little room with a window; 
that on the left is a carpenter shop 
equipped with sanders, bandsaw, 
small circular saw, and other light 
woodworking machinery, and the 
“room” at the extreme right of the 
picture is in reality part of the 
main lumber storage space, but 
each of these two front windows 
is usable for displays. 
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Behind this pleasant brick-and-stucco office front is a gable-end type double-deck lumber shed 100 feet square. It is the new home of the 
Meek Lumber Co., Lincoln, Neb. 
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ter is a cut-out to accommodate 
the triplicate register with its 
platen at counter-height—a little 
added convenience. Another desk 
is conveniently near the scales win- 
dow. Just back of the main office 
is the “drivers’ rooms,” with lava- 
tory and toilet facilities; it is ac- 
cessible from either the office or 
the driveway. Between this room 
and the basement stairway is a 





door to the rear room, which con- 
tains the paint, sash and doors, 
This is directly accessible to either 
driveway. 

The molding is end-piled in a 
dustproof room at the rear, right, of 
the sash and door room, and it opens 
on the right driveway. Its bins, 20 
feet high, are 20 inches deep and 
12 inches wide, with 2x4s at the 
front and 1x4s as horizontal divid- 
ers. These 1x4s are spaced 2 feet 
apart, quickly identifying lengths. 
Opposite the molding room, and 
facing on the other driveway, are 
two 4x12-foot racks, each with five 
compartments, for wallboard. Back 
of these is a concrete platform, in 
the shed proper, for rough heavy 
ripping. The center piling space 
beyond this saw is for dimension, 
which is piled so as to leave a 
minimum of waste space in the 
middle. 

In the left driveway, behind the 
scales and the entrance to the 
drivers’ room, is a concrete floor 
with drain, and here the trucks are 
washed and coal is wetted down; 
thus it is under cover, a very con- 
venient feature in stormy weather 
especially. Beyond this, in the left 
piling space, is the cement room, 
the floor of which is on a level 
with the truck platforms. Its walls, 
floor and ceiling are double shiplap 
with waterproof paper between, to 
exclude air and moisture. 

It is a very compact combina- 
tion of material storage undo~ one 
roof, and leaves space in the rooms 
above the office for use as either an 
office or an apartment. A large 
crowd of admiring customers came 
on the opening day to inspect it 
and offer congratulations. 
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Protest Stop-in-Transit Tariff 


Fort Wortu, Tex., Nov. 7.—One of the 
most important actions of the Texas Line Yard 
Retail Lumber Dealers’ Association, at its meet- 
ing held here in October, was the adoption of a 
resolution, briefly summarized in the AMERICAN 
LUMBERMAN in its issue of Oct. 15, with ref- 
erence to the stopping in transit to partly un- 
load carloads of roofing and other building ma- 
terials. This resolution in full was as follows: 

WHEREAS, the Southwestern carriers have re- 
cently put into effect a tariff provision for in- 
terstate application, permitting carloads of roof- 
ing to be stopped in transit to partly unload, 
and at this time are giving consideration to the 
publishing of the same provision for application 
intrastate in Texas; 


WHEREAS, heretofore, the carriers have pub- 
lished tariff provisions permitting other building 
materials, including plaster board, paints etc., 
to be stopped in transit to partly unload; 


WHEREAS, said carriers are now considering 
the publishing of tariff provisions to permit stop- 
ping in transit to partly unload carload ship- 
ments of lumber, sash and doors, screen wire 
cloth, window glass and possibly other building 
material commodities ; 


WHEREAS, the lumber and building material in- 
dustry represents large investments of capital 
with units of business located throughout the 
State of Texas and other States, and said indus- 
try has been founded and established upon sound 
business principles of distribution, which prin- 
ciples and methods of distribution are absolutely 
and directly contrary to the disastrous scheme 
of stopping carload shipments of building mate- 
rials in transit to partly unload; 


WHEREAS, the lumber and building material 
industry as established and operated with capi- 
tal investments in units throughout the country 
constitutes agencies that create business, which 
in turn furnishes a large volume of tonnage for 
the carriers far in excess of what said carriers 
would otherwise receive, and that the scheme 
for stopping in transit to partly unload will be 
destructive of the investments and business of 
the lumber and building material industry, and, 
furthermore, that said carriers are no doubt 
acting without information or knowledge as to 
the results that will accrue from their acts and 
possibly laboring under the impression that 
truck competition is involved, which impression 
is wholly erroneous as to lumber and building 
material in so far as any benefit could accrue 
from stopping in transit to partly unload; 


WHERPAS, the stopping in transit to partly 
unload is a scheme to provide carload rates 
to less than carload shipments and, further- 
more, is a scheme to extend the peddler car sys- 
tem to apply to lumber and building materials, 
which creates an undue preference in favor of 
the shipper who maintains no investment in dis- 
tribution plants, who pays no taxes and con- 
tributes nothing to the welfare of the State or 
local community, but on the other hand is a 
parasite on business, feeding where the oppor- 
tunity is afforded for the destruction of sound 
business ; 


WHEREAS, the charges collected and proposed 
are entirely inadequate for the service rendered 
and the loss and damage claims to accrue as 
compared to the charges for through carload 
shipments and the negligible loss and damage 
claims accruing on same, and, furthermore, that 
Said inadequate charges reduce the revenues of 
the carriers and require other transportation to 
bear a greater burden; that in the event the 
carriers claim the revenues to be adequate on 
shipments stopped in transit to partly unload, 
then in such event the lumber and building 
material industry is entitled to material reduc- 
tions in the rates on through carload shipments 
dl ad and building materials; therefore, 


Resolved, by the Texas Line Yard Retail 
Lumber Dealers’ Association that it go on 
record as considering said stopping in transit 
to partly unload, as pertaining to lumber and 
building materials, to be the most vicious, de- 
Structive, confiscatory, radical and harmful 
ee imposed upon the building material 
Ndustry, That the carriers be requested to 
take Such steps as necessary to cancel all 
tariff Provisions now in effect permitting stop- 
sed in transit to partly unload any and all 
ee material commodities, and that the 
; triers refrain from publishing any more 
uch privileges to apply on any item of build- 





ing materials. That a copy of this resolution 
be furnished to all carriers operating in Texas 
and that a copy be furnished to every retail 
lumber yard operating in Texas and that a 
copy be furnished to every jobber or manufac- 
turer of lumber and building materials in 
Texas. 


Southwestern Dealers Also 
Oppose 


Kansas City, Mo., Nov. 7.—In a recent 
bulletin to the members of the Southwestern 
Lumbermen’s Association, J. E. Johnston, 
traffic manager, gave the following information 
on the subject of stopping in transit: 

We have advice from several of the traffic 
executives that the proposal to stop cars of 
sash, doors and millwork from the Coast to 
partly unload, to which we strenuously ob- 
jected, has been denied. 

Together with Traffic Manager Huseby of 
the Northwestern Lumbermen’s Association, 
I attended a public hearing at Chicago before 
the Western Trunk Line Committee in con- 
nection with the late proposal of a manu- 
facturer to permit stopping in transit on 
clay products in Western Trunk Line, also 
Southwestern territory. We supported our 
written objections to the committee and the 
executives with arguments for rejection of 
the proposal. The committee indicated it 
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was seriously impressed with our statements. 
Since then I have personally contacted the 
proponent and succeeded in having him write 
both committees withdrawing his proposal, 
so that question is disposed of, at least for 
the present. 

While in Chicago we learned some lumber 
manufacturer had succeeded in docketing 
with the Western Trunk Line Committee a 
proposal to stop lumber three times in transit 
to partly unload to apply in all of W. T. L. 
territory. Only a short time ago we suc- 
ceeded in killing such proposal before the 
Southwestern Freight Bureau to apply in the 
Southwest. Now this proponent, by subtle 
handling, had succeeded in having his pro- 
posal assigned to the so-called emergency 
docket, in connection with which the com- 
mittee can not act but must pass the ques- 
tion direct to the traffic executives without 
the customary publicity. Such procedure is, 
of course, highly objectionable, and we have 
not minced any words in stating to the com- 
mittee and the executives that we look upon 
such wunder-cover handling of any proposal 
or subject in which the shipping and receiv- 
ing public, as well as the proponent, have a 
vital interest, as being little short of trick- 
ery, and that to throw a cloak of secrecy 
over any proposal in which the public as a 
whole is interested not only is objectionable 
to us, but will in many instances be respon- 
sible for the railroads themselves being de- 
ceived by pretense and false promises that 
can not be fulfilled. We have also gone into 
lengthy and pertinent arguments which we 
are sure will be convincing and prompt the 
executives to reject this proposal as they did 
the like proposal to apply in the Southwest. 


Urges Support of Home Jobbers 


PLant City, FLa., Nov. 7.—D. E. Harper, 
head of the Harper Lumber & Manufacturing 
Co., a former president of the Florida Lumber 
& Millwork Association, believes that the job- 
ber of building materials who also is a retailer, 
of necessity hurts the other retailers, and that 
the question of how to overcome this in a 
general plan of co-operation is of great im- 
portance. Commenting on this situation, he 
said: 

I have no hesitancy in urging the ap- 
proximately 175 retail dealers in south Flor- 
ida to give at least 80 percent of their 
business to the jobbing houses of this sec- 
tion instead of sending, as they are now, 
almost that proportion to other parts of the 
country. In my opinion this would increase 
the trade of these wholesalers from around 
$2,000,000 a year to between $7,000,000 and 
$10,000,000. 

Our folks would stand to profit in many 
ways from such a policy, and the entire 
lumber industry, from mill to consumer, 
could be definitely strengthened if this sort 
of working together plan were definitely 
established. It would keep a lot of good 
money from going out of our territory and 
extend in such action a patriotic impulse 
toward stabilizing all departments of our 
trade and commerce. 

One of the most trying competitions the 
dealers have to combat are the retail depart- 
ments of these wholesale jobbing houses. It 
is frequently true that they offer standard 
articles for counter sales at lower prices 
than are quoted retail customers in the sur- 
rounding areas and present them with such 
striking publicity as to take business from 
their legitimate jobber customers in spite 
of all they can do. If we gave them 80 per- 
cent of our trade they would no doubt be 
willing to eliminate their retail operations. 

These Florida jobbers often quote indi- 
vidual buyers at about what they would 
charge the dealers. It is true that in some 
cases they forward the dealer brokerage on 
sales made in his community, but the prac- 
tice is bad because a price is established 
below what the dealer must quote when he 
adds his mark-up, and this gives the con- 
sumer the impression that his local dealer 
is trying to skin him. By standing by our 
jobbers we can easily get this sort of thing 
out of the way. , 

With the lean support we are now extend- 
ing them, south Florida jobbers are pre- 
vented from buying in sufficient volume to 
secure the best discounts, and for the same 


can not sell us as advantag- 
eously as would be possible if they were 
always able to take these discounts. With 
80 percent of our business these jobbers 
would not only be able to carry heavy stocks, 
but to keep more ready cash on hand than 
under present conditions, and secure, with 
cash payments, bargains and extra reduc- 
tions that would operate in due course to 
reduce our own outlays. 


In patronizing distant jobbers we do more 
than simply cripple our jobbing neighbors. 
These outside jobbers offer almost every- 
thing that is to be had in any xind of store 
or warehouse, and often we let them sell us 
what, in all fairness, should be purchased 
from the local retail dealers with whose 
trade we expect to keep our own doors open. 
They sell radios, furniture and automobiles, 
any many times candies and fancy groceries. 
I recall that one winter I bought 30 pounds 
of Christmas candies from a wholesale house 
in a distant state that was supposed to seek 
my trade only in such supplies as would be 
merchandised in a retail lumber yard, Sure, 
I am ashamed of it now. but it did not seem 
so unreasonable then. 


Getting back to what might come to us 
in full support of home jobbers, we might 
also, in such case, demand more flexibility 
in credits and discounts than now prevail. 
All dealers are not alike in their trade value. 
The ones who buy in large quantities and 
pay promptly have a right to favor over 
those of small volume and slower pay. If 
the discount to one is 75 percent, say, it 
certainly should be 81 to the other. Where 
the small scale customer would be charged 
$4 for an item, the larger operator, with his 
other credit stabilities, should have the 
goods for $3.23, this difference to make up 
for heavy local taxes and service which the 
one man dealer is unable to pay or supply. 


There are many things we need from our 
jobber associates, but with the present range 
of our backing we are in poor position to 
ask for them. It is time we did a lot of deep 
thinking about all the ins and outs of this 
business of ours, and I am fully convinced 
that a study of the question of support of 
the State jobbers we know, and who know us, 
would be a fine way to begin on the task. 


reason, they 


GREENHEART from British Guiana is the sub- 
ject of a booklet published by David Roberts, 
Son & Co. (Bootle), Rimrose Road, Bootle, 
England. 
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Old-Time Rafting Days Recalled 


The romance and daring of the early days of 
the lumber industry in this country were viv- 
idly called to mind by a gathering of veteran 
woodsmen and raftsmen held on June 10 last, in 
Cook Forest, Clarion, Pa., which eventuated in 
the formation of the Pennsylvania Raftsmen’s 
Association, whose mission it will be to per- 
petuate the stirring memories of those days. 

Extensive plans for this event had been made 
by the late W. Frank Boyd, of Clarion, who un- 
happily was called by death some time before 
the reunion took place. Other competent hands, 
however, took up the unfinished task, and the 
results were eminently successful, both from 
point of attendance and interest manifested. 

As a special writer for the Pittsburgh Post 
Gazette put it in a story transmitted to that 
paper: 


Raftsmen, timber cutters and woodsmen 
who, more than 50 years ago, eked a living 
out of the great Western Pennsylvania soft- 
wood forests, today gathered at picturesque 
Cook Forest State Park and formed the 
Pennsylvania Raftsmen’s Association, to per- 
petuate in memory the days of the river and 
the industry of logging and rafting timber 
to southern river ports. 

From the far corners of the nation came 
old men who, in their prime, snaked the great 
pine logs out of the woods, bound them to- 
gether into timber rafts or spiked them into 
crude barges, to transport to Pittsburgh, 
Cincinnati and New Orleans. 


This event took the character of an old- 
fashioned out-of-door picnic. It was estimated 
that 6,000 people attended the reunion. Addresses 
were made by prominent residents of the dis- 
trict; three real old-time fiddlers rendered some 
of the stirring tunes of by-gone days, and many 
other features added to the interest of the occa- 
sion. 

Greetings to the old-time lumbermen were sent 
by Walter E. Ahlers, owner of the Ahlers 
Lumber Co., Pittsburgh, Pa., and president of 
the Hoo-Hoo Club of that city, as follows in 
part: 


We who are now engaged in the industry 
know nothing of the hardships that you 
wielders of the lumberman’s ax endured in 
your days of arduous labor and we acknowl- 
edge our great debt of gratitude to you pio- 
neers for any success that we may have at- 
tained since that time. 

Personally, I still recall the first of my 
thirty years’ association with my father and 
older brothers in the retail lumber business 
still being conducted, after fifty-seven years, 
under its original name and at the same lo- 
cation since 1875, when we purchased rafts 
of lumber possibly cut and sawn by some of 
you men then floated down the “Old Alle- 
gheny” and which we “pulled” and hauled 
from the wharf below Herr’s Island to our 
yards on Ohio Street. 

Among those lumbermen who were en- 
gaged in the shipping and selling of your 
product by river, I recall the name of Messrs. 
Crawford (once associated with my father in 
a timber tract in Forest County), Cook, 
Dickey, Young, Marvin, Hubbard, Croasmun, 
Buzzard and Omslaer. To some of you, no 
doubt, these men were very well known. 

And now, as you meet once again near the 
scenes of your early toil, in Cook Forest, that 
living model of God’s first great cathedral, 
all the members of our local organization, 
which represents every branch of the lum- 
ber industry, join me in wishing you a very 
enjoyable day, and in bestowing upon you, 
our fellow lumbermen, the greatest blessing 
that Hoo-Hoo has to offer—Health, Happi- 
ness and Long Life. 


In the event that your gathering might ex- 
press any desire to acknowledge this humble 
but sincere greeting, permit me, in closing, 
to offer a suggestion in the form of a re- 
quest, that all the veteran lumbermen in at- 
tendance at the reunion kindly subscribe 
their names and addresses on the enclosed 
sheets provided for that purpose, just for 
“old time’s sake” as well as to have them 


preserved by our lumbermen’s association for 
posterity. 


Mr. Ahlers’ request was compiled with, re- 
sulting in a registration list of the lumber vet- 
erans present, which comprised 182 names, rep- 
resenting only the real pioneer lumbermen that 
were present, the list being prepared by H. L. 
Carson, president of the newly formed Penn- 
sylvania Raftsmen’s Association. These names 
were selected from the thousands in attendance 
and who registered, but who were not particu- 
larly associated with the early lumbering days. 
Among these 182 veteran lumbermen were 34 
whose ages range between 70 and 92 years. 


Among the real old-timers who were espe- 
cially rich in their reminiscences were Jack 
Cook of Kane, William Fitzgerald, Cooksburg ; 
A. W. Cook and George Kuntz both of Cooks- 
burg, and descendants of the original Cook 
family; Frank Fitzgerald, who is over 80 and 
whose home is in North Pinegrove; W. P. Mar- 
tin, aged 83, of Parkers Landing, one of the 
early day pilots on the Clarion river and Davis’ 
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eddy up to 40 years ago. There was R. J 
Thompson, 74, of Ridgway ; three old cronies of 
the early navigation days, Messrs. Shadle of 
Clarion and Schick and Vasbinder of Brook. 
ville. John Johnston was another Brookville cit. 
zen much in evidence. He engaged in boating 
when only 13 years of age with part of his 
activities diverted to Red Bank creek. Peter 
McDonald of Vowinkle was 86 years of age 
his last birthday. A. R. Braden of Venango 
county, near Franklin, was meeting and greet. 
ing old friends of the early lumbering days, 
C. F. Frost, from Brookville, beats 80 by five 
years; James Johnson, Leeper, and R. E. Giff. 
gan, Brookville. Allen Blair of Hulton, for. 
merly of Spring Creek, Clarion county, prides 
himself in being able to “square more timber 
right today, than any man of less than his age 
of 62.” G. W. Hoover, aged 81, lumberman 
and pilot, had his youth renewed. 

One of the many former rivermen to attend 
the outing was Galen Meddock of North Da. 
kota, who left the Pennsylvania lumber regions 
53 years ago. 

The newly formed Pennsylvania Raftsmen’s 
Association is headed by H. L. Carson, Clarion, 
Pa., as president, with Guy W. Sowers, Strat- 
tonville, Pa., secretary, and Sylvester J. Tru- 
man, Brookville, Pa., treasurer. 


Stunts That Please Little Folk 


Louis M. Latta, of the Green Bay Lumber 
Co., Indianola, lowa, has a wide reputation as 
an ingenious advertiser. He thinks that all 


methods of advertising have their uses, but that 
the most useful kinds are those which naturally 
dealer’s other methods. 


fit a For instance, 














This Iowan, Louis M. Latta, Indianola, likes 

children and to give them pleasure. He finds 

that the stunts he puts on to please the little 

folk have a heart appeal to their parents, and 
help yard sales 


while he is certain that newspaper publicity 
suits the needs of a good many yards, he makes 
a comparatively small use of it, himself. “I’m 
a stunt advertiser,” he says, “and I naturally 
think along those lines.” Several years ago, 
before the big mercantile slide, he used to put 
on amateur community circuses; so elaborate 
and so well done that they got national notice. 
In these later times he uses less costly but 
quite striking and even spectacular means for 
attracting attention to his business. 

“One way to the average man’s heart,” Mr. 
Latta says, “is through his children. I happen 
to like children, and get along with them very 


well. I’d probably do about the same things, 
even if there were no _ publicity values at- 
tached. But, of course, there would be no 


justification in spending the company’s money 
this way if there were no returns from it. I’ve 
found out that the average man is a gentleman 
and a person who works hard for his family. 


He appreciates kindnesses and attention to his 
little folks, and while these methods are hardly 
direct advertising, since they don’t tell imme- 
diately the story of the goods I have for sale, 
they do keep the yard in the householders’ 
minds. 

“Any child between certain ages who tele- 
phones me on its birthday gets a sandpile de- 
livered without cost. I’ve put on a good many 
kite days. I give the youngsters the materials 
for making the kites and give prizes for the 
best ones made. The contest is divided up 
according to ages, so that the little folks don’t 
contest with the older ones, and there are a 
good many inexpensive prizes. I had an in- 
teresting experience once as the result of one 
of these events. A woman came in here, act- 
ing as though she were provoked, and asked me 
what I’d done to her children. I said, Nothing 
bad, I hoped. She then told me her little girl 
had won a kite prize and was giving her par- 
ents no rest, asking them to buy the family 
coal from Mr. Latta. The result was that I 
sold ten tons of coal right there, and the fam- 
ily has been buying from me ever since. 

“IT put on a bird-house contest. This year 
I’m going to give out the materials in the fall, 
and have the judging done next spring, to give 
the little folks more time to build the houses. 
Not long ago I saw a hoop juggler in a circus. 
I find I can get hoops for a trifling sum, 80 
I’m planning to give out a lot of them, teach 
the youngsters some simple juggling _ tricks, 
and have a float loaded with these little jug- 
glers in the college homecoming parade. 

“While volume is off of course, I think In- 
dianola has been especially fortunate in keeping 
up its program of building. Of course there’s as 
much repair work needed now as ever—roofs, 
paint, porches and the like. There are as many 
fires. I find that, by keeping at work, seeing 
people, and helping them out with suggestions, 
I am keeping a fair volume of sales going. 
think some dealers have slow trade partly be- 
cause they don’t do anything about it. I know 
some dealers who refused to follow the whole- 
sale market down, until they disposed of theif 
high-cost stock, and some of them still have it 
I followed right down, taking the loss, and, 


because of that, I sold quite a bit of my stock | 






a 





while the market was sinking, but before it J 


hit bottom. I’m sure it’s well past the low 
point now, and I’m stocking up. I don’t want 
any more boom markets, but it isn’t too muc 
to hope that before long we'll be back at the 
1914 level, and that'll suit me very well. 
don’t want a return of 1928 levels.” 
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Lumber Ready for Nailing as Shipped 


Kansas City, Mo., Nov. 7.—After thorough 
investigation and preparation, the Long-Bell 
Lumber Sales Co. is now offering to retail 
lumber dealers a product which is said to be 
the greatest achievement in building construc- 
tion in a century of progress. This is Enter- 
locking Fabricated Building Lumber. This 
new system of wood building construction is 
designed to reduce costs, offering economy, 
quality, flexibility and unusually sturdy con- 
struction. Discussing this new system, an of- 
ficial of the Long-Bell company said: 

Enterlocking Fabricated Building Lumber 
comes to the building site ready for the car- 
penter to put into place, in conformity with 
any desired plan. It should not be confused 
with ready-cut house construction—it is build- 
ing parts in harmony with time tried architec- 
tural, building and lumber practices, and is 
adapted to use in any type of building. Through 
simplification and standardization, we have a 
co-ordinated system of machined pieces, so that 
more than three-quarters of the lumber enter- 
ing into all usual construction is ready for use. 


Exact Manufacture, and Selection of 
Grade to Suit Purpose of Each Piece, 
Mean Better Construction at Lower Cost, 
While Such Flexibility Is Provided That 
It May Be Used in a Structure of Almost 
Any Width 





Among the advantages claimed for owner, 
carpenter and lumber dealer of Enterlocking 
Fabricated Building Lumber are these: 

1. It will reduce the “in place in the build- 
ing’ cost because it eliminates waste lumber 
and freight paid on waste lumber. 

2. Makes a stronger and better building be- 
cause there is but one grade of this material— 
the right one for the particular use, and prop- 
erly seasoned. 

3. Commands greater loan confidence be- 
cause of the quality of the lumber, and the 
unusual permanence of the sturdy construction 
due to the Enterlocking joint features. 


Because it eliminates “jerry building” or the 
possibility of mistakes in using improper sizes 


and grades of lumber for specific parts of the 
building, it is believed that carpenters, builders, 
retail lumber dealers and owners will welcome 
this new system. Through engineering princi- 
ples, the proper sizes and grades for each com- 
ponent part of the building have been scien- 
tifically determined. Thus, by using Enter- 
locking lumber, proper sizes and grades will 
be assured. Some special advantages claimed 
for the dealer and the carpenter are: 


Elimination of a multiplicity of grades—there 
are only ten basic framing members; only nine 
lengths of square-end board stock; only six 
lengths of diagonal-end sheathing—all precision 
cut and graded for the purpose intended. There 
is but one grade—the right one for the partic- 
ular use. 


ALL FRAMING: Joist headers, joists, sills, 
studs and plates go together with a strong 
Enterlocking joint (patented), made possible by 
a@ machine-made, wedge-shaped dovetail. The 
spacing of the mortised members of the Enter- 
locking joints on the headers, sills and plates 
is on 16-inch centers, thus automatically assur- 




















A—Joist Headers 

B—Stud Plates or Sills 
C—Rafter Plate 

D—Floor and Ceiling Joists 
E—Studs 

F—Window and Door Headers 
G—Gable and Dormer Studs 
H—Rafters 
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TO RIGHT ARE SHOWN PATTERNS OF DIFFERENT MEMBERS OF ENTERLOCKING FABRICATED BUILDING LUMBER AND, 
ABOVE, LETTERED TO CORRESPOND, THESE MEMBERS ARE SHOWN IN PLACE IN BUILDING 
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ing correct centering and positive alignment 
of all joists and studs. With only nine lengths 
of floor and ceiling joists, practically any de- 
sired width of building may be obtained. 


RAFTERS: Through the use of half-round wall 
and ridge plates, and rafters with curved 
notches, an almost limitless number of pitches 
and spans are obtained with the nine rafter 
lengths. 

SQUARE-END BoarpD STOCK: 
terns of flooring, siding, 
sheathing come in nine standard lengths in 
multiples of 16 inches, instead of the present 
wasteful practice of multiples of 24 inches; 
ends are squarely trimmed, producing close-fit- 
ting joints and providing for correct centering 
on all Enterlocking joists, studs and rafters. 

DIAGONAL-END SHEATHING: (storm-resisting 
and structural strengthening). Ends of sheath- 
ing are cut at 45 degrees angle, it comes in six 
lengths, ends truly trimmed, producing close- 
fitting joints and providing for correct center- 
ing on all Enterlocking joists, studs and rafters. 

Enterlocking Fabricated Building Lumber is 
limited to 2-inch framing, and 11-inch board 
stock—nothing over 2 inches thick; no finish 
lumber (as finish lumber does not lend itself 
to ordinary, uniform processing.) 

One-inch stock is tied or banded in packages 
of a convenient size for ready handling. All 
pieces in each package are of the same kind 


All standard pat- 
ceiling, shiplap and 





The election is over. 

Each has expressed his preference; 
We have differed one with another. 
The majority has said that 

It is to be thus and so. 

We believe in majorities— 

It is the rule of law 

Laid down by ourselves 

And it applies to each of us. 

Our country belongs to all of us— 
We are equal partners in it. 

The good things and the bad things 
Are to be shared by all. 


The good sportsmanship 
Of those who lost 
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try. Inquiries are now being received from 
points as far away as Alaska and Mexico, com- 
pany officials say. 

Circular dance mats, sized conveniently to be 
rolled on the floor to save carpet and linoleum, 
are finding a ready sale in homes where the 
youngsters are learning to tap dance. The toy 
department thus far has outstripped the old 
line lumber, building supplies and coal business. 





Helps Employees Help 
Themselves 


Kettys, Tex., Nov. 7—One method by which 
a lumber manufacturer may care for employees 
in time of unemployment and distress has been 
adopted by the Angelina County Lumber Co. 
with gratifying success. 

Last January the mill superintendent, Henry 
Maas, urged all the employees to plant gar- 
dens, to take good care of them, and to can any 
surplus; prizes were offered, three to white and 
three to colored employees, for the best gardens 
at both the plant here and the logging camp at 
Nancy. Points considered were the number of 
varieties planted, the stand, cultivation, and land 
utilization. 


Will say to those who won, 

“We can stand it if you can.” 

Those who won will say to those who lost, 
“Oh, come along now, 

Let’s work together 

And bring back Good Times.” 

And the others, 

Being desirous of sharing in good times, 
And also welcoming the Opportunity 

Of Helping our Country will say, 
“Certainly, we will join with all citizens 
Who march 

To the Music of the Union.” 


And soon the identity 
Of the winners and losers 
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it is planned to build a permanent one. The 
company bought several can sealers, and the 
cans were sold the employees at cost. 

The results of this “Live at Home” program 
were: Vegetables, 2,351 cans; jelly, jam and 
preserves, 3,188 jars; meat, 2,302 cans; pickles 
1,181 jars; catsup, 510 bottles; 2,810 pounds of 
dried peas and beans; and over 2,300 bushels 
of sweet potatoes. The accumulation will prac. 
tically feed many families throughout the 
winter. 


Provides Gardens for Employees 


Ketso, WasH., Nov. 5.—Operation of an 
experimental supplemental farm for employees, 
instituted this year by the M. & M. Plywood 
Co., of Longview, was explained to the Kelso 
Chamber of Commerce this week by Neil Ma- 
larkey, manager of the plywood company. The 
company conceived the farm idea as a means 
of providing employees with a means of assist- 
ing themselves when work at the plant was 
lacking, he said. Faced with the impossibility 
of providing continuous employment because of 
lack of orders, the company purchased a tract 
of about 20 acres and permitted the employees 
to plant and cultivate gardens on it for their 


Will be lost 

In the great mass of Americans 
Who are striving to do those things 
That appear to offer 

The greatest opportunity 

For helping to provide work 

For all our people. 


Now is the time 

To take a Forward Step, 

All together— 

The greatest good for the largest number. 
There are many things 

That each of us can do. 

Don’t let any other fellow 

Do that which you can and ought to do. 








and length. Two-inch stock is shipped loose, 
except where it is best to bundle. 


This Enterlocking Fabricated Building Lum- 
ber is manufactured of durable Douglas fir in 
the Long-Bell plant at Longview, Wash., under 
the E. A. Laughlin patents. This lumber will 
be distributed through the regular established 
channels for distribution of building material 
—the retail lumber dealer. 


—_—_——— 


Making Toys Keeps Plant Busy 


ALLIANCE, OunI0, Nov. 7.—After 32 years in 
the lumber business, the Tolerton Co. here is 
manufacturing toys to beat the depression and 
is keeping the plant in steady production. With- 
in two months, rubber-band guns, miniature 
soldiers and “bagatelle’ game boards have 
found a market in every section of the coun- 


The company agreed to furnish enough lum- 
ber to fence the gardens at Keltys, and used 
60,000 feet for this purpose. At the Nancy 
camp the company set aside several acres for 
gardens, and furnished the wire fencing to 
enclose it, the employees obtaining their own 
posts. It was all one big plot, each man pick- 
ing out the amount of land he desired and 
cultivating and planting it. 

All the employees enthusiastically entered into 
the program, and, since many of them were not 
familiar with the proper methods of gardening, 
they were greatly helped by the advice and aid 
proffered by O. C. LaGrone, county demon- 
stration agent, and Miss Gladys Young, county 
home demonstration agent. 

Canning time was a “big” time for the lum- 
berjack gardeners and their families. A pres- 


sure cooker, with a capacity of 300 No. 3 cans 
at one time, was made and used at the mill. 
It was built of wood and was so efficient that 


own use. The experiment has proved unusually 
successful. 





Timbers Sound Ailes 100 Years 


Fairmont, VA., Nov. 7.—The razing of an 
ancient frame hotel in this city, a short time 
ago, again demonstrated the longevity of wood 
and the care with which the builders of the 
early days did their work. This old hotel was 
built of hewn timbers, cut so that the pieces 
were fitted together, and fastened with wooden 
pins. Commenting on this, the writer in a 
local paper said: “The timbers are as soun 
today as they were almost a hundred years 
ago when they went into the building.” ‘ 

At the time that hotel was built, West Vir- 
ginia was practically a virgin forest, and tim- 
ber was so inexpensive that nearly all construc- 
tion was of wood. Properly constructed build- 
ings of that day easily lasted a hundred years. 
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The Bigges t Field for W 00 d ___ Modernly Convenient Small 


From facts gleaned in a recent survey of two 
thousand dealers in all parts of the country, it 
js plain that the trend is toward the small 


home. By “small” is meant a home selling 
from $2,000 to $5,000. In that bracket, unques- 
tionably, lie the lumber industry’s greatest 


opportunities for development. 


Folks Will Build to Suit Purses 


When home owning is considered, the ex- 
travagant ideas of three or four years ago are 
laid aside. Buyers are willing to sacrifice much 
in “show” to bring costs more in line with 
their purse. They will not buy a home out of 
all proportion to their incomes. They demand 
dollar for dollar value in sturdy, appropriate, 











This gem of fine de- 
sign, simple and ar- 
chitecturally correct, 
with its interesting 
roof design and pleas- 
ing woodwork creating 
a harmony that is true 
to American tradi 
tions, has the individ- 
uality of appeal that 
makes it worthy of be- 
ing called a home. It 
shows the infinite va- 
riety easily possible 
through use of wood. 
It can be well built 
for $2,800 in Chicago 
suburbs 





quality materials, combined with common sense 
layout, construction and design. The small home, 
compact, convenient and correctly designed, 
gives the home seeker at today’s prices the 
safest investment on earth. 

Economists estimate that 80 percent of the 
people of the United States have an annual 
income of less than $3,000. The small, inex- 
pensive house is, of course, the only one within 
reach of this very large part of our population. 
(The survey conducted by the writer, reveals 
that most of the houses to be built in the next 
few years will be to meet the requirements of 
this great group.) 


Home Ownership Gains in Favor 


An outstanding reason for the trend toward 
the small home is the limitation of present-day 
financing. Loaning agencies will likely con- 
sider small-home loans before larger ones are 
financed. Small-home loans will pay out much 
faster than loans on large homes, therefore to 
the bankers the small home is the best risk. 
The tax angle also is important. There is no 
great burden of taxation on the small home. 
The idea of home ownership itself has gained 
prestige (since 1929) as a safe and sound in- 
vestment. Stocks, bonds, savings, all else may 
have been swept away, but the home owner 
still has shelter, a place to live. 


Box-Like Homes Won't Satisfy 


This, then, is our picture: The home buying 
public soundly committed to home ownership 
and seeking small homes. There lies our field, 
and the one we must cultivate thoroughly and 
well. However, we must not assume that be- 
cause America is turning to the small home of 
three to six rooms, the people will be satisfied 
with cramped quarters, box-car type homes of 
the portable character. It is unwise for the 
umber industry to offer as its contribution 
toward low cost housing a box-like, modernistic 
Ouse, as it immediately associates lumber with 
the lowest form of housing. Rather should 
the lumber industry set up a good, sound low- 
cost house, which is typically American and 
substantial, to uphold the quality standards of 
@ lumber built house. The lumber industry 





[By W. D. SAWLER] 


should discourage modernistic architecture, not 
entirely because it is irreconcilable to American 
life and architecturally too severe, but because 
the steel interests have their greatest possibili- 
ties for the sale of pre-fabricated small homes 
in the square, box-like modernistic home, which 
they say is easy to construct with steel panels. 
The lumber industry, by offering modernistic 
design, is playing right into the hands of the 
steel interests! Many consider the small home 
as not requiring any special architectural treat- 
ments. Design, they feel, is of little or no im- 
portance. This is a mistake. The small home 
challenges us to make it appealing, charming 
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and worthy to be termed “home.” Properly 
handled, the small home can be just as indi- 
vidual and attractive as the large one. 


Presents Idea of the Requirements 


The home illustrated here is my idea of a 
real, comfortable small home—a typical Ameri- 
can home—a home of engaging charm and an 
example of the rich possibilities in small house 
design. It is simple and correct architecturally, 
inside and out. The woodwork is true to detail, 
the siding correct, the roof carefully chosen, 
and we might go on enumerating each factor, 
but all are in harmony, producing a perfect 
gem of fine design inside and outside. It is a 
typical, economical small American home that 
meets the needs of the average American small 
family, and that is in keeping with the best 
traditions of American architecture in its plan, 
its high quality and its comfortable, cozy ap- 
pearance. It shows how even in the smallest, 
less expensive home correct architecture may 
be used successfully. The house illustrated here 
cost, complete with basement under kitchen for 
heating plant, approximately $2,800 in Chicago 
suburbs, and can be built for less in many parts 
of the country. 


All Modern Conveniences Included 


This home has two large sized bedrooms with 
large closets, a modern bathroom with linen 
closet adjoining, an extra large and commodious 
living room, a dining nook with china cases, a 
well equipped kitchen of ample size, a vestibule 
with accompanying clothes closet, and a porch. 
It is a wood house, built solidly on cedar posts, 
set four feet below frost line, to prevent any 
sagging or buckling. A small basement, under 
the kitchen and the breakfast nook, or in other 
proximity, may be built for laundry and heater, 
with a stairway accessible to kitchen and out- 
side. This element may be built by the owner 
himself, of concrete blocks, at a later date. 


Construction Is of Solid Character 


The exterior is to be of clapboard and siding, 
separated from the wood sheathing by felt paper. 
Interior walls to be of plaster board, painted or 
unpainted, according to owner’s desire. Hard- 


Home of Individual Design 


wood floors, pine trim throughout of stock ma- 
terials; bathroom floor, linoleum; roof, wood 
shingles. If heating plant is not desired im- 
mediately, omit basement stairway. Devote 
stair space to small heater room and storage. 
Without basement and heating plant, house will 
cost approximately $600 less. 


Such Houses Have Big Sales Field 


This house is representative of the bulk of 
the lumber dealers’ market in the future. If 
the lumber dealer will go after sales of this 
type of housing, offering homes of this char- 
acter, plan, architecture etc., he is certain to 
increase his business substantially. Lumber 
dealers should prepare their stocks to meet the 
needs of the small home field: Manufacturers 
and dealers must co-operate closely to offer the 
public something in wood comparable to what 
the steel people plan to sell in steel. While it 
is true that several of the steel home programs 
have failed, yet we must not conclude that the 
promoters are through. On the contrary, these 
setbacks have taught them some valuable les- 
sons, and they will be back stronger than ever. 


Wood Can Offer Varied Design 


The steel house and the wood house of similar 
lines, same cubical content, number of rooms 
etc., are practically the same in cost. However, 
the possibilities for diversified treatments, pro- 
ducing varied architectural effects, are much 
greater in the wood house. So we find that 
design, a most important consideration, is on 
our side in this competition for the small-home 
market. 

We all know that the well-built wood house 
is superior in warmth, comfort and beauty to 
the cold, harsh, vibrating, nerve-racking steel 
house. The wood house is truly a real home. 
It is up to us to realize its full possibilities, 
and to sell it successfully to the home buying 
public as the answer to its demand for a fine 
small home of moderate cost. 
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First Froorm PLAN: 


Most people who are prospects for homes will 
find that one of this size will be wisest because 
the cost is safely within their financial reach. 
Good planning can provide the room arrange- 
ment and modern conveniences that satisfy 








The sixteenth annual 
of the National Retail 
Lumber Dealers’ Asso- 


ciation, held in Louis- 
ville, Ky., Oct. 26-28, 
was a well attended, 


outward - looking meet- 
ing of business builders. 
With their usual facility 
in program making, 
President Alton J. 
Hager and Secretary 
Adolph Pfund succeeded 
in assembling a _ long 
list of focal subjects and 
an equally imposing as- 
semblage of speakers and conference chairmen 
to deal with them. 

The sessions of Wednesday, the opening day, 
were briefly reported by telegraph in an earlier 
issue. Probably the most colorful speech of 
this first day was delivered by Jacques Willis, 
of the John Bader Lumber Co., Chicago. Mr. 
Willis dealt with the plywood industry, which 
he called the “rolling mill of the lumber trade.” 
His speech was a thrilling account of sales pro- 
motion by the simple means of “exposing lum- 
ber to sale” through the demonstration of the 
natural qualities and superiorities of wood. It 
is an easy guess that “Jack” Willis, with his 
engaging ‘Cajun accent and smile, will adorn 
many a State and regional convention program 
this winter. Arthur A. Hood, of the National 
Homes Finance Corporation, also delivered a 
powerful address on the subject of finance as 
the co-ordinating factor in winning the fight 
that the lumber industry has been waging for 
six years against waning markets. 

At the opening of the Thursday morning 
session Ed Hudson, of the Central Lumber Co., 
Minneapolis, took exception to earlier state- 
ments that most recessions of sales are the prod- 
uct of poor administration and lack of effort. 
His company, which operates some 100 yards, is 
keeping from 75 to 100 men busy on territory, 
contacting customers and building for the fu- 
ture. These men sell if sales can be made and 
are equipped to give prices on completed jobs 
of any kind. Most Northwestern concerns are 
working hard, but they can make few sales until 
farm products regain a reasonable price level. 


Problems of Roof Insulation 


In dealing with problems of roof insulation 
sales, William Johann, Evansville, Ind., stated 
that the sales of insulation fit in best with 
application. An application department gives a 
dealer an advantage. It is hardly fair to the 
manufacturers if dealers are not equipped prop- 
erly to apply their products. 

E. D. Packenham, of the Johns-Manville Co., 
stated that the business of roof insulation at 
the moment is not large but is growing through 
the promotion work of manufacturers. A dealer 
does not find much competition in the appli- 
cation field as yet, and this is a good time to 
establish a trade and a reputation. L. E. Cover, 
of the Armstrong Cork & Insulation Co., pro- 
tested against the use of roof insulation for 
other purposes. C. M. Managan, Lake Charles, 
La., said he was selling some insulation as a 
protection against summer heat. He has a roof 
application department that constructs built-up 
roofs. C. C. Sheppard, of the Southern Pine 
Association, put in a good word for what he 
said is the hest of insulating material; namely, 
lumber itself. At President Hager’s suggestion 
the convention reaffirmed the position taken a 
year ago in regard-to roofing, recognizing the 
discount for a full-car purchase as the maxi- 
mum discount. 


Hawley W. Wilbur, West Allis, Wis., then 
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National Seeks 
Problems of the Retailer 


presented briefly a chart showing the compara- 
tive cost of building an identical house in 1929, 
1930 and 1932. Three houses had been built 
to the same plan, and the chart showed com- 
parative costs by items. This cost has decreased 
by about 25 percent. Mr. Wilbur’s company 
has been using such figures to prove to its cus- 
tomers that the present is a good time to buy. 
Mr. Wilbur stated he did not think this would 
be fully effective until prices again start rising. 
President Sheppard, of Southern Pine, stated 
that the most serious item of cost is one the 
dealer can’t control; namely, rail freights. This 
must come down before the reduction in cost to 
the consumer on his house job is in line with 
the times. 

W. W. Schupner, of the National-American 
wholesalers, brought greetings and added his 
his testimony that freight costs are serious. 

One of the thoughtful and highly construc- 
tive addresses of the convention was delivered 
by Paul P. Doddridge, of the Johnson Lumber 
Co., Erie, Penn., on the subject, “Running Your 
3usiness Not for Glory but for Profit.” More 
people than ever before really want to own 
homes. In flush times they thought little of 
paying high rents. But at present, even with 
rents much lower, they find these rents hard to 
pay and long for the security of home owner- 
ship. There are probably two billion dollars 
in the backed-up market in the building field. 
At the moment and perhaps for some time to 
come, the chief opportunity will be in the mod- 
ernizing field; but there is a deep desire in 
thousands of families to build new homes. 


Selling the Complete Unit 


In dealing with these new houses, as indeed 
with modernizing jobs, Mr. Doddridge has de- 
vised ways of selling the complete unit; and to 
do this he contacts the customer direct. The 
contractor is seldom a competent salesman. He 
knows technical details in which customers are 
not interested, and his preoccupation with low 
price infects the customer with price ideas to 
the exclusion of factors more important to him. 
The dealer is interested in reasonable profit, 
quality, sound financing, selling all the mate- 
rials used and the like. These can be fabri- 
cated into a unit-selling plan that really serves 
the customers’ needs and desires. But to do this 
the dealer must be the first to contact the cus- 
tomer. In doing this Mr. Doddridge offers the 
services commonly offered by a first-class archi- 
tect, with one exception. The architect tries to 
sell as much house as possible, while Mr. 
Doddridge discovers the customer’s financial 
ability and carefully fits the house to this ability. 
A surprising number of customers need no out- 
side financing. The company uses a Sales Man- 
ual, consisting of a loose-leaf book. In this 
book is the story of the company, its personnel 
and its services. There is a complete outline 
of the process of developing the architectural 
plan, the financing, the supervision and so on. 
The contracts, the certificate of quality, lists of 
quality materials and the like are included. The 
manual includes a front cover of the AMERICAN 
LUMBERMAN of some months ago, showing the 
small depreciation of homes in comparison with 
industrial stocks. The complete story of the 
service is there. 

Once the prospect has reached the point of 
describing the house he desires and a drawing 
in color has been made of it, a service for 
which no charge is made, the sale is usually 
clinched. It is made without competition in the 
usual meaning of the word. If it is not made 
there, and the customer takes it into the field 
of competitive contractor bids, the company 
usually withdraws. It can not offer complete, 
quality service in such a setting. But people 
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ight on 


talk price, to the destruction of their real and 
lasting aims, usually because they are encoyr. 
aged to do so by lumber dealers themselves 
Mr. Doddridge made an analysis of several jobs 
he has sold recently. 


Selective Association Membership 


Harry Colman, Chicago, made a brief address 
in which he warned dealers of the dangers of 
yard sites lost by insolvent companies which 
will be bought up by newcomers who will com- 
pete with survivors by means of low capital 
investments. There is evidence that the better 
class of dealers and manufacturers will co-op- 
erate. In Mr. Colman’s opinion the association 
of the future will not try to include all lumber- 
men, good and bad, but will be a grouping of 
able companies that maintain sound standards. 

At the opening of the afternoon session 
President Rush H. Todd, of the Florida asso- 
ciation, in a brief speech said hz had the larg- 
est stock of lumber in feet that he had ever 
owned in his long career; a career which, by 
the way, has been highly successful. He be- 
lieves that this investment is wise, both be- 
cause he expects wholesale prices to advance 
and because he has faith in the long future of 
the industry. He does not expect a sharp ad- 
vance in building volume, however, for some 
months. 


Pro and Con of Cash and Carry 


George W. LaPointe, of Menomonie, Wis., 
conducted a discussion of the cash and carry 
idea. Speakers approached the question with 
caution. Tom Lehon, 
the widely known roof- 
ing manufacturer, said 
he always thought of 
cash and carry as es- 
sentially cut-throat 
competition. But he 
had seen one yard 


where everything was 





m. &. 


ALLEN, 
Lincoln, Neb.; 
Vice President 

Western Region 


plainly marked with 
grade and price. All 
sales were paid for or 
not made; and the © 

owners seemed happy w. a BARKSDALE, 
over the operation. Charlottesville, W.Va 
Ormie Lance, eecre~ Vice President 
tary of the Northwest- Middle Atlantic 
ern association, said 

he knew little at first hand about the mat- 
ter. One such yard has operated two years 
in Minneapolis, and neighboring dealers 
don’t seem to object. The worst feature 1s 
that some competitors, not on a cash basis, have 
cut prices to the level of or below that of the 
cash yard, and that is bad. Ed Hudson, of 
Minneapolis, stated that there is a fear among 
country yards that truckers hauling livestock 
to Minneapolis will eventually bring return 
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Discuss Competition from Cash and Carry and Re- 
organized Low Capital Yards; Manufacturers’ and 
Retailers’ Reserve Stocks, Trucking and Stop-overs; 
Modernizing and Small Sales, Unit Selling and Financing 


loads of this cheap lumber. Findley Torrence, 
of the Ohio association, stated he had advised 
inquirers that they will be on safe ground if, 
changing to cash and carry, they reduce prices 
merely by the amount actually saved in opera- 
tion. Misleading advertising, however, will 
cause serious trouble. 

E. E. Woods, of the Southwestern associa- 
tion, seemed to express the general thought 
when he said that in times like these it is sim- 
ply safer to sell for cash and that this is all 
there is to the idea. Cash and carry does not 
fit the general and continuing needs of the in- 
dustry. In the nature of things, to sell in vol- 
ume calls for sales on credit. He protested 
that in dallying with the cash and carry idea, 
associations and trade journals are holding out 
merchandising lures that in continuing practice 
will be disappointing or worse. Hawley Wil- 
bur said he knew of but one cash yard, and 
it was losing money. Mr. Foster, of Indian- 
apolis, said cash and carry yards were making 
what success they do make through buying 
bankrupt stocks. Ralph Randall, of the Re- 
serve Supply, Minneapolis, said he could not see 
how the two kinds of business could mingle. 
Each will defeat the real purpose of the other. 
L. P. Lewin, Cincinnati, said he did not see 
how the cash and carry idea could be made to 
serve the trade. If it could, cash payments 
would be good. Since it can’t, it is a waste 
of time even to discuss it. C. D. Root, of the 
Indiana association, asked co-operation of 
manufacturers. The average cash and carry 
gets some low-grade stock from manufacturers, 
usually mingles some 
second hand lumber, 
and it’s away. 

John Cremer, Seat- 
tle, then discussed the 
question, “Manufactur- 
ers’ Regional Ware- 
houses—Are They a 
Help to the Dealer?” 








JOHN C. BARRY 


Portland, Conn.; 
Director for Sustain- 
ing Member 


Mr. Cremer began by 
saying it was mneces- 
sary to distinguish 
among several types 
— of warehouses. The 
H. J. WEST, central co-operative 

a Atlanta, Ga.; warehouse that is well 
Inds One Modernizing managed is usually 

Job Sells Another ete ae 

successful. But the 

warehouse operated for a manufacturer, by some 
Prominent dealer or otherwise, is usually trou- 
lesome. The real object of such a project is 
to make stock available at short notice and in 
small quantities to a retailer and thus reduce 
the necessity for him to carry an adequate stock 
of his own. The effect is not good; for every 
time there is a lowering of the financial strength 
of the retailing business the responsibility and 
the serviceability of retailing as a whole are 
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lowered. Such a warehouse makes it possible 
for a man to engage in retailing without ade- 
quate financing. It brings in men without 
experience or knowledge. There was a time 
when credits to retail lumbermen were the 
soundest in the country, and it will be disas- 
trous to change this situation. 


Do Regional Warehouses Help? 


President Hager told of his experience with 
a co-operative warehouse and said the idea was 
sound if the warehouse collects its accounts 
regularly. Ralph Randall, of the Reserve Sup- 
ply, stated that his dealer-owned concern did 
not expect to reduce wholesale prices but made 
its savings to its members through reduced 
distribution costs. It helps manufacturers pro- 
mote an even flow of their goods through the 
territory. Paul Collier, of the Northeastern 
association, in answer to a question about con- 
centration yards in the East said he could make 
no general statement. He thought they were 
products of current conditions. L. P. Lewin 
said he opposed the idea of the manufacturers’ 
warehouses, possibly for a selfish reason. It 
seemed unfair to the yards that have built their 
services and stability through years of careful 
management to be placed at a disadvantage with 
any peckerwood yard that opened on a vacant 
lot, merely because the manufacturer consented 
to carry the stock for this underfinanced com- 
petitor. Arthur Bevan, of the Red Cedar 
Shingle Bureau, suggested that the cause of 
the establishment of manufacturers’ warehouses 
had not been discussed. Shingle manufacturers, 
for instance, are now making a high grade 
product but are up against the problem of dis- 
tribution. If retailers will not carry the stocks 
necessary for normal distribution, what is the 
manufacturer to do? Shingle men don’t want 
or like warehousing, but they are entitled to 
a fair chance at distribution. 


Forgotten Man of the Industry 


John W. Blodgett, president of the National 
Lumber Manufacturers’ Association, in opening 
his address recognized the close interdependence 
of manufacturer and retailer. But going beyond 
this informal partnership he recognized in the 
final consumer the “forgotten man of the in- 
dustry.” The manufacturer sees his own costs, 
the retailer his particular problems, and the 
two together work out their mutual interests. 
But the consumer whose purchases sustain the 
industry is lost to sight. The manufacturer’s 
contact with this consumer is through the re- 
tailer. The wholesaler is not being left out of 
the picture; but Mr. Blodgett expressed the 
hope that a reorganization might be effected 
whereby the wholesaler will become the repre- 
sentative of a manufacturer or a group of manu- 
facturers. It has been unfortunate that in the 
industry the sale of much lumber has been made 
by men whose immediate interest lies in de- 
pressing prices. Simple depression of price is 
not to the interest either of the industry or of 
the forgotten man who supports it. 


The manufacturer needs to know how he can 
help, and the retailer is his source of informa- 
tion about needed changes in patterns, fabrica- 
tion and the like. Everyone concerned has lost 
money because this information has not been 
available. There has been much scattered and 
desultory information, but it has not been or- 
ganized. There should be standing committees 
of manufacturers and of retailers to serve as a 
clearing house. Sometimes retailers do not 
know who the final consumer of their product 
is and are unable to make their information 
and advice effective. Developers of real estate 
subdivisions, for instance, often use improper 


materials; and this is 
against the interests of 
the industry and in fa- 
vor of the growth of 
substitutes. All factors 
have a mutual interest; 
lumbermen, architects, 
realtors, money lenders 
and the rest. The easy 
yielding to two natural 
influences, the tendency 
to sell a man without 
question or advice what 
he thinks he wants and 
the desire to buy cheaply, 
has produced inferior 
buildings. 

_ There is a tendency at the moment to cut 
immature timber. This is done by small mills 
in practically every production field. There 
never will be a shortage of timber in the United 
States, but there may be a shortage of mature 
timber. There should be a way found to allow 
the immature timber now going to the portable 
saws to stand in the wood lot until it is grown. 
This will not be an easy problem to solve; for 
the owner of the wood lot naturally has the 
right to sell his trees. But through education 
and other means the matter should be worked 
out. There is no reason to be discouraged. 
Lumber still has its historic fine qualities. But 
there is need for team work among the differ- 
ent branches of the industry, looking to the 
settling of these wider questions. 





C. H. COWAN, 
Mobile, Ala.; 


Vice President 
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An Impressive Memorial 


At this point an impressive memorial to 
deceased members was held. Fred Ludwig, 
Reading, Penn., made a brief and eloquent ad- 
dress in memory of John Lloyd, Philadelphia, 
who served for several years as president of 
the National association. Following this, Sec- 
retary Pfund read a resolution, which was 
adopted. A. T. Stewart, of Chicago, then spoke 
in tribute to Edward Hines, Chicago, the foun- 
der of the National association. He was fol- 
lowed by Mr. Blodgett, who sroke simply and 
feelingly of Mr. Hines as a great business man, 
citizen and friend. Mr. Pfund then read a 
resolution of tribute to Mr. Hines which was 
adopted. This was followed by a general reso- 
lution in memory of other deceased members. 


Deplores Lack of Information 


B. R. Ellis, trade extension manager of the 
Southern Cypress Manufacturers’ Association, 
in describing his work with architects stated 
that these men, like most of the public, think 
good lumber can no longer be purchased. The 
difficulty lies in the lack of information in the 
hands of architects and specifiers about the 
qualities of lumber and the use of the right 
species and grades for given purposes. Per- 
haps an equally serious difficulty lies in the 
practice of certain sellers of lumber to ignore 
specifications and to substitute grades or even 
species. Architects and specifiers flatly refuse 
to do the police work of the industry; and after 
a few unfortunate experiences of getting some- 
thing inferior to what was specified they turn a 
hostile front to lumber and specify so-called 
substitutes. Lumber has suffered and will con- 
tinue to suffer until these matters are corrected. 

Walter Shaw, of the National Lumber Manu- 
facturers’ Association, agreed with Mr. Ellis 
and stated that the time has come when species 
uses can be recognized. He mentioned a pub- 
lication on specifications and grade and species 
uses that in his opinion will revolutionize light- 
frame and heavy construction. He mentioned 
the effort to raise the money, a dollar from each 
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person, to build the frame house at the Century 
of Progress exposition. 


Modernizing a Live Subject 


At the opening of the Friday morning ses- 
sion Spencer D. Baldwin, of Jersey City, con- 
ducted a discussion of modernizing. Mr. Bald- 
win stated that while his own company’s expe- 
rience in trying to promote modernizing had 
been disastrous, he thought the practice might 
be successful elsewhere. 

Haro Hager, Lansing, Mich., son of the 
president of the association, stated that moa- 
ernizing including re-roofing and paint sales had 
been the important sales factor the last three 
years. The company sends out trained salesmen, 
especially in selling roois and weather stripping. 
An advance solicitor gets the prospects and 
usually does no more than make appointments 
for a salesman to call. The company does its 
own application. Many of the jobs are on time 
payments, though some pay cash. About 95 
percent of houses are prospects for weather 
stripping. C. H. Cowan, Mobile, Ala., stated 
that 80 percent of his recent trade has been in 
modernizing. He has his own financing plan. 
H. J. West, Atlanta, Ga., stated that 75 to 80 
percent of his sales at present are in modern- 
izing. He does some advertising; but his com- 
pany is well known, and one modernizing job 
usually sells several others. He, too, has his 


own financing plan. Collections have been 
good. Ed. Hudson, Minneapolis, repeated his 
earlier statement that he has 75 to 100 men 


out making contacts. He seldom advises a 
customer to spend more than $1,500 in fixing 
an old house. If a contact man finds a pros- 
pect who is interested the salesman takes pic- 
tures of the four sides of the house, learns what 
the customer would like and has a drawing 
made of the house as it would look if modern- 
ized. Mrs. W. O. Layer, Cincinnati, wife of 
a prominent lumberman, said she liked doorbell 
ringing and had learned much from solicitors. 
Women are especially interested in built-in fur- 
niture. Of late there has been much “hud- 
dling”; several families moving in together. 
There is a chance to make flats or semi-flats 
in a good many houses. Ed. Hudson then men- 
tioned spray painting and his practice of quot- 
ing by the gallon, the square yard or the job; 
as the customer desires. The company adver- 
tised that it was going to spray paint one of 
its own plants; and from that effort immedi- 
ately sold 12 paint jobs. Mr. Baldwin in con- 
clusion stated that apparently modernizing was 
profitable in some places but that in the East 
there were so many bargain houses sold at 
forced sale there was little demand for mod- 
ernizing. He thought that in his section the 
time to sell modernizing jobs was when prices 
were high. 


Report of Nominating Committee 


Alton J. Hager and Adolph Pfund were the 
choice of the nominating committee to succeed 
themselves as president and secretary respec- 
tively. At the organization meeting of the 
board of directors to elect officers for the com- 
ing year, President Hager was re-elected by 
unanimous vote, but declined to serve because 
his attention requires him to look after his busi- 
ness interests. Secretary Pfund declined the 
nomination to succeed himself as_ secretary- 
manager, having advised President Hager of 
this several weeks prior to the convention. 

The time being too short to select another in 
place of Mr. Hager for the presidency, an 
executive committee was provided by the di- 
rectors, to formulate plans for the coming year 
and to act in place of the president in calling 
an adjourned session of the directors to elect 
a president and secretary. 

Other recommendations of nominating com- 
mittee were as follows: 

Vice president for the Eastern region, David 
Seaman, Amityville, N. Y.; vice president, 
middle Atlantic region, W. A. Barksdale, 
Charlottesville, W. Va.; vice president, south- 
ern region, C. H. Cowan, Mobile, Ala.; vice 
president, central region, John J. Chalmers, 
Chicag?; vice president, western region, N. A. 
Allen, Lincoln, Neb.; vice president, Pacific 
Coast Miller, Seattle; vice 


region, W. C. 
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Mountain 
Colo.; 


president, Rocky 
Warren, Ft. Morgan, 
Claney, Chicago. 

Directors representing sustaining members, 
William Smith, Akron, Ohio; John C, Barry, 
Portland, Conn.; H. A. Lake, Garden Grove, 
Calif.; Oscar Lampland, St. Paul; George W. 
LaPointe, jr.. Menomonie, Wis.; H. W. Gal- 
braith, Amarillo, Tex.; R. C. Restick, Detroit. 

Directors representing organization mem- 
bers, Turner Ruby, Madisonville, Ky.; Jos. 
Jackson, Rockaway, N. Y.; Otto E. Lay, Ke- 
waskum, Wis.; Byron Smith, Valparaiso, 
Ind.; C. I. Cheney, Bluefield, W. Va.; W. H. 
Picklesheimer, Knoxville, Tenn., and W. R. 
Grier, Cheyenne, Wyo. 


region, W. J. 
treasurer, John 


Leo Kraemer, director Chicago Lumber Insti- 
tute, outlined the place of the technical man in 
the industry. Other lines have captured the 
retail dealer as the outlet for their goods to 
the extent that often the bulk of a lumber yard’s 
sales are in articles other than lumber. These 
other lines have multiplied and have produced 
attractive goods. They have put out many 
salesmen and many claims until the retailer is 
at a loss in choosing among them. He is often 
influenced by personalities rather than by the 
qualities of the goods. The Lumber Institute 
has set for itself the task of analyzing these 
goods and claims and to determine the proper 
materials for given purposes. The retail dealer 
must become the informed man to enlighten the 
public, and so the manufacturer must convince 
the retailer as well as the specifier. The whole 
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H. W. WILBUR 


West Allis, Wis.; 
Whose Charts 
Showed Reduction in 
Cost of Building that 
Should Help Sales 


honest story must be told, and that means the 
dealer must know the limitations of wood spe- 
cies as well as their superior qualities. 

Edward J. Hess, Chicago, former Assistant 
U. S. Attorney, spoke of proposed changes in 
the Federal bankruptcy act. He cited cases of 
abuses and excessive costs and mentioned 
changes that would make possible placing a per- 
son or corporation under probation instead of 
permitting a discharge in bankruptcy. 


Making and Selling Steel House 


At the afternoon session Henry Penn, Chi- 
cago, engineer American Institute of Steel Con- 
struction, described efforts to design and market 
steel houses. His story was partly technical; 
but he made it clear that while not many steel 
houses actually have been built the effort to de- 
velop them is going forward. He stated that 
he did not consider lumber and steel to be essen- 
tially in savage comnetition. His objective is a 
steel frame to which floors and side walls, of 
materials probably already handled by retailers, 
could be attached. He anticipates that the re- 
tailer with his sales organization will be the 
factor of distribution. Leo Kraemer raised cer- 
tain objections, such as the monotonous outline 
of the so-called production house when repeated 
in long lines of structures, the lack of real fire 
resistance quality of steel and the like. 
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The Federal Home Loan Banks 


L. A. Hickman, Louisville, vice-chairman of 
the Federal Home Loan Bank of Cincinnati de. 
scribed the process of forming the Home Loan 
3anks, their objectives and some of their prob. 
able policies. The banks are very new. It jg 
the intention of the directors, so far as POssible 
to devote the funds to the immediate and direct 
welfare of the small-home owner rather than to 
increasing the liquidity of buildin and loan as. 
sociations, savings banks and insurance compa- 


nies. The banks should and will increase enor. 
mously the borrowing power of the home 
owner. 


Resolutions Condemn and Praise 


The resolutions condemned the cash and carry 
idea as neither practicable nor economically 
sound. They suggested that future vacancies 
on the directorates of Home Loan Banks be 
filled, in part, by building material men. They 
condemned the stop-over privilege as bad for 
manufacturers and retailers because it encour- 
ages under-financed yards. They asked that 
trucks and trucking in the common-carrier field 
be placed under the authority of the Interstate 
Commerce Commission. They suggested con- 
ferences with producers of cement and other 
materials, looking to the drawing up of a dis- 
tribution statement similar to the one drawn in 
the lumber field. They deplored the entry of 
the Government into business, especially in wa- 
terways shipment, and suggested study to the 
end that the industry might appear before the 
appropriate congressional committees. They 
asked that public building undertaken by the 
Government as an aid to business recovery be 
done by local contractors and local labor, to 
the end that local interests may be served and 
that, under the distribution statement, local 
dealers may bid on materials in sales to such 
contractors. The final resolution tendered 
thanks to various persons and organizations as- 
sisting in making the convention a success. 


Discuss City Yard Problems 


On Wednesday afternoon and Friday morning 
the metropolitan dealers and secretaries met, 
under the chairmanship of Arch. C. Klumph, 
Cleveland, to consider certain matters of special 
interest to city vards. Mr. Klumph made it 
clear that the efforts to be initiated were in 
the defense of lumber and lumber markets for 
all sections of the industry; markets that are 
being lost through various deplorable practices. 

The entertainment program was varied, in- 
cluding auto, shopping and sightseeing tours 
for the ladies, theatre parties and bridge teas. 
Wednesday evening the visitors were enter- 
tained by local dealers at “A Night in a Ken- 
tucky Tavern.” The convention hal! was trans- 
formed into an old-time tavern where the old- 
time pleasures suitably denatured, were much 
to the front. Thursday evening the usual bril- 
liant bancuet was held, at which Former Gov- 
ernor William Morrow, of Kentucky, made a 
memorable address. Friday evening the men 
made a tour through the Louisville Architects 
and Builders Exhibit, a remarkable display de- 
signed to aid the home builder in settling the 
details of his house. Saturday was given to af 
all-day sightseeing trip, including the “Old Ken- 
tucky Home” at Bardstown, the world-famous 
art gallery in the St. Joseph Cathedral in the 
same town, the Lincoln Birthplace at Hodgen- 
ville and other places. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the two weeks 
ended Oct. 29, 1932, total 1,259,815 cars, a 
follows: Forest products, 37,429 cars (a de 
crease of 448 cars below the amount for the 
two weeks ended Oct. 15); grain, 64,835 cars; 
coal, 269,674 cars; coke, 9,366 cars; ore, 12,302 
cars; livestock, 47,304 cars; merchandise, 356,- 
406 cars, and miscellaneous, 462,399 cars. The 
total loadings for the two weeks ended Oct. 29 
show a decrease of 16,399 cars below the 
amount for the two weeks ended Oct. 15. 
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AMERICAN LUMBERMAN 


Californians Seek Profit Stabilization 


Closer Co-operation With Mills and Wholesalers Favored 
—Against Proposed Trust Deed and New Lien Laws— 
Seek Light on Federal Bankruptcy Law Revision 


Los ANGELES, CaLir., Nov. 5.—The retail 
lumber dealer who expects to conduct his busi- 
ness profitably, faces the necessity of co-operat- 
ing with organizations in his field, for stabil- 
ization of the industry—sums up the central 
theme of the 3-day annual convention of the 
California Retail Lumbermen’s Association, 
held at the Hotel Alexandria, Nov. 3, 4 and 5. 
There was a good attendance at the opening 
business session on Thursday afternoon, the 
morning having been given over to registra- 
tion and informal discussions. 


For Industry's Good, Dealer Must Profit 


One of the outstanding features of the first 
day was the talk given by Fred Holmes, Eu- 
reka, Calif., director and former president of 
the California Redwood Association, regarding 
the work of the California Redwood Associa- 
tion committee for the retailer, in doing away 
with odd patterns and sizes, and standardizing 
grades. The main idea, he explained, is to fur- 
ther the use of redwood by inducing co-opera- 
tion between manufacturer and retailer. It is 
hoped to adjust resale prices, and establish a 
discount scale so that wholesalers, jobbers and 
retailers can have one base. “No plan can be 
satisfactory,” Mr. Holmes stated, “unless the 
retailer can make a profit on his resale.” The 
plan was new to most of the lumbermen pres- 
ent, so few opinions were expressed. It was 
agreed, by the speaker and members on the 
floor, that it would be difficult to put it into 
effect in any community not well organized. 
For that reason, the redwood people are heartily 
in favor of better organization among retailers, 
because in the northern part of the State, where 
they are well organized, the plan is already 
being put into operation. 


Lumber Should Be Pushed First 


C. H. Griffen, jr., San Francisco, manager 
California Redwood Association, stressed the 
fact that the selling of lumber still remains the 
bread and butter for the dealer. “I am speak- 
ing as a dealer now, because I’m still a dealer 
at heart, and financially interested in retailing. I 
am convinced that lumber forms the greatest 
part of our business, and furnishes most of 
our profit. For that reason we should give 
more attention to it. When the retail lumber 
dealer dissipates his energy by trying to han- 
dle too many lines, and fills his display rooms 
with everything except the most substantial 
article—which he leaves out in the back yard— 
he can not expect to be successful.” Mr. Grif- 
ten believes the dealer simply accepted new ma- 
terials as they came up, and undertook to han- 
dle whatever seemed to yield a profit. Instead, 
new ways should be developed to merchandise 
the basic product. The speaker was quick to 
add that he by no means advocated that the 
dealer dispense with the handling of other 
products. The lumber dealer often lost side- 
line sales because of outside competition, 
whereas he alone handled lumber. Lumbermen 
could have tremendous influence with archi- 
tects, by making an effort to have specifications 
call for lumber. 

One dealer presented figures from his own 
business to show that, as the volume of his 
lumber sales decreased, his volume of profit de- 
creased, thus proving a relation between the 
two, and that a dealer could not depend upon 
4S supplementary lines. In connection with 
this, the action of the redwood industry, in 


striving to co-operate with the dealer, was highly 
recommended. 

“Can we ignore the current development in 
the merchandising of fabricated steel houses?” 
was the next question presented for considera- 
tion, and Kenneth Smith, general sales man- 
ager E. K. Wood Lumber Co., Los Angeles, an- 
swered by an unqualified “No.” Mr. Smith 
said “It will be necessary for the dealer to 
learn to sell lumber all over again in order 
to sell it in competition with other building 
materials.” 


User Wants Quality—Sell It 


The proper handling of building specialties 
was discussed by Ralph Pryne, of Pryne & Co. 
(Inc.), manufacturers of builders’ specialties, 
San Francisco and Los Angeles. He showed 
that large stocks or investments are not neces- 
sary, where local agencies are ready to fill an 
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order on short notice. His main theme was 
quality versus price, showing that the retailer 
too frequently accepts the unfounded belief that 
the customer always wants something cheaper. 
“Stop talking price, and be honest regarding 
quality,” he exclaimed. “If a dealer wants to 
sell cheap and inferior goods, he has no right 
to expect profits.” 

A general discussion took place on the prog- 
ress made by the roofing committee in the 
northern part of the State. Mail-order houses 
and applicator dealers, as well as hatchet roof- 
ers constituted a big problem for retail lumber- 
men. It was agreed that group action is neces- 
sary before the roofing manufacturers can be 
asked for closer co-operation. Progress along 
this line is reported. 

President Harry A. Lake concluded the first 
day’s program with a pithy resume of the as- 
sociation’s accomplishments. Although — the 
membership had fallen 16 percent, many have 
dropped out reluctantly, and are ready to come 
back just as soon as business picks up. 

Mr. Lake stressed the necessity of going out 
and really selling lumber. He told the assem- 
bly to stress redwood and cedar for homes in- 
stead of pushing substitutes in which there was 
small profit. He commended the redwood or- 
ganization on trying to set up a uniform price 


list. He praised the functioning of the Cali- 
fornia Lumber Council, and urged that the 
various groups co-operate and bring in those 
who are still on the outside. 

There was no formal dinner or program for 
Thursday evening, so various groups made up 
dinner parties. 


Discusses Wholesaler-Retailer Relations 


Friday morning’s session opened at 9:30 
o'clock. Frank O’Connor, manager California 


Wholesale Lumber Association, explained its 
purpose, and expressed willingness to co-op- 
erate with retail organizations. The Los An- 
geles wholesale group, which recently joined 
this association, with headquarters at San Fran- 
cisco and a local office, has been augmented by 
recent new memberships. 


Stabilization and Fair Profits Emphasized 


E. F. Watkins, purchasing agent Southern 
California Edison Co., reminded the conven- 
tion that the lumber dealer, if he expects to 
remain in the running, must so conduct his 
business that he is able to realize a fair mar- 
gin of profit. He scored the methods of the 
man who presumes to conduct his business 
irrespective of others in his field. C. C. Hir-, 
chairman stabilization committee Los Angeles 
Chamber of Commerce, said that unless the re- 
tailers can organize, no outside influence can 
do anything to help them. The local chamber 
has been trying to show the way to avoid dis- 
astrous price-cutting. Mr. Hine pointed out 
that stabilization benefits the public, employees 
and employer. 

Col. W. B. Greeley, manager West Coast 
Lumbermen’s Association, who was scheduled 
to speak, was unable to attend. 


Against Proposed Trust Deed, Lien Laws 


Friday afternoon, Senator Harry Chamber- 
lin, and Leslie Kranz, president of the Los 
Angeles Lawyers’ Club, presented arguments 
against and in favor of the trust deed law of 
California. This is a much-discussed initia- 
tive proposition appearing on the ballot to be 
voted on Noy. 8 It was explained that it 
gives the property owner, and all persons in- 
terested, twelve months equity of redemption, 
and prevents declaring an entire loan due 
because one installment has not been repaid. 
Mr. Kranz explained that thousands of build- 
ing trades laborers have lost heavily by hav- 
ing their mechanics’ liens wiped out by trust 
deed foreclosures without right of redemption. 
Mr. Chamberlin denied that it will benefit 
building industries, but will rather delay a re- 
vival of construction. After a lively debate, 
the convention brought the matter to a vote, 
which put the association on record as opposed. 
By a vote, it also went on record as opposing 
the proposed new uniform mechanic lien law. 
It was explained that the present law, which 
has been operative since 1911 with every por- 
tion interpreted, meets the needs of lumber- 
men better. 


Preparing Way for Home Loan Bank 


The, purpose of the Home Loan Discount 
Bank was next described by C. H. Wade, 
chairman for California, and many questions 
were asked about it. One outstanding difficulty 
presents itself in California, he said. The real 
object of the institution is to make money 
available to building and loan associations, sav- 
ings banks and insurance companies, but a 
State law prevents building and loan associ- 
ations from owning stock in any banking or- 
ganization, and also requires that they retain 
4 percent cash reserve. So no building and 
loan institution may borrow from the Home 
Loan Bank for loaning on building construc- 
tion until the legislature amends or repeals the 
present statute. An emergency measure is now 
heing prepared. Mr. Wade said the Home Loan 
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Bank can not make construction loans direct 
to builders. 

J. B. Cremer, of Lumber Research (Inc.), 
gave the final address of the session Friday. 
He had just come from the National Retail 
convention at Louisville, Ky., and had traveled 
extensively recently. “Extraordinary efforts on 
the part of the lumber dealer,” he said, “meet 
with no great response except where goods are 
being displayed and aggressively merchandized.” 


The New Board of Directors 


The following directors were elected: 


Sonoma Valley district—Meade Clark, 
wood Empire Lumber Co., Santa Rosa. 


ted- 


Pomona Valley district—Charles P. Curran, 


Curran Bros., Pomona. 

Santa Clara Valley district—Al. Hubbard, 
Hubbard & Carmichael Bros., San Jose. 

San Joaquin Valley district—Ray Clotfel- 
ter, W. R. Spaulding Lumber Co., Visalia. 

Pasadena - Alhambra district — Ear! John- 


son, Johnson Lumber Co., Pasadena. 
Long Beach district—A. E. Fickling, Long 
Beach. 


Orange 
Lumber Co., 
Imperial 
ber Co., El Centro. 
Northern counties 
T. Robie, Auburn 


County—H. A. Lake, Garden Grove 
Garden Grove. 

Valley—C. E. Sones, Sones Lum- 
Sacramento Valley—E. 
Lumber Co., Auburn. 


Officers Are Elected 


The resolutions committee report was obliged 
to go over to Saturday morning, as well as the 


election of officers. The following were de- 
clared elected: 

President—Harry A. Lake, Garden Grove. 
Vice President, northern district—E. T. 
Robie, Auburn. 

Vice President, southern district — Earl 


Johnson, Pasadena. 
Treasurer — Ross 
Lumber Co., North 


Blanchard, Blanchard 


Hollywood 


Carolina 


CuHaArvotte, N. C., Nov. 7.—Problems of the 
day get speedy attention and collective thinking 
when lumber dealers get together in informal 
district meetings, where nobody makes any 
“speeches” but everybody talks it over, it was 
well demonstrated at the meeting of the second 
district group of the Carolina Retail Lumber & 
Suilding Material Dealers’ Association, which 
was held at High Point, N. C., Oct. 27. H. M. 
Armentrout, of High Point, president of the 
association, presided, and in such a way that 
a wide variety of important subjects was dis- 
cussed. The men agreed to meet again at the 
same place Nov. 22, to “swap” credit and other 
information of a confidential nature, and every 
dealer who submits to Secretary Victor W. 
Wheeler, of Charlotte, a full complement of the 
information desired will be furnished the com- 
plete tabulation of results. It will be operated 
similar to the recent all-association report on 
millwork wage scales, in which it was devel- 
oped that the wages of millwork manufacturers’ 
employees, in all classifications, on July 1, 1932, 
had been reduced by an average of 27.73 per- 
cent from the 1930 figures. 

Wage scales came up for discussion at the 
district meeting, and A. S. Parker, of High 
Point, vice president of the Snow Lumber Co., 
declared that dealers make a mistake by reduc- 
ing the wage scale and cutting it to the bone, 
for this in turn reduces the buying power of 
an ever-widening circle. “That,” he said, “is 
the trouble with the country today.’ Most of 
the other lumbermen, though, maintained that 
if the wage scale were too high the dealer would 
starve, the shop would have to close, and in the 
end the buying power of the employees would 
not only be reduced but eliminated entirely, and 
Mr. Parker finally admitted this. 

Among the other topics discussed, Secretary 
Wheeler, reports, were: Piece-work operation 
in millwork—several dealers who tried this said 
they found that quality suffered, but one large 
millwork manufacturer, after two years, is still 
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Director at large—Frank Duttle, Sterling 


Lumber Co., Oakland. 
Secretary-manager—D. C. Essley, Whittier. 


Resolutions of the Convention 


One resolution was that a rising vote ex- 
press the association's approval and appreci- 
ation of the administration of President Lake; 
thanks were expressed to Vice Presidents Robie 
and Johnson for their untiring efforts, to Sec- 
retary Essley for his efficient service, and to the 
standing committees. Approval was expressed 
of the co-operation of the California Wholesale 
Lumber Association, whose president, Frank 
O'Connor, attended group retail meetings; and 
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Retailers Compare Costs 


operating successfully on this plan and he 
says, “it has been our only salvation”; Credits 
—dealers print terms of sale on invoices and 
sales tickets, and then ask customers “when 
they expect to pay,” which led W. T. Riggs, 
of Mebane, N. C., to the conclusion that “We 
have the poorest system of doing business of 
any major industry.” 

) Lyon, credit manager of the Snow 
Lumber Co., High Point, and chairman of the 
legislation committee for North Carolina, called 
attention to the fact that, under State law, if 
the lumberman takes a mortgage, the customer, 
under the homestead law, can claim exemptions 
of $1,000 on real estate and $500 personalty, 
but if the dealer takes a deed of trust, the cus- 
tomer thereby automatically waives any home- 
stead rights. Moral: Take a deed of trust. 

The present trend is away from the lumber- 
man’s “up-town” store, because the dealers feel 
that volume does not warrant such expense. A 
representative of a prominent paint manufac- 
turer said his firm believes in manufacturer- 
dealer advertising in daily newspapers, more 
than in a general appeal to the consumer by 
national advertising. Claudius Dockery, of 
Greensboro, opined that the consumer is not 
educated to do his own shopping for paints 
and building materials. Later, concerning busi- 
ness conditions, he said, “We have had a tre- 
mendous demand for installment selling lately.” 
Business generally, which showed marked im- 
provement for sixty days, slumped in the last 
two weeks, but prospects now are fair. Build- 
ing and lean associations have been making few 
loans this year, but prospects are much more 
favorable now, the lumbermen were told by 
J. F. Stevens, secretary of the Greensboro 
Building & Loan Association. 

To cultivate the home-building market in this 
territory to the fullest extent, and at the same 
time help nearby mills, the State association is 
conducting negotiations with the Southern Pine 
Association, whereby member mills may be per- 
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for the friendly co-operation also of the Califor. 
nia Redwood Association with the retailer 
lumber relations committee. The organization of 
the California Lumbermen’s Council was Fecog. 
nized as a progressive step. The Western Jp. 
stitute of Trade Secretaries was thanked fo 
untiring efforts in working out mutual prob. 
lems. Other resolutions expressed appreciation 
for their co-operation in making the conventio, 
a success, to Paul Holingsby, C. W. Pip. 
kerton and Earl Johnson for untiring work op 
the program committee; to Kenneth Smith fo 
conducting the noon frolic luncheon, to the 
speakers, to four cement companies for finan. 
cial assistance, to the Los Angeles Chamber 
of Commerce for badges and assistance in reg. 
istration, to lumber papers for publicity, and 
to the hotel. The memory of A. C. Bowers 
deceased, of Anaheim, was honored in a rego. 
lution. The legislative committee was instructed 
to survey the movement for a revision of the 
Federal bankruptcy law and to recommend ae. 
tion. 

The directors held their closing meeting Sat. 
urday morning and wound up the three days 
convention. ; 


Exhibits Numerous; Ladies Visit Studios 


Numerous exhibits, placed on the mezzanine 
of the hotel, and open to the public, were ; 
convention feature. Attendants answered ques- 
tions on building. 

Entertainment for the ladies consisted of 
luncheon and a trip through the movie studios 
on Thursday, and a luncheon and bridge on Fri- 
day. Friday evening the dinner-dance in the 
Alexandria ballroom climaxed the festivities, 
On Friday noon, a frolic luncheon for men 
only was successfully conducted by Kenneth 
Smith. On Saturday afternoon, many of the 
members attended the football classic betwee 
the University of Southern California and Cali- 
fornia in the Olympic Staudium. 








suaded to put in a common fund a few cents 
for each thousand feet sold in the Carolinas 
this fund, administered by a joint committee oi 
the two associations, will be used to advertise 
to the public the advantages of using native 
southern yellow pine. The plan was first pro- 
posed at the retail association convention at 
Myrtle Beach last July, in joint session with 
the Southern Pine Association. 








Coast Association Receives 
New Support 


(Special telegram to Amertcan LumMBERMAN] 

Tacoma, WasH., Nov. 10.—Secretary W. 8 
Greeley reported to a stockholders’ meeting here 
today that, since May 31, eighty-eight nev 
members have signed contracts with the Wet ®t 
Coast Lumbermen’s Association. This accession 
gives the association a membership representing 
84'4 percent of the productive capacity of mil 
of the Douglas fir region of Washington an 
Oregon. It insures continuation of active wot! 
by the West Coast Lumbermen’s Association 
Present board of trustees and officers will cot 
tinue to direct activities until the regular annul 
meeting in January. i 

Most of the discussion during the morning 
session centered around efforts to obtain reduc 
tions in railroad freight rates, and the develop 
ments of competitive movements of lumber Wf 
water through the Panama Canal and back-hat & 
by truck and by barges, and particularly the oP § 
portunity to move lumber to Chicago and middt 
West points from the West Coast through tht 
Panama Canal, and up the Mississippi River 
barge. d 

The condition of the West Coast lumber '% 
dustry was set forth in a letter embodying * 
report of a committee of lumber manufacturers 
showing that any increase in production 1s 0 
justified by demand. 
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PIONEER LUMBERING 


MILLING AND DRYING 


[NO. 72 OF A SERIES] 














Most of the early-day Eastern Sawmills were located on navigable rivers, on bays, or on the arms of some *.. 
large lake where water transportation was available. <9 


During the early-day production period in the Great Lakes region, when sawmills were equipped with 
circular and gang saws, it was the general practice to slab a log on two sides and send it to the gang saw . 
to be converted into lumber. 


As time went on, the demand increased to a point where both timber and lumber values were much 
more appreciated, and less wasteful methods of manufacture were adopted. To a great extent circular saws 
went out of use and band saws, which had a much thinner saw kerf, were introduced. 

In tracts where timber was small and the product of the logs was largely common lumber, some of the ° 
mills continued to use gang saws. Because of the increased production the gangs made possible, this method 
of cutting enabled them to produce stock width boards for yard trade at lower cost. Where the timber was 
large and yielded a bigger percentage of the higher grades, careful operators sawed their logs into random 
widths and desirable thicknesses with band saws so as to insure their realizing maximum values. 


Most of the sawmills of that day were located either on navigable rivers, on bays, or on the arms of 
some of the larger lakes where water transportation was available. The lumber cut by them was piled out 
over the water where ships could dock and load as soon as the lumber was sufficiently dry, the vessels trans- 
porting it to Tonawanda, Buffalo, Chicago and other large 
lake ports where it was sorted, put into piles and distributed 





i, 

— to the various markets which had need for it. 

Ys = = The manufacturing and drying practices adopted by West- 
Go: ern lumber manufacturers differ in many respects from those 










































of the old Northern White Pine operators, as California Pine 
grows to such a large size that much heavier sawmill equip- 
ment is necessary, and the very large percentage of upper 
grades produced by the logs necessitates the use of band mills 
in order to obtain the greater values. 


For the most part, California mills are located in moun- 
tainous regions and such favorable drying conditions as ex- 
isted along water fronts in the East are not natural to them. 
Their appreciation of this fact prompted them to build their 
pile foundations fairly high off the ground and to so locate 
their alley-ways as to take full advantage of the air currents 
existing in their sections. 


The size and quality of the Madera Sugar Pine Company's 
timber enable its sawyers, who have the most modern sawmill 
machinery with which to work, to handle their logs similar to 
the manner in which a butcher handles his beef; that is, they 
secure all the choice cuts possible by turning the logs in such 
a way as to produce the maximum footage of the size, grade, 
and quality demanded by their markets. 








Madera Sugar Pine Company's lumber drying methods are —— be 
nature’s own, full advantage being taken of the wide-open California Sugar Pine grows to such a large P 
spaces, the splendid atmospheric conditions, and the excellent size that very heavy sawmill equipment is 
drying temperatures which prevail. necessary to handle it. 


MADERA SUGAR PINE CO., MADERA, CALIF. 


{PIONEER CALIFORNIA PINE PRODUCERS} 
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Send Us a 
Memorandum 


of your needs in hardwood 
lumber and let us tell you 
what we can do for you. 


Our mills have over many 
years maintained a reputa- 
| tion for quality and service 
in supplying the needs of 
manufacturers of furniture, 
automobiles, 
implements, 
sporting goods, musical in- 
struments, wooden goods, 
caskets—also hardwood 
yards, millwork factories, re- 
tailers and buyers of interior 
trim. 


novelties, 


if wagons, farm 


MOORE-KEPPEL & CO. 


ELLAMORE, W. VA. 


Ample Stocks 
Quick Shipments 





CHERRY RIVER BOOM 


& LUMBER CO. 
Penna. Bldg., PHILADELPHIA, PA. 


Hardwoods, Hemlock, Spruce, 
Oak and Maple Flooring 
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What the Associations Are 


Planning and Doing 


Nov. 17-19—Central 


Brown Hotel, 


States Forestry Congress, 
Louisville, Ky. Annual. 


Nov. 18—Central Missouri Association of Lumber 
Dealers, Hotel Bothwell, Sedalia, Mo. 
Nov. 18—Northern Wholesale Hardwood Lumber 


Association, Hamiltion Club, Chicago. 


Dec. 3.—Massachusetts Retail Lumber Dealers’ As- 
sociation, Boston, Mass. Annual. 
Dec 7 — Northwestern Hardwood Lumbermen’s 
Association, Minneapolis, Minn. Annual. 
Dec. 12-16—Society of American Foresters, San 


Francisco, Calif. Annual. 
Jan, 12-14—Mountain States Lumber Dealers’ Asso- 


ciation, Cosmopolitan Hotel, Denver, Colo. 
Annual. 

Jan. 17-19—Northwestern Lumbermen’s Associa- 
tion, Auditorium, Minneapolis, Minn. Annual. 

Jan. 18-19—Retail Lumber Dealers’ Association of 
Indiana, Claypool Hotel, Indianapolis, Ind 
Annual. 

Jan 18-20—Pennsylvania Lumbermen’s. Associa- 
tion, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual. 


Jan. 23-24—West Virginia Lumber & Builders’ Sup- 

ply Dealers’ Association, Daniel Boone Hotel, 

Charleston, W. Va. Annual. 

24-26—Northeastern Retail Lumbermen’s As- 

sociation, Hotel Pennsylvania, New York City. 

Annual. 

25-26—Tennessee Lumber, Millwork 

Dealers’ Association, Noel Hotel, 

Tenn. Annual, 

Jan. 25-27—Southwestern Lumbermen’s Association, 
Ararat Temple, Kansas City, Mo. Annual. 

Jan. 31 and Feb. 1, 1933—Canadian Lumbermen’s 
Association, Mount Royal Hotel, Montreal, 
Canada. Annual. 


1-3—Michigan Retail Lumber Dealers’ 
ciation, Pantlind Hotel, Grand Rapids, 
Annual. 

7-9—Iowa Lumber & Material Dealers’ Asso- 
ciation, Shrine Temple, Des Moines, Iowa. 
Annual, 

7-9—Illinois Lumber & Material Dealers’ Asso- 
ciation, Stevens Hotel, Chicago. Annual. 
8-10—-Western Pennsylvania Builders’ Supply 
Dealers’ Association, Webster Hall, Pittsburgh, 
Pa. Annual. 

9-10—Carolina Retail Lumber & Building Ma- 
terial Dealers’ Association, Sheraton Hotel, 
High Point, N. C. Annual. 


Jan. 


Jan. & Supply 


Nashville, 


Feb. Asso- 


Mich. 
Feb. 





Feb. 





Northern Wholesalers to Meet 


The fall quarterly meeting of the Northern 
Wholesale Hardwood Lumber Association will 
be held on Friday, Nov. 18, at the Hamilton 
Club in Chicago. President G. A. Vangsness 
and other Chicago members are planning a par- 
ticularly interesting feature for this meeting, 
and it is hoped there will be a large attendance 
present. The meeting will begin at 10 a.m. A 
cordial invitation is extended to all lumbermen, 
whether members of the organization or not. 





Cypress Producers to Meet 


JACKSONVILLE, FLA., Nov. 7—The  semi- 
annual meeting of the Southern Cypress Manu- 
facturers’ Association will be held at the Hotel 
Mayflower, in this city, on Wednesday, Nov. 
16, beginning at 10 a. m., with committee meet- 
ings scheduled for Tuesday, Nov. 15. Secre- 
tary True announces that an interesting pro- 
gram has been arranged and full attendance is 
expected. Among the speakers will be A. J. 
Hager, former president of the National Re- 
tail Lumber Dealers’ Association, and a repre- 
sentative of the Federal Home Loan Bank of 
Winston-Salem, N. C. 





Will Present a Forestry Symposium 


SAN Francisco, CAtir., Nov. 5.—Announce- 
ment is made that the program for the thirty- 
second annual meeting of the Society of Amer- 
ican Foresters to be held in this city, beginning 
Dec. 14, is to be a symposium on the present 
day forestry situation and its needs. Among 
the leading speakers will be Henry S. Graves, 
William B. Greeley and R. Y. Stuart, chief 
forester of the United States Government serv- 
ice. These will be supported by others of recog- 
nized authority in their respective fields. In 
addition to the set addresses, there will be 
thorough discussions by leading exponents of 
all viewpoints. The purpose, as announced by 


President C. M. Granger, is “to develop, jn 
the light of present day knowledge, a constrye. 
tive reappraisal of the status of forestry jn qj 
its branches, to reinspire the profession to the 
possibilities that lie before it and to effect a fo,. 
ward looking plan of action to guide the society 
in fulfilling its responsibilities, both to the pro. 
fession and to the forestry movement.” 








St. Louis, Mo., Nov. 7.—An interesting and 
informative lecture was given before a large 
group of lumbermen here by Ben Ellis, of the 
Southern Cypress Manufacturers’ Association, 
who described the association’s analyses of 
cypress trees for the purpose of determining 
their durability and resistance to harmful fungi, 
He illustrated, with a variety of historic and 
colorful examples, the remarkable resistance to 
decay of hard cypress, which contains cyprosene 
oil. The talk, which covered a discussion of 
the yellow, white and red varieties of cypress, 
was supplemented by a motion picture depicting 
the manufacture of cypress, from felling and 
logging, through the mills to the piled, finished 
product, ready for use. Mr. Ellis then answered 
questions from the audience. The meeting was 
sponsored by Wiles-Chipman Lumber Co. 





Portland Wholesalers Organize 


PorTLAND, OrE., Nov. 5.—To meet the urgent 
need for a wholesalers’ organization able to co- 
operate with manufacturers’ association in con- 
sideration of mutual problems now confronting 
the industry, the Portland Wholesale Lumber 
Association has been organized here. Organi- 
zation was completed at a luncheon meeeting, 
after several preliminary meetings, and im- 
promptu meetings between wholesalers and mar- 
ufacturers. Officers are: E. T. Sturgeon, Mor- 
rill & Sturgeon Lumber Co., president; Harry 
P. Edward, Columbia Harbor Lumber Co., vice 
president; and W. G. Dalin, Lewis & Dalin 
(Inc.), secretary-treasurer. The following at- 
ditional concerns were represented : 

Aldrich-Cooper Lumber Co., H. J. Andersor 
Lumber Co., Wm. H. Anderson Lumber Co 
Dant & Russell, Denman Timber Co., Gris- 
wold Lumber Co., Edward Hines Pacific Coast 





Lumber Co., Klickitat Fir Lumber Co., Me- 
Donald & Harrington, McLean Lumber Co. § 
Nordby Lumber & Box Co., Patrick Lumber 
Co., Pacific Woods Co., F. W. Pettibone Lun- 
ber Co., Prendergast Co., J. V. G. Posey & 
Co., Skookum Logging Co. (Inc.), Elmer ! 
Stoddard, Sullivan Lumber Co., Herbert A 
Templeton Lumber Co., Union Lumber Sales 


Corporation, and E. K. Wood Lumber Co. 





Dealers Hold Intercounty Meetings) 


CHAMPAIGN, ILL., Nov. 7.—An_ intercount 
meeting of retail lumber and building matt 
rial dealers, held here on Oct. 28, was attendet 
by more than a score of dealers representing 
a number of counties in this district. After @g 
luncheon and an hour of sociability, the busines 
session was called to order by George W. Par 
ker, of Bloomington, a director of the Illinos§ 
Lumber & Material Dealers’ Association. W. © 
Joyce, field service director of the State asso 
ciation, was the principal speaker, giving # 
illustrated talk on the cost of doing busines 
and the importance of a proper cost accounting 
system. Mr. Joyce used charts showing t&§™ 
actual experience of an Illinois yard, which "% 
1931 failed to make a profit. He demonstrate? 
why this was the case and advised the dealers 
to install a system that will give them a tri 
and accurate report not only of volume but 
profit or loss for each department at the ent 
of every month. 7 

J. F. Bryan, managing director of the >tatt 
association, made a short inspirational talk. 
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after which an hour was devoted to questions 
and discussions, closing with an experience 
meeting in which every dealer was urged to 
take part, the response being very generous. 


Macoms, ILLt., Nov. 7.—Retail lumber and 
building material dealers from McDonough and 
adjoining counties were present at an inter- 
county get-together meeting, held here on Oct. 
31, About twenty were present at the noon 
luncheon and others came in later. 

E. E. Hinchliff, of Galesburg, vice president 
of the State association, who presided, intro- 
duced as the first speaker J. Ross McClure, of 
the Simpson-McClure Lumber Co., Galesburg, 
who gave a helpful and interesting talk on col- 
lections and credits. Mr. McClure has been 
siving special attention to this department in 
his business, with good success. He related 
many experiences that were both interesting and 
profitable to the dealers. Mr. McClure is well 
posted on this subject and is an interesting 
speaker. 

Following a short talk by J. F. Bryan, man- 
aging director of the State association, there 
was an hour of general discussion, questions 
and exchange of experiences. All the dealers 
entered heartily into the discussions and the 
chairman and the two speakers were kept busy 
answering questions on subjects that were com- 





ing up in the every-day experiences of the 
dealers. , = 
A Baby Contest at Lumber 
Convention 


Cuar.otre, N. C., Nov. 7.—A novel feature 
of the annual convention of the Carolina Retail 
Lumber & Building Material Dealers’ Associ- 
ation, at High Point, N. C., Feb. 9-10, will be 
a baby contest, Secretary Victor W. Wheeler 
has announced, and snapshots are now being 
welcomed. Prizes will be awarded. Something 
else that’s “different”? at this convention will be 
the unusual operation of the exhibitors’ session: 
all the members will attend, and the uses of 
each product exhibited will be explained by 
experts. 


Make Use of Such Laws 


The Carolina Retail Lumber & Building 
Material Dealers’ Association—at the instance 
of E. R. Lyon, of High Point, N. C., chairman 
of the association’s legislation committee for 
his State—is urging its members to post in their 
ofices a copy of a very useful section of the 
State laws which vitally affects lumbermen. 
It is Section 2443, Consolidated Statutes of 
N. C., Code, Page 908, 1931, and provides: 

If any contractor or architect shall fail to 
furnish to the owner an itemized statement 
of the sums due to every one of the laborers, 
mechanics, artisans employed by him, or the 
amount due for materials, before receiving 
any part of the contract price, he shall be 
guilty of a misdemeanor. If 





any contractor 
shall fail to apply the contract price paid 
him by the owner or his agent, to the pay- 


ment of hills for labor and material, he shall 
be guilty of a misdemeanor, and upon con- 
Viction thereof shall be fined or imprisoned, 
or both at the discretion of the court. 

The association bulletin, in urging the posting 
ot this section, says: “Paste it in a prominent 
place in your office. Let the contractors see 
it: The good ones will appreciate it—the worth- 
less MIGHT NOT COME BACK !” 





Conference 


_ SEATTLE, Wasu., Nov. 5.—The annual meet- 
ing of the Washington State Forestry Confer- 
ence has been set for Dec. 2 at the Seattle 
Chamber of Commerce auditorium. While much 
ot the program is still tentative, insofar as 
speakers are concerned, George C. Joy, State 
supervisor of forestry, will give a progress 
report on the yield tax law here in 1931, and 
Col. W. B. Greeley, secretary-manager of the 
West Coast Lumbermen’s Association, will 
speak on the relation of forestry to industrial 
stability. The conference will hear a talk on 
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Chicago, Ill. 
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Treated Timber with 
Lifetime Strength 
and Permanency 


The uniform high quality of our treated 
timber gives lifetime satisfaction ...and 
low yearly average cost. 


Nationwide Timber Service 


Treatments by standard processes with standard preservatives. 


OUR PRODUCTS: Railroad Cross Ties, Car Stock, 
BridgeTimbers, Piling, Posts, Poles, Structural Lumber, 
Mine Timbers, Cribbing, etc. 


CENTURY WOOD PRESERVING 


NATIONAL LUMBER & CREOSOTING CO. 
Texarkana, Ark.-Tex. 
AFFILIATES OF 


THE WOOD PRESERVING CORPORATION 
Eoppers Building, Pittsburgh, Pa. 


Eighteen Sales Offices — Twenty-One Treating Plants 


co. 
Pittsburgh, Pa. 
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taxation of standing timber, which will include 
the effect of the present system on the lumber 
industry and its relation to business, forest con- 
servation, and the future of Washington’s lum- 
ber industry. Time will be taken for a discus- 
sion of present forest taxation. Natural re- 
sources, and land use, will also be subjects. 
The meeting will last all day. A luncheon at 
the chamber is being arranged, at which Clarke 
V. Savidge, commissioner of public lands, will 
be the principal speaker. The conference will 
also hear reports from several chambers of 
commerce in the State. 








4L Supports Yield Tax 


Tacoma, WasH., Nov. 5.—Unanimous ap- 
proval of the plan for a “yield tax” on timber, 
as advocated by the United States Timber Con- 
servation Board, was voted by delegates attend- 
ing the twenty-ninth semiannual fir district con- 
ference of the Loyal Legion of Loggers & Lum- 
bermen here Oct. 27. The delegates also voted 
to join with other Pacific coast groups in de- 
signing a system of unemployment insurance for 
the western lumber industry, and endorsed the 
40-hour work week, with no reduction in the 
minimum wage scale, as a national policy for 
the lumber industry. The meeting was attended 
by delegates from Oregon and from Grays Har- 
bor, Willapa Harbor, Bellingham, Seattle and 
Tacoma, in Washington. The various districts 
elected board members who will meet in Port- 
land Novy. 21. 


_— 
Asks Government to Use Wood Trim 
Tacoma, WasH., Nov. 5.—The Tacoma 


Lumbermen’s Club intends to apply to Federal 
postoffice officials at Washington, D. C., to 
have specifications for construction of post- 
offices in this State changed so as .to provide 
for wood trim and finish, instead of metal. Roy 
Sharp, chairman of the wood promotion com- 
mittee, reported on the problem at the club’s 
meeting on Oct. 28. He said that specifications 
already issued from Washington specify alumi- 


num finish for the new postoffice buildings at 
Kelso and Longview. He questioned whether 
these specifications could be changed at this 
late date, but urged that the matter be taken 
up with Washington officials, in an effort to 
have wood trim and finish included in specifica- 
tions for several other postoffice buildings to be 
built in this State this year. 


Chester Hogue of the wood promotion de- 
partment of the West Coast Lumbermen’s 
Association, reported receipt of a ruling from 
the United States treasury department relating 
to interpretation of the application of the lum- 
ber tariff to specific items. While cedar siding 
is to be rated on surface measurement, instead 
of at one-half that basis, as desired by Cana- 
dian manufacturers, the department has held 
that 6x6-inch pieces are “timber,” as distin- 
guished from “lumber,” and are not subject to 
the tariff, he reported. A protest will be made 
against this ruling. 





Club Hears Encouraging Forecast 


CINCINNATI, OnI0, Nov. 7.—One of the larg- 
est turnouts in recent months was had at the 
November meeting of the Cincinnati Lumber- 
men’s club on Nov. 4. The meeting was ad- 
vanced four days by President Thomas C. Mat- 
thews in order not to conflict with the election 
and one of the main events was the endorse- 
ment of Harry A. Freiberg, president of the 
Freiberg Mahogany Co., as a candidate for 
county treasurer on the Citizens Charter ticket. 

An interesting feature was the statement made 
by Hilary H. Evers, chairman of the Greater 
Cincinnati Bureau for Home Modernizing and 
Repair on the benefits which will come to the 
lumber industry through the opening of the 
Cincinnati Home Loan Bank. He said that 
fully $3,000,000 ought to be available for home 
modernizing loans in the next six months and 
that he had hopes of creating enough business 
to keep the retail yards busy and furnish em- 
ployment to every idle artisan in Greater Cin- 
cinnati. 








THREE THINGS 
YOU WANT TO 
REMEMBER ABOUT 
CEDAR 


Cedar as used for closet lin- 
ing must have certain char- 
acteristics to be 100% 
adaptable. 


1. RED HEARTWOOD 


Good cedar closet lining must have a 
high percentage of red heartwood. 
*Brown's Supercedar is guaranteed 
to be 90% or more red heartwood. 


2. OIL CONTENT 


The oil content of good cedar must 
be high so as to insure complete 
moth repelling qualities. 

*Brown’s Supercedar is guaranteed 
for 100% moth repelling oil content. 


3. BEAUTY 


The grain of cedar wood must be 
attractive to insure interior beauty. 
*Installed Supercedar lined closeis 
are widely known for their decorative 
beauty. 


WRITE FOR DETAILS. 


GEO. C. BROWN CO. 
Memphis, Tenn. 


Largest Manufacturers of Aromatic 
Red Cedar Lumber in the world. 




















An ounce of maintenance is worth 
a pound of replacement 


BLAC 


America’ Chorce 
for Root Protec tion 
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PROTECTIVE 
COATING 


THE BLACK GOLD COMPANY 
Kansas City, Mo. 
Sold Through Distributors 











INSURANCE 


With That Mutual 
AssoctATED 
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LUMBER Specialized Protection for 


MUTUALS the Lumber Industry, with 


a Cost-Reducing Dividend 
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Timber Cruises and Valuations 
JAMES W.SEWALL PHILLIPS & BENNER 


Ruttan Block, 
Port Arthur, Ontario 


Old Town, 
Maine 
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Delivered Prices on Lumber at Retail 


Wasurincton, D. C., Nov. 7.—The Department of Commerce has secured through the bureay 
of the census the following prices per thousand for lumber items and per hundred square feet 
for shingles, as the average paid Oct. 1, by contractors for material delivered on the job, these 


being selected from the complete list: 


No. 1 Dimension, 
SIS1E, 2x4—16 


Southern Doug 

pine fir 

New Haven, Conn........-e+ee- a $37.00 
New Bedford, Mass............- oe 38.00 
Poughkeepsie, N. Y..-ccccccece ‘are 35.00 
DP, 2 Bisedersepeesvesa _ 35.00 
Ce Cn cick ane ae kee $36.00 i‘ 
Sl eer 40.00 37.50 
OSS eee 33.50 37.50 
PE: Misses nese vetanke 36.00 40.00 
Ce Mi iccneeeee eine ae 35.00 35.00 
CE, RIED. wesc cesccceases 36.00 36.00 
EC cn ent heme aaa ee 31.00 35.00 
eR MO pn ck ie ng oe e008 68 we 37.00 41.00 
ee Te, Dvcccececcvesen 35.00 35.00 
Des Moines, Iowa..........-e-% 42.00 ae 
PEUWUMOR, Wi8s cccccccsccccee 24.00 24.00 
Cee BP ccssceves sews 36.00 36.00 
i. Se Se ea secesing.oees wae 47.00 
Grand Fores, M. D..cccccccces wana 47.00 
ee Pe, BO, cc ccneneseoes 33.00 woes 
San Francisco, Calif........... ina 17.00 
Los Angeles, Calif....ccccccece a a0 18.50 


Flooring, 1x4” 


Common 10 to 16 Shingles, Extra 
Boards Southern Douglas Clear, 16”, 5/2 
las 1x6” pine fir Red Cy- 
No. 1 “C”’ e.g. No.2v.g. Cedar press 
$28.00 a cal a $5.50 ‘ity 
29.00 $82.00 $58.00 4.75 . 
23.00 TERT Dieta mae 
31.00 75.00 65.00 4.25 
34.00 85.00 aici 5.25 7 
32.50 70.00 65.00 6.40 ile 
32.50 70.00 70.00 6.50 $7.50 
33.00 75.00 75.00 6.50 750 
oes 75.00 65.00 4.50 4.50 
a 70.00 65.00 5.00 Bea 
42.00 67.00 55.00 4.25 cual 
35.00 ieged sac 5.25 as 
50.00 60.00 60.00 5.00 5.00 
45.00 ite 60.00 ae PP 
24.00 ie se'wil 4.50 
47.50 65.00 65.00 4.20 
45.00 Sei 75.00 4.00 
45.00 75.00 4.00 
38.00 oe 4.25 
17.00 40.00 4.50 
18.50 39.00 2.75 





Western Pine Summary 


[Special telegram to American LuMBERMAN] 
PorTLAND, ORE., Nov. 9—The Western Pine 
Association reports as follows on operations of 
Inland Empire and California mills during the 
two weeks ended Nov. 9: 
Average number of mills reporting, 110%: 
Total production for two weeks... 52,410,000 


NS ais hae 0s saa wh leds Beck a wad oh 66,393,000 
rr ree eee 60,347,000 


Report of average of 100 mills: 
Average weekly capacity......... 
Weekly average for 3 


III <adtan kf as hk didn Suda Soe anton ps cine ac 63,828,500 
Actual production, weekly average 25,532,500 
Report of average 110% mills: 

Average weekly production........ 61,230,500 


Unfilled orders—Nov. 9 (108 mills) 105,516,000 
Weekly average of identical mills, average 

number 100: 
7-—Two Weeks Ended——, 


Nov. 5, 1932 Nov. 7, 1931 
Production .......... 25,522,500 30,749,500 
Shipments .......... 31,968,000 38,571,500 
Orders received ..... 28,932,000 37,363,000 


Identical mills: 


Production, weekly average for 3 
previous years (average num- 
ber of mills, 110%4)............ 61,230,500 
On Nov. 5, On Nov. 7, 
1932 1931 
Unfilled orders (108 
ee 105,516,000 136,474,000 





Contests Shipment of Yellow 
Pine 

CINCINNATI, Nov. 7.—A controversy which 
has attracted the attention of lumbermen in all 
parts of the country, arose over a shipment of 
yellow pine made to the city of Cincinnati for 
use in making benches for the Recreation Com- 
mission. The shipment of 900 pieces was claimed 
to be long leaf yellow pine and was shipped as 
such. The Alabama concern which made the 
shipment furnished an affidavit sworn to by a 
shipping clerk certifying that the lumber was 
long leaf yellow pine. Representatives of the 
lumber trade claim that it is short leaf. 

Support for this stand was given today when 
the reports of three specialists were received 
by Ross C. Kuhlman, secretary-manager of the 
Cincinnati Lumber & Millwork Association 
(Inc.), who was foremost in filing protests with 
the Cincinnati officials. After receiving the re- 
ports Secretary Kuhlman said that the lumber 
trade would brook no compromise offer from 
the city but would demand that the shipment 
in its entirety be rejected. He said that if the 
city authorities did not do this he intended to 
file suit to enjoin the city from accepting the 
lumber, alleging that it was not up to specifi- 
cations and that the city had no right to re- 
ceive it. 

The reports filed today came from Arthur V. 
Koehler, Chief of the Bureau of Technology, 


Department of Silviculture, U. S. Forest 
Products Laboratory, Madison, Wis. Mr. Koeh- 
ler took 310 pieces of the contested shipment 
to Madison for laboratory tests. His report 
showed that 287 of these pieces proved “defi- 
nitely not to be long leaf yellow pine.” The 
23 other pieces he said were questionable. The 
report of J. M. Travis, inspector of the South- 
ern Pine Association, New Orleans, classed the 
entire shipment of 900 pieces as short leaf 
pine. J. D. Cahal, inspector at St. Louis for 
Long Leaf Pine (Inc.), held the same view as 
Inspector Travis and condemned the entire ship- 
ment. 

The contract for supplying the pine lumber 
was made through a local lumber concern and 
involved upwards of $1,000. When the com- 
plaint was first made by Manager Kuhlman, 
City Manager C. A. Dykstra ordered an in- 
spection of the lumber, which was made Nov. 2. 
It was at this inspection that Mr. Koehler made 
a microscopic test of the lumber and the agree- 
ment was made that he should take the 310 
pieces as a fair sample of the entire shipment 
to decide whether it was long leaf or short leat 
pine. Among those present at the inspection 
were L. P. Lewin, president A. M. Lewin Lum- 
her Co.: W. G. Layer, president Cincinnati 
Lumber & Millwork Association (Inc.): E. C. 
Cordes, president Hyde Park Lumber Co., and 
Leland G. Banning, a veteran lumberman ot 
long experience in judging lumber species. All 
of these and numerous other lumbermen present 
expressed the opinion that the shipment was 
short leaf pine. 

A further conference is to be held with the 
city officials when the statements of the inspec- 
tors and the laboratory tests will be presented. 
The case has attracted nation-wide attention be- 
cause it is the first time in the Cincinnati dis- 
trict and probably the first time in Ohio that 
the issue has been so forcefully met. 





3ANDON, Ore., Nov. 5.—The Dalen Manutac- 
turing Co., specializing in the manufacture ol 


Port Orford cedar battery separators, recently 


has completed the installation of enlarged dry 
kiln facilities. A second Moore reversible cross 
circulation kiln, especially designed for drying 
battery separators and other veneer products, 
was required because of the increased plant pro 
duction. An interesting feature of this new 
dryer is that the fans, which are mounted on 
a longitudinal shaft, are located overhead im 
the roof of the dryer. The temperature and 
humidity in the dryer are automatically con 
trolled. 

J. H. Dalen, manager, recently has improved 
his slicing machine and increased its efficiency 
and output by nearly 50 percent. He has alse 
developed a new type of veneer slicer that will 
handle sliced veneers up to seven feet in length. 
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National Production, Shi d Ord 
ational Production, Shipments and Orders 
— WasuincTon, D. C., Nov. 7.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Oct. 29, and for 
e f forty-three weeks ended that date, covering mills whose statistics for both 1932 and 1931 are available, and percentage comparison with statistics 
on of identical mills for the corresponding period of 1931: 
é Two WEEKS Average No. Production Percent Shipments Percent Orders Percent 
Softwoods: — fins. of Mills 1932 of 1931 1932 of 1931 1932 of 1931 
}» Extra Southern Pine Association...........sseeee- 102 41,635,000 86 54,067,000 90 47,129,000 86 
6”,5/2 West Coast Lumbermen’s Association........ 201 120,972,000 77 133,197,000 82 108,064,000 68 
Cy- Western Pine Association............sese08- 96 52,410,000 79 67,211,000 94 60,906,000 87 
Press Northern Pine Manufacturers .............. 7 1,533,000 se 4,364,000 96 4,190,000 88 
oe Northern Hemlock & Hardwood Mfrs.’ Assn. 17 960,000 66 1,779,000 83 1,851,000 93 
ie CEE hb ccd eewenenndatocs bevels 23 217,510,000 79 260,618,000 86 222,140,000 76 
Hardwoods: 
he. Hardwood Manufacturers’ Institute......... 186 15,360,000 62 27,975,000 88 22,016,000 74 
$7.55 Northern Hemlock & Hardwood Mfrs.’ Assn. 17 85,000 ae 2,391,000 85 1,905,000 85 
7.50 Nt RNs cos. cinta sunanecuuabs 203 15,445,000 61 30,366,000 87 23,921,000 74 
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GOLDSBORO 


N. C. PINE 


Our “Jiffy Service,” by rail 
and water, will keep you 
supplied with all items in 


YARD STOCK 
SHED STOCK 


Let us prove it on your next order 


JOHNSON & WIMSATT 
le Washington, D. C. 


CY PRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 


4 

















North Carolina Pine and 
West Virginia Hardwood 














Kiln Dried, Well Manu- CASING, 
Eeccused, tligh Gende. BASE AND 
Capacity, 250,000 feet MOULDINGS 
Bn Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 











No Weights-No Cords-No Pulleys 
C! LENT 


Pre: Fil 





Curtis Companies Service Bureau 
112 Curtis Bidg., Clinton, lowa 











HOTEL BENSON 








Portland, Ore. 


E_ believe 

that there is 
no other hote: in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 


Keller and Boyd 
Owner:. and 


Operz.tors 














LUMBERMEN! 


Write now for our catalog telling 


HELP YOU MAKE MONEY 


AMERICAN 
LUMBERMAN 


431 S. Dearborn St. 
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Tells Radio Audience Now Is 
Time to Build or Repair 


Mapison, Wis., Nov. 7.—Sponsored by the 
Commercial National Bank in its “Prosperity 
Ahead” program, one of the most interesting 
and helpful radio talks that has been delivered 
over Station WCBA was made by J. J. Fitz- 
patrick, when he told the public the advantages 
of building and modernizing now when this can 
be done at a lower cost than probably will be 
possible at any time in the future. Mr. Fitz- 
patrick said that there probably are more people 
in the world today longing for a home than 
ever before. Owning a home has proved from 
many angles to be the best investment any man 
could make. Continuing, he said: 

As to whether this is a good time to build, 
buy or remodel depends upon each man’s own 
situation. In our section it is beyond ques- 
tion the most desirable time to buy building 
materials and employ building labor that we 
have seen in many years, tight now I am 
fully convinced is a better time than will 
be the case six months from now. 

We are in the wholesale lumber business 
and sell the retail yards in Wisconsin and 
Illinois, and are in daily touch by wire with 
lumber mills all over the United States. We 


are familiar with the prices of all kinds of 
lumber, and many of them already have be- 
gun to advance. Oak flooring had one ad- 
vance in September of $4 a thousand and 


a second advance in October of $2, or a total 
advance of $120 on a carload of oak flooring. 
Red cedar shingles have advanced 40 cents 
per square since Sept. 15. Douglas fir, yellow 


pine, Wisconsin hemlock and maple flooring 
also have increased in price. Stocks at the 
mills have been greatly reduced. We now 


find it hard and sometimes impossible to buy 
certain items. With relation to building ma- 
terials and farm products, their values are 
nearer on a par than they have been for 
many Building labor is more plenti- 
ful today, more anxious to give satisfaction, 


years. 


and is willing to work at a lower price than 
for many years. 

No investment could possibly bring more 
lasting happiness, pride, convenience or even 
financial return than to buy, build or re- 
claim a home right now. 


Mr. Fitzpatrick’s talk was replete with help- 
ful information and was a telling argument in 
favor of building or repairing now when prices 
are low and when unemployment relief is so 
badly needed. 

The reaction to 
tionally favorable. 


this talk has been excep- 





Research in Southern 


Hardwoods 


_ Maptison, Wis., Noy. 7.—The increasing 
importance of the southern forests as a source 
of hardwood lumber makes it desirable that a 
greater knowledge of the properties and char- 
acteristics of the material be made available to 
the public. For this reason the U. S. Forest 
Products Laboratory has undertaken an exten- 
sive research program which is expected to 
yield much useful information concerning south- 
ern hardwoods. 

According to Carlile P. Winslow, director of 
the Forest Products Laboratory, the wood-using 
industries realize that some of the southern 
hardwoods differ from those species they have 
been familiar with. With respect to seasoning, 
manufacture, and use, there is too little definite 
information concerning southern hardwoods 
from the standpoint of the user and the pro- 
ducer. More information is urgently needed in 
order that the Laboratory may intelligently an- 
swer questions asked by wood-using industries 
which are more and more turning to southern 
hardwood supplies. 

The public need of investigations along these 
lines already has been called to the attention 
of the Laboratory by the Hardwood Manufac- 
turers’ Institute, the Memphis Lumbermen’s 
Club, by sawmills, and by woodworking and 
consuming factories. 

The general plan of the investigation will 
involve studies which follow the material from 
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the forest to its ultimate suitability for particy. 
lar uses. 

Work is now under way at two mills to de. 
termine the size and grade of logs that pay their 
own way in typical logging and milling of 
southern hardwoods. The study is expected to 
yield information that will promote selectiye 
logging to such an extent that extensive south. 
ern hardwood areas may be continuously maip. 
tained in forest production. 

Laboratory representatives already have ¢ol. 
lected material in the field for a determination 
of the variation of the properties of the wood 
of southern oaks and other hardwoods as af. 
fected by different conditions of growth. The 
material obtained represents conditions ranging 
from flooded back water areas to nearby bluffs 
and ridges. The true botanical classification of 
each species sampled was determined in the 
forest at the time the individual trees were cyt. 

Investigations that will lead to better season- 
ing methods for southern hardwoods, especially 
oak, will be renewed and the results obtained 
will be correlated with the local conditions of 
growth if such a relation is evident. 

Among the more important but more difficult 
studies to be undertaken is one in regard to the 
working and machining characteristics of the 
different southern species. Information of this 
kind will be a great help in deciding on the 
most suitable methods of manufacture and the 
proper uses for a particular kind of lumber. 

Although the investigative program of south- 
ern hardwoods is extensive in scope, it is the 
aim of the Forest Products Laboratory to give 
out the results of specific steps in the investi- 
gation as soon as they become available. 





An Experimental Steel House 


Troy, Onto, Nov. 7.—The only building per- 
mit issued by this city in September was for 
a one-story all-steel house. This is an ex- 
perimental house being built to determine the 
practicability of all steel building with all 
joints welded and to determine the costs of 
this type of house. 





. 
A Correction 

In the Oct. 29 issue of the AMERICAN LuM- 
BERMAN, in the account of the incorporation of 
the Appalachian Hardwood Club, the new name 
of the organization was inadvertently written 
as Appalachian Hardwood Producers (Inc). 
It should have read, Appalachian Hardwood 
Manufacturers (Inc.), as it was in the am- 
nouncement of the annual meeting, on another 
page. The AMERICAN LUMBERMAN sincerely 
regrets the error. 


Small Mills Operate 
Continuously 


JERSEYVILLE, ILL., Nov. 7.—One of the busiest 
concerns in this section is the Staunton Tie & 
Lumber Co., which is engaged in producing 
lumber for use largely in Government work. 
It is operating four small mills in the vicinity 
of Sterling, Ill., these mills being operated 2% 
hours a day, seven days a week. Commenting 
on this continuous operation, George O. Hof- 
stetter, manager, said: 

The reason for operating day and night is 
that we figured this was one way of cutting 
down the cost of production, having formerl) 
had a good part of our sawing done by con 
tract. 3y operating day and night, we gét 
twice the production and are able to cul 
down our other expenses, inasmuch as owg 
operations are more consolidated and are 
handled by the same superintendent and 
bosses that would be required if operating 
only in day shifts. 

To our surprise we have found that we arg 
able to produce more during night shifts 
than we are during the day shifts, and we 
also find that our men prefer the night shift 
to the day run. This can be partly explaine¢ 





























by the fact that our men are employed o 
a piece work basis and during the night 
shift there are not as many interruptions 








as there are during the day shifts, for various 
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reasons. ‘These mills are cutting mattress 
lumber used in deepening the river channels. 

We have been operating double shift for 
the last four months on this project, and 
wherever possible all of our work will be 
handled that way. We have mills in Illinois, 
eutting for our yards and for domestic needs, 
and these also are handled in the same way. 
In other words, we are making one mill with 
its crews take care of the work of two or- 
dinary mills, and with the advancement of 
truck service we are able to make delivery 
from 50 to 100 mtles without heavy expense, 
where formerly we needed more mills be- 
cause of the disadvantage in making deliv- 
eries for any great distance. 

Mr. Hoffstetter is owner of the Staunton 
Tie & Lumber Co., which originated at Staun- 
ton (Ill.), where he was born and reared and 
where he began business. Commenting on his 
methods, Mr. Hoffstetter said: 


I believe the methods that I have used 
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have been different from those of most lum- 
bermen. In other words, I feel it is imma- 
terial how the other man does his work. We 
have tried to do it by different methods and 
so far these have proved to be advantageous. 
I have always believed that the reason some 
people make a success and others a failure 
is because they do not keep abreast with the 
times and make every improvement they can 
to lower production costs and improve their 
services. 

Mr. Hoffstetter expressed pride in the large 
number of friends and customers developed 
during his career, which leads him to believe 
that his principles have been correct. Con- 
tinuing, he said: 

However, I have always believed that there 
were plenty of people searching for the good 
things and that the man who waits for them 
to come along will probably find them gone 
when he finally gets there. Maybe I am 
correct—maybe not. 


Longleaf Yellow Pine Scores Again 


Largest High School Stadium in Texas Is 
100 Percent Frame Construction 


To the people of San Antonio, Tex., the new 
Eagle Field Stadium, just completed, is some- 
thing to be proud of—the largest high school 
stadium in Texas, and possibly the largest in 
the country. And it was erected during de- 
pression times! 

But to the lumber industry there is some- 
thing more significant than this—the fact that 





question for us to expect any help from the 
school board, and we could not conceive how 
we could build a big stadium without this 
help, until the advantages and low cost of 
frame construction were explained to us. We 
were greatly surprised to learn that we could 
build our stadium of lumber at an expense 
small enough to enable the two high schools 
to assume the indebtedness, paying it from 








One section of the new stands, built of longleaf yellow pine sold by enterprising local retail 
lumber dealer 


this big stadium, which will seat more than 
12,000 people, is of frame construction, and 
built entirely of longleaf yellow pine. 

_The Alamo Lumber Co. furnished 125,000 
leet of lumber, ranging from 2x4’s to 2x10's, 
lor constructing the new stands. These are 25 
leet high. For the seats 2x10’s were used. The 
loot platforms, or aisles, are 15 inches wide, 
built cf two 2x4’s and a 2x6. For sills, 6x6 
timbers were used, while the piers are 6x6 
labricated of three 2x6's. Girders are 4x10, 
labricated of two 2x10’s. 

Material for the project cost about $5,000, 
and labor about $600. The total cost was di- 
vided equally between Brackenridge and Jef- 
terson, the city’s two largest high schools. Enos 
Gary, principal of Brackenridge, who sponsored 
the new stadium said: 

;, Our two large schools have for a long time 
een in need of a stadium with a seating 
Capacity of more than 10,000, but it always 
as been considered that the cost would be 
prohibitive. This year it was out of the 


gate receipts. Observation of other frame 
stadia, and consultation with the city en- 
yineer, lead me to believe that our structure, 
painted, will be perfectly safe until we have 
outgrown it—at least ten years. This means 
that it will pay for itself many times over; 
in fact it will enable us to accumulate 
enough to build another stadium when we 
need it. 

The statements of Mr. Gary are most sig- 
nificant for the lumber trade, because they 
suggest that it is possible for lumber dealers, 
in cities of similar size, to sell schools on the 
idea of building their own stadia. With the 
price of lumber at its present low level, there 
are scores of schools throughout the country 
that would be excellent prospects, if the lumber 
dealers would explain that it is possible for 
them to have their own stadia at costs that 
would permit payment in a comparatively short 
time, possibly in one season. 

The Eagle Field Stadium might never have 
been built but for the good salesmanship 
of the Alamo Lumber Co. 
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One 
U.S. Poultry Fenee 
Compare U. S. Poultry Fence 


the original straight-line netting, 


There’s Only 


with any on the market! See how 

uniform it is! Note its straight, 
arallel line wires and its inter- 
ocked hinge joints that cannot 

slip, spread or unravel!, Note its 

evenly spaced meshes! 

Strong. Uniform, Rigid .... 

This superior, modern construc- 
tion produces a strong, rigid fabric 
which comes from the loom under 
even tension. It rolls out flat like 
carpet ... stretches to wood or steel 
posts without sagging... requires 
no top-rail, no baseboard . . . is easy 
to handle and cut... can be moved 
and re-stretched. It costs no more 
than old-style netting. 


Made in America... . 

U. S. Poultry Fence is made by 
American workmen in an American 
mill. It is sold only through the 
regular wholesale and retail trade. 


This year, be sure to specify or- 
iginal U. S. Poultry Fence! There 
is no substitute for its depenable 
quality. 








Ask your jobber or 
write direct to us! 


Indiana Steel 
& Wire Co. 


Muneie, Indiana 


Makers also of 
IMPERIAL Farm, Poultry, 
Lawn Fence, Trellis, Flower 
Border, Steel Posts, Gates. 


it 


4U.S.Poultry Fence 7 


The Netting That Stands G Alone 
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Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 


and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 








White Pine 


MINNESOTA 
WESTMONT 


ALSO { Yellow Pine 


Pittsburgh. Pa. New York, N. 





LONG and SHORT LEAF 


WM. SCHUETTE CO. 


¥. 
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Members 


Association 
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ing buyers for furniture factories, 
and door plants, retail yards, etc. 


in Northern Veneers and Plywood. 


Hemlock, Cedar Posts and Poles, Lath, Shingles, 


THE NORTHWESTERN COOPERAGE 


& LUMBER COMPANY 
GLADSTONE, MICHIGAN 


Chicago Office: N. J. Clears Lumber Co., 
Suite 447, Monadnock Block 
nneapolis Office: G. W. Critten, 


NORTHERN 
MESES 
IYWOOD) 


We're supplying the needs of exact- 


We'll satisfy you, too, because we specialize 


We also invite orders for Northern Pine, Spruce, 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


516 Lumber Exch. 
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VON PLATEN-FOX 
COMPANY 


Iron Mountain, Mich. 


Manufacturers of 17 
Different Species of 


NORTHERN 
HARDWOODS 
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Lumbermen 


Have You a 


Problem to Solve? 


in logging, log transportation or harvesting tan bark 
Ms ing’’ 


and turpentine economically? 
you how. 


Te 


superintendents, 
owners, etc. 


An_ invaluable 
ference book for logging 
timber 


Cloth, Postpaid $4.50. 


American Lumberman 


will tell 
LOGGING 
By Ralph C. Bryant 


431 S. Dearborn 
St., Chicago 
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Reply Requested 


| hope you pay for what you buy, 
But, if you can’t, you tell men why. 
No man deserves a better fate 

Who lets some other fellow wait 
And wonder till his hair is thin 
Just when it will be coming in. 


Though not to pay is pretty tough, 

Then not to write is treating rough 

The man who tried to treat you well 
And thought that you were safe to sell. 
I hope that you can pay a bill, 

But, if you can’t, say when you will. 


The Enterprising Young Salesman 


The passing of Maurice Wiley, who was a 
four-star friend of ours (if men were judged 
like movies; which, thank goodness, they’re 
not) perhaps permits us to tell a story of long 
ago but of present interest. One day we 
dropped into Maurice’s office in Philadelphia 
and found him fuming; and he was not a man 
who fumed very much. 

Here was what it was all about: A young 
salesman had been sent to call on the lumber 
yards in another city some time previous. Be- 
fore he went he was warned to keep away 
from a certain man who was notoriously slow 
pay. Time went on, and later Maurice dis- 
covered that the young salesman had called on 
this very man, sold him a car, and the car had 
been delivered. 

“T sent him back there this morning,” said 
Maurice, “and told him to get that money. I 
told him to stay there until he got it, if he had 
to stay all day, or a week, or a year—but not 
to come back without the money—and to call me 
up as soon as he got it.” 

Just then the ’phone rang on Maurice’s desk. 
Something was said, to which the wholesaler 
replied: 

“But did you get the money?” 

Something more was said at the other end 
of the line. 

“But did you get the 
rice. 

Something more was said, and with an ex- 
plosive bang Maurice slammed the receiver 
down on the desk. 

“My gosh,” he shouted, turning to us, 
do you suppose he said?” 

“What?” 

“*No—but I sold him another car!’ ” 


~oney?” yelled Mau- 


“what 


Random 


The times are so bad that some concerns are 
even showing a reduction in their deficits. 

The man who smokes a cigar until it burns 
his moustache may be said to be at the end of 
his rope. 

Whenever you hear a man complain that he 
has to work too hard you know where his pants 
wear out first. 


Some of the cases pending in the Indiana Su- 
preme court are seven years old. Unfortunately 
they are legal cases, not illegal. 

The Notre Dame second team beat the Notre 
Dame first team, but we can’t see how that 
gives any aid and comfort to the other colleges. 

“Seldom can the heart be lonely if it seeks 
a lonelier still,” writes a poet. There are too 
many people looking for lonelier stills already. 

They say a man can’t be in two places at once. 
but we know several big butter and egg men 
who have been in several night clubs in New 
York the same night. 

A Michigan co-ed threw a cigarette away and 
started a fire. It would be a good idea if a lot 
of them would throw their cigarettes away and 
start a fire in the cookstove. 

Life is a good deal like breakfast at our 
house. Every morning the cook sets before us 








orange juice, cereal, toast, eggs ard coffee. By 
sometimes, for the sake of variety, she omits 
the eggs. 


By June, 1933, all the cars in the United 
States will have an average age of four years, 
When a baby gets to be about a vear old, it ean 
walk. When your car gets to be four you can 
do the same. 

Herring are so plentiful in English waters 
they are being sold for a penny a dozen in Lon- 
don. That must be where our politicians have 
been getting all these herrings they are draw- 
ing across their trails. 

We used to have a friend named Stuart who 
advertised that his condensed milk came from 
contented cows. There was more philosophy in 
that than even Mr. Stuart imagined. For the 
milk of human kindness comes from contented 
hearts. 


Are you doing your best? 
Or waiting for the rest? 


We See b' the Election 


thank goodness, 


Well, 
are over. 

Now let’s get down to business. 
down long enough. 

Now let’s forget all about 
speeches. The winners will. 

Of course, the fellows who really won were 
the broadcasting companies. 

A political campaign is worth while, 
to hear a speech by Jim Watson. 

We'll say this for the radio speeches: 
interfered with a lot of jazz. 


God reigns, and the government at Washing- 
ton still lives—beyond its income. 

Now a fellow can go home and go to work, 
if nothing more than looking for it. 


Whatever you think or thought, the result 
will probably be neither better nor worse. 


Whatever jobs the orators were talking about, 
we know the ones they were thinking about. 

Several fellows went down with their colors 
flying, probably because their colors were red. 


As for political pronunciations, we are not 
sure which we like the better, “raddio” or 
“nparairie.” 

We listened to all of the radio speeches of 
both candidates. What would you suggest as 
a nifty medal? 


Several fellows have new jobs already; but, 
on the other hand, several other fellows have 
been thrown out of work. 

What we ought to do is to have Presidential 
elections every seven years. Then they would 
be no worse than the locust or the itch. 

Part of us will say, “Now if Congress will 
only do something!” And the rest of us will 
say, “Now if Congress wil only do nothing! 


Right Out 


I wish the weather man would come 
Right out and rain or shine. 

It’s cloudy days that make us glum, 
That make us sit and whine. 

We hate to start a thing inside, 
So much outside to do, 

And so we sort of half divide 
Our time between the two. 


the farmer’s troubles 
It’s been 
the campaign 
if only 


they 





Rain isn’t bad, when rain is rain, 
Clear good, unless it’s clear. 

I wish the thing would come out plain, 
Whichever one is here. 

And trouble isn’t hard to bear— 
It’s worrying and doubt. 

Joy’s half the joy, care twice the care, 
That doesn’t come right out. 
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Producing Flooring and Dishes 

Tupper LAKE, N. Y., Nov. 7.— Six million 
feet of hardwood logs will be cut this season 
by Oval Wood Dish Corporation, according to 
William C. Hull, president, who returned re- 
cently from Chicago, where he attended a con- 
ference with mid-western representatives of the 
frm. This concern has been operating here 
jor 15 years and uses annually from six to 
twelve million feet of birch, beech and maple. 
About one-fourth of the timber cut will be 
made into hardwood flooring, the balance into 
wire-end dishes. About 300 men will be em- 
ployed in lumbering operations this winter; 
work started Nov. 1. 





. 

Organize to Make Face Veneers 

Hich Point, N. C., Nov. 7.—Backed by the 
Hill veneer interests of Edinburg, Ind., and Roy 
Armstrong, who for the last twelve years has 
heen an important lumber and veneer dealer in 
this territory, the American Veneer Co., with 
principal offices in High Point, has been or- 
ganized for the manufacture of fancy face 
veneers. Mr. Armstrong is president and sales 
manager of the new concern, other associates 
being Howard T. Hill, treasurer, Harry Hill, 
secretary and general manager and James P. 
Armstrong, sales representative. 





Reports Some Large Lumber 
Sales 


RopBInsviL_e, N. C., Nov. 7.—L. C. Bemis, 
vice president of the Bemis Lumber Co., one of 
the largest wholesale lumber concerns in the 
State, who has just returned from a northern 
business trip, reports that he made several very 
large sales of lumber in eastern cities and that 
he found the retail lumber business on the up- 
grade in these cities. 





Installing Five-Foot Band Mill 

PeterspurG, VA., Nov. 7.—Following the re- 
cent destruction by fire of the plant of the 
Independent Trunk & Bag Co., which was the 
lumber manufacturing department of the Ameri- 
can Hardware Co., officials of that company 
have announced that they will not now rebuild 
the veneer plant, as it has other facilities that 
will take care of that branch of the business. 
However, a Clark Bros. 5-foot band mill is 
being installed, which will manufacture lumber 
for the company’s needs. 





Shows Effectiveness of Tariff on 
Canadian Competition 


_ SEATTLE, WasH., Noy. 5.—Softwood lumber 
imports from Canada into the United States 
during September, according to recent ad- 
vices from the United States Department of 
Commerce, by the West Coast Lumbermen's 
Association, Seattle, totaled 8,740,000 board feet. 
This compares with 59,701,000 board feet im- 
ported from Canada during September, 1931. 
In the three months since the $4 tax and tariff 
became effective on softwood Canadian ship- 
ments have aggregated 30,199,000 feet; from 
July to September, inclusive, 1931, similar ship- 
ments trom Canada totaled 170,554,000 feet. In 
the three months prior to July 1 this year, 
soitwood lumber shipments from Canada were 
at the rate of more than 50,000,000 feet 
monthly ; the rate since the tariff became effec- 
tive has averaged 10,000,000 feet monthly. 

“This difference is the equivalent of a gain 
of 240,000 days of labor in American logging 
camps and sawmills during the period,” the 
association stated. “To this should be added 
direct employment of American railroad men, 
stevedores and others. Mills in the Douglas 
fir region of Oregon and Washington increased 
their joint cut during the period from July 1 
to September 30 approximately 10 percent, or 
a total of 70,000,000 board feet. This is the 
equivalent of 140,000 man days of added em- 
ployment. Also, it is less than the volume 
shipped into the United States by Canadian 
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“LIGNASAN ... 


a 








ROST LUMBER INDUS- 

TRIES mill at Nacog- 
doches, Texas, was among the 
first to test and adopt the use 
of Lignasan for the control of 
sap stains. 

Their frank opinion of 
Lignasan is contained in a 
letter of August 27, 1932. It 
reads in part, ‘‘ We have been 
using Lignasan since January, 
1931, and have found it far 
superior to any stain pre- 
ventive previously used at 
this plant.” 

Frost rigid inspection of 
lumber and uniformity in 
manufacture assure the 
buyer of true grade plus 
quality. So the fact that their 
air seasoned stock is dipped 
in Lignasan at the mill is 


solution. 





Leave other end un- 
dipped. Mark boards and stack in 
middle of seasoning pile. Examine 
when dry and note control of sap 
stain on Lignasan-dipped ends. 


evidence of Lignasan’s effec- 
tiveness. 

Du Pont Lignasan is ap- 
plied in cold solution. Only 1 
Ib. to 1% lbs. needed per 50 
gals. of water. This makes 
the average cost of Lignasan 
only about 12c per M board 
feet when used for dipping. 
Already over 200 mills are 
using this sap stain pre- 
ventive. Do you? Mail 
coupon for prices and more 
particulars. 


Dip one end of 5 or 6 newly sawn 
sapgum or pine boards in Lignasan 


REG. Us. pat. OFF 


LIGNASAN 


REG. U. S. PAT. OFF. 


Prevents Sap Stain 
Keeps Lumber Bright 











PS ° 





E. I. DU PONT DE NEMOURS & CO., Inc., Organic Chemicals Dept., Wilmington, Delaware 
Gentlemen: I should like to know the easy, inexpensive way to get bright lumber. Without obligation, 
please send me full details and prices of Lignasan. 
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mills in June ahead of the tariff. We judge 
that not less than half of the increase, and it 
may be more, in lumber sale and employment 
during the last ninety days, is directly attrib- 
utable to the protection given the lumber in- 
dustry of Washington and Oregon through the 
recent tariff.” 

Sales of West Coast lumber began increas- 
ing within three weeks of the time the tariff 
became effective. During August and Septem- 
ber, new business was nearly 25 percent greater 
than in the previous sixty days, the increase be- 
ing most pronounced in the coastwise and inter- 
coastal markets, where the competition of Ca- 
nadian lumber had been formerly most severe. 
Full cargoes of West Coast lumber are again 
moving into northern New England markets, 
from which our mills had been previously al- 
most totally excluded by coastwise shipments 
from Fastern Canada. Canada, the association 


pointed out, is operating with the advantage of 
a depreciated currency, and its lumber indus- 
try, without the tariff, would have an advan- 
tage of 10 to 15 percent in production and sales 
cost. 

Detailed figures for August imports show 
increases in Canadian shipments of shingles and 
lath—items not dutiable—in line with the bet- 
terment in demand in the United States. 





Pipe Blocks From Laurel Roots 


Spruce Pine, N. C., Nov. 5—A new enter- 
prise here is the Spruce Pine (N. C.) Wood 
Products Co., which has established a plant for 
the manufacture of pipe blocks. A number of 
laborers have been put to work digging laurel 
roots, from which the blocks are.to be manu- 
factured, preparatory to shaping them into 
pipes. + eee 
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for HOUSE PLANS & 
MATERIAL LISTS 


HOW WILL IT LOOK? 
HOW MUCH WILL IT COST? 


Special Lumberman’s Service 
FLOOR PLANS AND PERSPECTIVE SKETCH, 


LUMBER AND oe $2.50 


MILLWORK LIST 


We make, sell and rent models to your plans and 
specification. Write for special low prices. 


Send your prospective customer's own sketch and 
your instructions. Immediate attention by air mail. 


LUMBERMAN’S DRAFTING 
& LISTING SERVICE 


233 Drumheller Bldg., Walla Walla, Wash. 

















| DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and 

dining service. In- ‘« f 

formal. 600 

rooms, outside. 
Fireproof. 
Rates and 

prices are most 


moderate. 


Rendezvous of 
Lumbermen of 
the Northwest. 





LOUIS M. DAVENPORT, President 




















A New Book by the 
“TLumberman Poet’’ 


he Heart 
Content 


BY 


Douglas Malloch 





Here are 125 happy, hopeful 
and helpful poems which will, 
indeed, “make living a joy.” 


You will want to pass extra 
copies along to your friends— 
and the price makes it possible. 


But especially you want it your- 


self. 
$1.50 Postpaid 
Address 
The American Lumberman 
PUBLISHER 


431 South Dearborn St., Chicago. 
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Combating the Termites 


Retail lumber dealers in all sections are be- 
coming more and more interested in being 
prepared to advise and assist the people in their 
communities in eradicating and preventing ter- 
mites. A useful and interesting pamphlet on 
this subject, “Useful Information for Every 
Home Owner,” has been published by the Anti- 
mite Co., of St. Louis, Mo., which is being sup- 
plied to dealers. Briefly, the pamphlet covers 
these questions: What are termites’; the ex- 
tent of damage done by termites; how to de- 
tect their presence; how to prevent their en- 
try; how to get rid of them. Antimite solu- 
tion has been successfully used in the tropics 
for eight years, and the company reports it 
is rapidly growing in favor in the United States. 
The offices of the Antimite Co. in St. Louis 
are in charge of Miss Alice Courson who, as- 
sisted by a corps of chemical experts, is giv- 
ing valuable assistance to dealers in the sale 
and use of this termite exterminator. 


Good Sais ae ee 


Cleaners 


YOUNGSTOWN, Onto, Nov. 7—Old homes as 
well as new can be fitted with a device, in- 
vented by a local lumber dealer, to permit the 
windows to be cleaned, outside as well as in, 
by a person standing in the safety of the room 
instead of perching precariously on the window 
ledge. Special frames and special sash are not 
needed, and the window still operates, with or 
without pulleys as before, either not weather- 
stripped or weatherstripped in the usual way. 
It consists of a horizontal swivel which is 
easily installed by a carpenter, and which per- 
mits the housewife to reverse the window sash 
whenever she wants to clean the outer surface 
of the glass. 

Observing how popular the device was with 
any one who learned about it, S. I. Baer, the 
lumberman inventor of it, sold his yard and 
formed the Baer Easy-Clean Window Co., to 
devote all his time to the production of this 
equipment. He now is seeking extended dis- 
tribution of the device, by salesmen and other 
channels. 





A Significant Demonstration 


Ciinton, Iowa, Nov. 7.—Modern woodwork- 
ing can safely undergo a severe test for pre- 
cision of manufacture, such as one ordinarily 
associates with the metal-working industries 
only, it was proved here recently at the plant 
of Curtis Companies (Inc.), in an unusual ex- 
periment with two sets of pre-fit Silentite win- 
dows. 

The first of the standardized Silentite units, 
after it was put through production last Janu- 
ary (a time when lumber absorbs maximum 
moisture), was cartoned and put in the office 
of the production manager. More than seven 
months later the 50,000th unit was completed, 
and company officials decided to attempt the 
“acid test” of interchangeability of parts. 

One frame was assembled from the head and 
sill of the first standard unit, with the side 
jambs of the 50,000th; and another was assem- 
bled from the head and sill of the 50,000th and 
the side jambs of the first. The parts slid 
together almost without effort, to form frames 
that looked as though they might have been 
fitted the same day by the hand of a master 
craftsman. One, built in cold weather, had 
been in storage for months, and the other set 
of parts had just been produced in hot weather. 

Curtis officials explain that four basic factors 
make possible this complete interchangeability 
of parts: First, no dado in the Silentite win- 
dow frame is more than %-inch wide, and the 
width of the dado inevitably affects the extent 
of swelling or shrinkage; second, Silentite as- 
sembly is simple, by straightline motion, with 
no wiggling nor twisting necessary to bring 
parts together; third, the frames are nacked 
in cartons which protect them from swelling or 
shrinkage due to atmospheric moisture changes. 
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Fourth, and especially important, Silentite ma. 
chining is far more accurate than the usyal 
woodworking practice; all parts are machined 
to fit steel templates, with an accuracy tolerance 
of only 1/128-inch. 

This demonstration of the unchanging char. 
acter of Silentite production means to the dealer 
that weather changes will not affect his stock 
and to contractors and builders it means sim. 
plified, time-saving, cost-saving installation. To 
the home owner, it means a window unit that 
will fit snugly and operate freely. 





Announces New Building 
Product 


A new decorative material called “Micarta” 
recently has been announced by the Westing- 
house Electric & Manufacturing Co., East 
Pittsburgh, Pa., which has issued a 24-page 
publication listing and illustrating many of the 
uses for this material. These include finishing 
bathroom and kitchen walls, paneling for 
offices, restaurants, stores, shops, beauty par- 
lors, hotels, hospitals, ships etc. A section is 
devoted to methods of installation, with dia- 
grams and specifications. Westinghouse an- 
nounces that copies of this booklet may be had 
on request. 





Springs to Prevent Cracking 


The unsightly cracks that mar the appear- 
ance of many room interiors, and which result 
from movement in the framework, are claimed 
to be avoided by a revolutionary method of 
applying the plastering, which employs springs 
on which to suspend and support the sheets of 
board, this base with its springs in turn being 
covered by a sheet of plaster. The springs, or 





Clip is nailed to joist, against which its shoul 

der fits, and by means of semi-circular spring 

it provides flexible support for sheet of gypsum 
board inserted into fingers on each side 


nailing clips, which are shown in the accom- 
panying illustration, are attached by means ol 
ordinary lathing nails to the joists or studs. 
Each clip falls naturally into place because t 
has a shoulder that seats against its support. 
The clips are spaced 16 inches on centers, am 
sheets of Rocklath are set between their ex 
tended fingers. The clips are of heavy gage 
steel, and the construction of which they form 
a part is offered by the manufacturer as insur- 
ing permanency. 

The interior wall thus formed stands away 
from its structural supports, and a_ certail 
amount of movement in these supports can thus 
be tolerated, and against all ordinary movemetl 
the wall is said to be crack-proof. Vibration m 
the supporting frame is not continued from the 
outside nor through the walls into an adjacent 
room, but is dissipated by the springs, so that 
the walls have a high sound-proofing or sound 
deadening value. 

All the materials for this method of construc 
tion, except the clips, are carried in an ordinary 
lumber yard stock. The standard clip is show? 
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in accompanying illustration, and besides this 
there are two others—corner clips for use at 
angles, and finish clips for use around bases 
and door jambs. All the work of applying the 
clips is done by the lather. As the cost of this 
type of construction Is only a cent or two above 
that of nailing Rocklath direct to studs, the 
manufacturer believes it will be desired by a 
great many people for either remodeling or new 
construction. Fuller details in regard to this 
new method of interior wall construction may 
he obtained from the United States Gypsum 
Co., Chicago. 





Treasury Ruling on ''Timber"" 
Duty Suspended 


WasuHincTon, D. C., Nov. 7.—Assistant Sec- 
retary of the Treasury Ballantine today sus- 
pended, and ordered for early hearing, the re- 
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cent ruling of the Collector of Customs which 
would exempt wood imports measuring more 
than 6 inches, in their smallest dimension, from 
operation of the 1932 tariff. Suspension re- 
sulted from protests by the lumber industry 
of the Northwest, and representations of the 
National Lumber Manufacturers’ Association. 
In the recent ruling the Collector took the 
position that “timber” is not mentioned in the 
tariff, and that, under general acceptation, lum- 
ber pieces measuring more than 6x6-inch are 
timber. Therefore, he found that such items 
should be exempt from the new import duties. 


In its protest, the industry pointed out that 
all of the products of the sawmill of a general 
lumber character were intended to be included 
under the term “lumber” in the tariff section 
referred to and that 6x6-inch line of demarcation 
for timbers refers to hewn timbers. 


More Accurate Costs, and Replacement 
Reserve, Provided by Depreci- 
ation Allowance 


[Criticism of the depreciation percentages 
given in this table, or supplemental in- 
formation, by lumber accountants or ap- 
praisers, machinery experts or manufac- 
turers, will be welcomed, based on the 
experience of plants in making allow- 
ances.-—Ep1ToR. | 


In business planning, factors that affect fu- 
ture profits and efficient operation are often 
overlooked. One of these is depreciation—the 
decline in usable value of fixed tangible assets. 
No lumberman can question the necessity of a 
depreciation allowance in his schedules, for he 
realizes that all property units gradually ap- 
proach a point where their usefulness is ex- 
hausted. Planning for their replacement enables 
the business to bear the cost without stinting 
current resources. Replacement expenditures 
are made in advance, out of actual operating 
funds; while, without depreciation, such expen- 
ditures must be made in large sums out of 
capital or reserve. Depreciation exemptions are 
important in income tax accounting. 


Wear and tear are subject to accurate fore- 
casting. The general procedure is to estimate 
the service life of the unit, and spread the cost 
over it. When the unit is retired from service, 
the asset account is credited with the approxi- 
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mate amount, the allowance is charged with 
the amount applicable, proper account is taken 
of net sale or salvage value, if any, and any 
necessary adjustment is made through revenue 
or surplus accounts. 

The absence of a trustworthy depreciation 
table is one stumbling block. Units have widely 
different rates. Intensity of operation of any 
unit will cut down its service life, and machines 
that operate at high speeds have a high depre- 
ciation rate. Accompanying this article is a 
table of depreciation rates that has been care- 
fully and painstakingly compiled after research 
in many lumber mills, yards and woodworking 
institutions, as well as many other sources, and 
the recommendations of the Bureau of Internal 
Revenue. The most convenient basis for calcu- 
lating depreciation rates is the income tax basis; 
that is net cost installed, less net salvage value. 
The plants from which records were obtained 
all follow rigid schedules of maintenance, re- 
pairs not being neglected and allowed to accel- 
erate depreciation, so that a normal service 
life is obtained from each unit. Obsolescence 
should not be overlooked, nor probable decline 
in business and curtailment of operations, but 
accidents can not be taken into consideration 
in a table. 


The results of this study follow: 


Mitering ma- Dry sheds and 
ae 6 warehouses ... 5 
Dovetailing ma- Power plants.... 5 
oO eee 51% Machine shops.. 5 
Wood boring ma- Water and sewer 
ab aes Saw 5 systems ...... 5 
BEOPUINOTE occcces 5 Fire systems.... 5 
Boring mortisers 4 Telephone and 
Dowel making lighting sys- 
and setting eee 5 
machines ..... 6 Furniture and 
Lathes — iia awl aie 5 GetUres 2.2.0. 10 
BP ehines =. ".°7 5 TRANSPORT AND HaN- 
PYOGROB 2. cccves 5 BLING : 
Clippers for ve- Gea re d loco- 
MOCTINGE «2600+ 5 motives ...... 62 


tod locomotives. 5 


Box AND BARREL 


: tailroad build- 
PLANTS: MN es Sas awe 5 
Nailing machines 6% TYACTOTS oo cs vedo 
3ox trimmers... 5% Lumber ships .. 5 
Cleating ma- Launches, tugs.. 6? 
me ee or 10 Docks and dock 
Crate machinery. 6 equipment .... 5 
Setting-up forms 5 Locomotive 
Hoop coilers.... 7 ee 5% 
Basket machin- Hoists and 
GO geteet ase a 7 CORRES cased 5 
Overhead and 
SMALL TOOLS: rail yard sys- 
Carpenters’ and SE ens 5 
wood carvers, Lumber carriers. 6 
small tools.... 5 Edge _ stackers 
Carpenter shop and conveyors. 5 
benches ...... 10 ee 20 
Reamers ....... 5% Lumber buggies. 7% 
sit : Conveyors, lum- 
GENERAL PLANT: ber, slab and 
Yards and yard esawGust ...+. 
equipment .10-141%4 Live rolls, dead 


Frame buildings.4-5 rolls 
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CI PACIFIC COAST Co 






KLAMATH 
IS THE 
HOME 
OF FINE 
QUALITY 
PONDEROSA 


PINE 


Klamath has long been known for the 
fine quality of its Ponderosa Pine. Crater 
Lake -begins with this dependable, basic 
quality and maintains it through to de- 
livery to you. Depend on us for your 
needs in 
Selects - Common 
S4S or Rough 
Shop and Box 
Let Us Quote on Your Needs 


SPRAGUE 
RIVER, 
OREGON 


Huntington 
Taylor, 
General 

Manager 











SURETY BOND BRAND 
“PROTECT-WRAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Bond Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 
Anything in Cedar, and—through our 
Coast connections—any mixture of Fir, 


Hemlock and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 
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TO SERVE 


2 PLANTS Yoo" 
MIXED-CARS 


Pine Lumber & Factory Products 


PONDEROSA PINE 
IDAHO WHITE PINE 


7 Long Lake Lumber Co 


—-oR-— 
PINE FRAMES TRIM 
AND MOULDINGS 


72 SpokanePine 
ProductsCo. 

















ED CARS 


Our Specialty 
YARD. AND 

SHED STOCK 

Including Bevel Siding, 





Mouldings, Lath, 
Shingles 


WHITE RIVERL 


LUMBER CO. 


ENUMCLAW, 
WASHINGTON 


















Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 






FAMOUS FEATHER RIVER 


SOFT PINE 


All Grades and Thickness— 
up to 16/4 


THICK UPPERS 
OUR SPECIALTY 





























NORTHWEST SPRUCE CO. 
Terminal 3, Pier 40, 
Seattle, Wash., U.S.A. 


Dependable shippers of fine quality 
3 we GS ae 2 Oe EO 


(Clears & Factory grades) 








BOOKS—BOOKS—B800K$—Here’s the place 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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Market News from Am 


Tacoma, Wash. 


West Coast Woods.—The St. Paul & Tacoma 
Lumber Co. is closing down mill B, one of 
its larger plants, and reopening in its place 
mill C, a smaller unit. This company also 
has curtailed 





its shingle production some- 
what, by discontinuing the night shift. Re- 
ports are current throughout the district 


that shortly after the election, meetings of 
lumber operators are to be held to stabilize 
prices and wage scales, in an effort to es- 
tablish production on a sounder basis. Al- 
though no substantial increase in foreign 
orders is apparent, some increase in ship- 
ments, notably to Europe and the Orient, was 
evident. Reports from other parts of south- 
west Washington indicate that logging op- 
erations are continuing steadily, with several 
new camps reopening or preparing to reopen. 
Manufacture of railroad ties likewise is go- 
ing forward steadily, and heavy shipments 
continue to be made to China and Japan. 
Conditions in this line are so good that E. H. 
Adams and Sons, who have heavy operations 
in the vicinity of Kalama, are building an- 
other mill at that city. The Walter Koher 
tie mill, near Randle, has resumed operations 
after a several months shutdown. 


Shingle mills report that they are catching 
up on orders. Setting in of the rainy season 
has forced a cessation in local repairing and 
building, and indications point towards a 
falling off in production until the fore part 
of February, when production for spring con- 
sumption will begin. Manufacturers do not 
expect that dealers will stock up heavily on 
shingles during the winter. 


Seattle, Wash. 


West Coast Woods.—All local divisions of 
the market report a falling off in volume, to 
some extent normal for this time of year. 
Prices are either holding or have dropped 
slightly. Mill production and log input are 
both very much curtailed, and there is no in- 
dication that either will increase much. Un- 
usually heavy rains has made working in 
the woods difficult. 


Intercoastal.—The facts that prices are 
holding, and also the $10.25 rate, are the 
most encouraging things about the market. 
Space is. plentiful. Eastern wholesalers’ 
stocks are declared to be low. August and 
September saw brisk buying, but it now has 
become spotty. November normally is con- 
sidered a bad month for intercoastal ship- 
ping, because arrivals are around inventory 
time. The M. A. Wyman Lumber Co. par- 
ticipated in an order for the Navy to the ex- 
tent of 1,600,000 feet. Other West Coast 
shippers sold 450,000 feet. This lumber, con- 
sisting mostly of No. 1 common, will be used 
on the east coast, and will be freighted on a 
Government transport. 


California.—Prices are softer, but there has 
been little change in the volume of the move- 
ment. 


Rail.— Volume has dropped decidedly. 
Yards are not in the market. The low prices 
of corn and wheat are hurting farm con- 
sumption. 

Export.—Movement is less. Oriental rates 
are weaker. Lumber bound for Shanghai is 
going for $4 instead of $4.50, and the same 
figure holds for large squares destined for 
Japan, while baby squares move at $3.50. 
The European conference has been holding 
for 55 shillings to the United Kingdom; but 
is loading at 47% shillings, a figure that rep- 
resents “tramp” prices. Volume moving to 
the United Kingdom is less and the drop in 
exchange values of the pound sterling is not 





helping. South American markets, both 
coasts, are a little more active. Mill prices 
here for export are holding fairly level, 
weaknesses being apparent in some items 


purchased for shipment to China and Japan. 


Shingles.—Demand has slowed up, and 
prices have softened. In the last two weeks 
130 machines have shut down, and output 
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has fallen from a recent 50 percent to 35 Der. 
cent of capacity for the entire industry, Cap. 
ada is getting lots of business, shipping 4, 
far as the middle West and Texas. 


Spruce is moving in spotty fashion. 


Prices 
are steady to unchanged. 


Logs.—Some departure from the firm price 
condition of two weeks ago is found. Fy 
logs of good quality go at $8, $12 and $14. 
but many sales are made at $7, $10 and $1, 
at landing. There is no surplus of elegy 
logs, and rafts containing a percentage of 
clears are most readily sold. One informay 
said loggers are shutting down on account 
of rains and poor roads, and that a shortage 
of logs impends, but at present the supply of 
ordinary fir logs is ample for requirements, 
Hemlock logs bring $7 up, one man declar. 
ing they have sold as high as $12 for export 
to Japan, where a fair demand exists. Shin. 
gle logs are weaker, the price ranging from 
$9 to $11. Lumber-cedar logs are steady at 
$16, with very little demand. 


Cincinnati, Ohio 


Hardwoods.—Inquiry is more free. Sales 
resistance is lessening, and buyers are more 
disposed to take on stocks without much 
haggling over prices. In certain instances 
mill stocks are becoming broken, and mixed 
ears are harder to obtain than they were 
In some cases sap gum is actually selling at 
$2@3 higher. Certain grades of oak and 
poplar are also less plentiful, and furniture 
factories are unable to get more than a car 
at a time of some items unless they will pay 
a premium for them. Oak flooring is 
stronger. Wholesalers say that curtailment 
of production has reduced stocks in the South 
and in the Appalachian regions as well, un- 
til even a small spurt in demand would pro- 
duce an acute scarcity and a price stiffen- 
ing. Actual sales this week are light, with 
prices unchanged for the most part. Furni- 
ture factories are making a few inquiries 
and there is some activity in specialty and 
holiday cabinet goods. 
moving, also small lots of dimension. Up- 
State and nearby yards are making hanéd- 
to-mouth purchases in the main. Export 
dealers are met with sharply competitive con- 
ditions, and prices offered are far from sat- 
isfactory. 


Memphis, Tenn. 


Southern Hardwoods.—Little activity has 
been noted during the last two weeks. Do- 
mestic demand continues slow, with a gooi 
demand coming from foreign countries, pat- 
ticularly England. Prices are unchanged, 
except for several items that are scarce 
Shipments have been rather heavy during 
the last few weeks, on orders previously re- 
ceived. 





with sales about 28 percent, and productio 
near 18 percent, of normal. Last week, evél 
in face of a Presidential election, there wa 


some increase in demand, or at least mor§ 


inquiries were received several 


weeks. 


Domestic demand has been coming from 
practically all consuming groups. Furniture 
manufacturers appear to have more orders 
than for many months, but their buying * 
spotted. The demand from automobile bod! 
manufacturers has shown some _ improve 
ment, some fairly good sized orders havint 
been received. The retail trade seems 1 
continue in the market, and there has bee! 
slightly better demand from flooring fat 
tories for flooring oak. In some sectiom 
there is a scarcity of flooring oak, and price 
are slightly better. There is but little de 
mand from manufacturers of sash, doors af 
interior trim. Purchasing by box and cratt 
manufacturers continues. 


than for 


Export sellers report an exceptionally go0 
business. Oak and ash are the woods i 
principal demand. Space on vessels scheé: 
uled for sailing during November is rapidl! 
being taken, because of the influx of order 
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for immediate shipment, or at least some- 
time during 1932, while rates are low. Ex- 
porters are enjoying lower rates than at any 
time since the War. Effective Nov. 7, rates 
to many additional ports were reduced. 
Glasgow rate is now 20 cents on heavy hard- 
woods, and 25 cents on light while Newcas- 
tle, Dublin, Belfast and Hull have been re- 
duced to 30 cents on heavy and 37% cents on 
light, according to the Phillips Forwarding 
Co. 

Imports.—J. H. Townshend, secretary-man- 
ager Hardwood Manufacturers’ Institute, in 
a recent statement said that a permanent 
tariff of $5 was necessary to stop the flood 
of foreign woods into the United States. He 
mentioned principally the imports from Rus- 


sia, Japan, Africa and South America, and 
showed their increase during the last few 
years. 


Buffalo, N. Y. 


Trade has continued quiet, for building has 
been in unusually small volume. Industrial 
buying of hardwoods has been small lately. 
Lumber prices at the mills are generally 
holding steady, but shingle prices are off 
somewhat on account of the smaller demand. 


has 
been quiet. Buyers will soon be winding up 
their year’s purchases, and will probably 
confine their buying to such stock as is im- 
mediately required. Prices on most items 
are holding about steady. 


Hardwood yards all report that trade 


Western Pines are in small demand, as 
new building is below normal. Prices are 
holding quite steady in sugar pine, as mills 
do not appear to have large stocks. 


The high duty is interfer- 
Some mills are willing to 
while others report that 
they are unable to do so. Now a new rul- 
ing, that less than one-inch thick lumber 
must pay the same rate of duty as lumber 
one inch thick or over, will prove an addi- 
tional drawback. Box mianufacturers are 


Northern Pine. 
ing with trade. 
absorb the duty, 
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ericas Lumber Centers 





either substituting other woods or are get- 
ting their stock from other sources. 
7 e 
Louisville, Ky. 
Southern Hardwoods. October business 


showed a little improvement as regards vol- 
ume, and just a little better prices were re- 
ported on some items, but November has 
started off rather slowly. Recent sales have 
been chiefly of low grades of poplar, gum 
and oak. Some plain and quartered sap gum, 
No. 1 red oak, and No. 1 common poplar, com- 
mon walnut, a little sycamore, and common 
ash also moved. Demand is almost all for 
inch stock, with an occasional order for 6/ 
and 8/4. Oak lumber is reported to be get- 
ting scarcer. One sales manager reported 
that he had recently handled a 4-car order, 
and also a 5-car, priced at $2 better than 
levels prevailing sixty or ninety days ago. 
Such business as is being handled is chiefly 
from the furniture trade, there being very 
little from the automotive or building indus- 
tries. 

Softwoods.—Cypress sales 
very well, but pine is not 
activity. 


are holding up 
showing much 


Minneapolis, Minn. 


Northern Pine.—Stocks at the Head of the 
Lakes mills are being steadily depleted, un- 
til they have reached the lowest point in 
years, if not for all time. Buying is still of 
the hand to mouth variety, with retail stocks 
low aS a consequence. Industrial demand is 
light. Prices remain firm at levels which 
have been effective for months. 





Millwork.—Sash and door manufacturers 
report that their chief business is in storm 
sash. There is little building in progress in 


the Twin Cities, most of the activity being 


confined to occasional repair and moderniz- 
ing jobs. Trade is quiet in the rural sec- 
tions. 

Northern White Cedar.—With highway 





Forest products loadings for two weeks 
ended Oct. 29 were about one percent 
lower than in preceding period.—See 
story page 34. 


Timber Conservation Board’s survey 
committee recommends further curtail- 
ment in production.—See story page 55. 


Lumber dollar has greater purchasing 
power than that used for buying other 
building materials—but lumber price 
trend changed to upward.—See story 
page 55. 


Treasury ruling that 6x6-inch pieces 
are “timber,” and not subject to $4 tariff, 
is protested by lumbermen, and is sus- 
pended for hearing.—See story page 47. 


Permanent tariff of $5 advocated on 
hardwood imports.—Memphis, Tenn. 


Canadian spruce producers stick to 
price, and continued inquiry shows that 
there are unfilled needs among buyers.— 
New York City. 


West Coast unsold cargo arrivals on 
Atlantic coast are of small volume and 
find prompt purchasers, but few orders 
go direct to mills.—Boston, Mass. 


Red cedar mills are catching up on 
orders and are curtailing —Tacoma and 
Seattle, Wash. 





Outstanding Developments in Lumber Markets 


Southern pine dimension and boards 
are a little weaker.—St. Louis, Mo. 


Industrial concerns are placing a few 
advance orders, but retail demand is off. 
—Kansas City, Mo. 


North Carolina prices are sustained by 
scarcity of stock and threat of rainy win- 
ter weather.—Norfolk, Va. 


Arkansas soft pine mills, large and 
small, now find orders for mattress lum- 
ber attractive, with other business off.— 
Warren, Ark. 


Northern pine stocks at Head of Lakes 
mills have reached lowest point in many 
years.—Minneapolis, Minn. 


Furniture plants are paying premiums 
for some scarcer items of hardwoods.— 
Cincinnati, Ohio. 


Hardwood orders are largely from 
furniture trade, with low grades and inch 
stock in poplar, gum and oak the best 
sellers.—Louisville, Ky. 


Trans-Atlantic rate reductions on hard- 
wood applies to additional ports—Mem- 
phis, Tenn. 


Hardwoods in larger demand at wood- 
working establishments in New York 
State and Pennsylvania.—Baltimore, Md. 
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C4 PORTLAND, ORE. C3 


YELLOW FIR 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 


Factory and Industrial Stock 
Fir Plywood 


SPRUCE CEDAR 
WESTERN PINE 
and HEMLOCK 


‘Sullivan 


Lumber©. 
PORTLAND, 
OREGON 








CAR SERVICE 
Order anything you need in: 


ALL 
FIR & HEMLOCK 
ITEMS 





Send us your orders and inquiries. 


Portland, Ore. 


STRAIGHT OR MIXED 


CEDAR SIDING 
SHINGLES 
CAR MATERIAL 


THE GRISWOLD LUMBER CO. 


MILLS AT: Carlton and Philomath, Oregon 
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for lumber, pulp, 
steel, pipe, tile, etc. 
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Portland, Oregon Seattle, Wash. 
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Barnum on 
Advertising 


The whole philosophy of 
life is, first ‘Sow,'' then 
That is the way 


the farmer does; he plants 


"Reap." 


his potatoes and corn, 
and sows his grain, and 
then goes about some- 
thing else, and the time 
comes when he reaps. But 
he never reaps first and 
This 
principle applies to all 


sows afterwards. 
kinds of business, and to 
nothing more eminently 


lf a 


man has a genuine article, 


than to advertising. 


there is no way in which 
he can reap more advan- 
tageously than by "'sow- 
ing" to the public in this 
way. He must, of course, 
have a really good article, 
and one. which will please 
his customers; anything 
spurious will not succeed 
permanently, because the 
public is wiser than many 


imagine. 


—P,. T. Barnum. 
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construction men speeding up work to ac- 
complish as much as possible before the ad- 
vent of winter, there is a good demand for 
large posts for guard-rail building. Other 
items are not in great demand, although 
prices continue low. Dealers say prospects 
for spring business are good. Few poles are 
moving. 

Retail.—Five hundred ten retail yards in 
the ninth Federal Reserve district sold 6,- 
484,000 board feet in September, as compared 
with 8,314,000 feet during the corresponding 
month a year ago. At 483 yards, stocks to- 
taled 60,992,000 feet, as compared with 63,- 
216,000 feet at the end of August, and 73,- 
002,000 feet at the end of September, 1931. 
At 510 yards, total sales in September 
amounted to $880,900, as compared with $759,- 
000 in August, and $1,228,700 in September a 


a Kansas City, Mo. 


Demand is sagging slightly, and produc- 
tion curtailment is reported by some of the 
smaller mills. The major mills are operat- 
ing at about the same rate, but curtailment 
is imminent. Shipments on old contracts 
have been active, but new business is scarce. 
Line yards have just about filled out their 
stocks sufficiently to give them low inven- 
tories at the close of the year’s business, 
consequently their buying was inclined to- 
ward dullness. Small orders for scattered 
shipment from now through the first two 
months of the new year were placed by a few 
industrial consumers, who apparently look 
for prices to go higher. Railroad business 
has dwindled to fill-in amounts. 

Southern Pine orders are decreasing. Pro- 
duction cuts recently were in the main by 
smaller mills, the major concerns feeling 
them unwarranted at this time. Only minor 
changes were made in mill lists. 


Western Pines keenly felt the slackening 
in demand. Mill representatives reported un- 
filled orders decreased sufficiently to make it 
imperative to readjust production schedules 


downward. Shipments were considerably 
lighter. 
Cypress upper grades remain dull, at 


steady quotations, and lower grades are sell- 
ing in fair volume at firm to slightly higher 
prices. 

Douglas Fir is meeting competition from 
other woods, but is selling in small, scattered 
lots. Prices have shown little change during 
the last few weeks. 

Oak Flooring sales are holding up well, at 
slightly higher prices, resulting from higher 
levels on rough flooring oak. Other hard- 
woods moved in diminished volume at steady 
quotations. The scarcity of building trades 
demand was particularly noticeable. 


St. Louis, Mo. 


Southern Pine representatives state that 
orders have been coming in slowly, for a 
number of dealers have stated that they are 
delaying purchases until after election. Rail- 
road and Government purchases continue in 
good volume. Industrial buying is at a very 
low ebb. Prices appear to be somewhat 
weaker on short dimension and No. 2 boards. 
Mill stocks are still badly broken. No. 2 
boards and shiplap, 8- and 10-inch, are $16.50 


@17 for small-mill stock: $17.50@19 for large - 


mill stock in random loading; specified load- 
ing in mixed cars, $18.50@19.50. No. 1 di- 
mension, 2x4-inch, 10- to 20-foot, is $17@18 
for small-mill stock; $20@21.50 for large- 
mill stock; 8-, 9- and 10-foot are offered more 
freely at $15.50@16. B&better flat grain 
flooring is $22.50@23 for small-mill stock; 
$24@24.50 for large-mill stock; straight cars 
of 10-foot stock are $20; 12-foot, $21.50; 16- 
foot and longer, $25@25.50. Bé&better ceil- 


ing, %x4-inch, is $20.50@21; 11/16, $24@ 
24.50; %-inch standard partition, $25.50. 


Bé&better car siding, 1x4-inch, 9-foot, is $24 
@25; 10-foot, $23@24; 12-foot, $25. No. 1 
common car lining, 1x6-inch, 16-foot, is $21; 
18-foot $24@25 for air dried stock; kiln dried 
stock, $2 additional. Bé&better drop siding, 
Ix6-inch, 10- to 20-foot, standard patterns, is 
$23@24. B&better finish S4S, 1x4-inch, $27; 
6-inch, $29; 8-inch, $27; 10-inch, $39; 12-inch, 
$50. All above prices are f. o. b. St. Louis. 

West Coast representatives report that re- 
tail demand is very light, but that there has 
been some increased buying by the railroads, 
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particularly in bridge material and car stock 
Prices are unchanged. : 


Hardwood representatives report a contip. 
ual increase in inquiry, and a better Volume 
of business being placed. Flooring mills are 
taking practically all the stock offered jp 
grades suitable for their use. Prices remain 
unchanged. Oak flooring factories report 
sales as very satisfactory, with prices now 
on the upward trend. 


Warren, Ark. 


Arkansas Soft Pine business has shown q 
slight decline during the last ten days, but 
October shipments average 10 to 15 percent 
ahead of those for October, 1931. Average 
prices were materially lower, and though 
production cost is lower also it has not been 
proportionately reduced. The large quantity 
of mattress lumber purchased during the 
last twenty days has helped hold shipments 
up. Prices average about $16, mill. This 
price is prompting a number of small operg- 
tors to start cutting it, and has also induceg 
some of the larger mills to take on orders 
which they had passed up heretofore. Large 
mills are holding their production to 40 per. 
cent or less of capacity, and, with shipments 
exceeding production, their inventories are 
being further reduced and assortments fur- 
ther broken. Several mills report being over- 
sold on 3-inch B&better flat grain flooring, 
while 1x12-inch 10- and 20-foot Nos. 1 and 2 
are not available at several mills. This also 
applies to 20-foot No. 2 shiplap in both 8- and 
10-inch, and 1x4-inch, 20-foot in Nos, 2 and 3, 
Mixed orders calling for these items are 
being declined, and retailers are experiencing 
more difficulty in placing difficult assort- 
ments. 

Hardwoods—Dry stocks have moved fairly 
well during the last fifteen days, particu- 
larly dry flooring oak, stocks of which have 
about been cleaned up in this immediate 
section. There is a general scarcity of red 
oak flooring stock, and some flooring plants 
have been actively in the market for it. 
Sound wormy oak has been the slowest item 
to move, but several sales have recently 
been reported. Specialty departments of 
large planing mills are busy. Mills report 
a fair order file for specialty stock. Some 
of the small mills are filling special orders 
for railroad material, largely crossing plank, 
cross ties and switch ties. The railroads are 
now buying some pine and gum ties, al- 
though prices are too low to warrant any 
quantity being produced. A larger supply of 
hardwood logs has recently been accumu- 
lated than at any time this year, for ideal 
logging weather prevailed. 


Norfolk, Va. 


North Carolina Pine demand was very 
light during October, but during the first 
days of November there has been a little im- 
provement, as yards are now being forced to 
replenish their stocks. There has been evi- 
dent a weakness in one or two items, al- 
though many mills are refusing to quote 
lower on these, and the market in general ig 
holding firm, because there is very little 
available of the popular items. The weather 
from now on is going to play a large part 
in curtailing production. 

Higher Grades— Demand has decreased. 
The mills have not much stock to offer, and 
most large operations are short of 10- and 
12-inch, which are popular, and have been 
buying these widths from small mills so as 
to ship on orders. There has been some sale 
for 4/4 No. 1 common in stock widths. Quite 
a bit more of 8/4 and thicker B&better could 
be sold, but few mills care to cut and dry 
this regularly. 

Shed Stock—The large planing mills re 
port some new business for flooring, ceiling, 
moldings etc. every day, but the total is not 
large. The price on flooring and partition is 
being upheld very well, and also on kiln 
dried roofers, but the price on air dried 
roofers has weakened, 6-inch having beet 
bought at $8 f. o. b. cars Georgia Main Line 
rate. 


Box—Northern box makers are not making 
many purchases, either in rough or dressed 
and resawn. However, southern plants aré 
buying all the good air dried edge box they 
can at today’s nrice, and are also after some 
stock box. When they can not find good 





air dried, which is scarce, they are purchas- 
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ing kiln dried, provided the oe and 8-inch 
widths are included and the price is right. 
Yards are also coming in the market for 
more rough stock box, and this one item is 
hard to buy, because so many small mills 
have been shut down. There is also some 
demand for 4/4 No. 2 stock box, dressed. Box 
park strips, 4/4 rough, are hard to find and 
the demand is picking up, as well as in- 
quiries for dressed box bark strips. 


Jacksonville, Fla. 


southern Pine inquiries and orders for do- 
mestic shipment have been slow. The rail- 
roads from the North have been buying 
small lots of car material, but prices have 
been low, for many mills have small logs 
that would have to go into shed stocks if 
other small sizes were not in demand, and 
shed stocks are moving slowly. Some larger 
size stuff is in demand for northern roads, 
and southern roads are almost out of the 
market, the only stock moving to them being 
en old orders, shipment having been delayed 
py excessive rains. Prices on domestic trade 
have held up fairly well, though their tone 
is not quite as firm. Export business has 
been very active. New orders are coming 
mostly from Porto Rico and South America, 
with scattering schedules from European 
countries. The larger mills are loading 
barges and vessels daily for shipment south. 
slight 


Cypress inquiry has shown a very 


Truck Logging 


PorRTLAND, OreE., Oct. 22.—The greater part 
of the field work on the motor truck logging 
study of the Pacific Northwest Forest Experi- 
ment Station has now been completed, accord- 
ing to Thornton T. Munger, director. The 
purpose of this investigation, one of a series 
of logging studies conducted by the Forest Serv- 
ice, is to bring out the advantages and disad- 
vantages of the motor truck in logging, and to 
determine the cost of hauling as well as the 
conditions of road, size of load, and other fac- 
tors contributing to its limitations. During 
the last two months, E. F. Rapraeger, of the 
station, has obtained data relating to costs and 
methods from a large number of motor truck 
loggers in both Oregon and Washington. 


Suits Small Per Acre Log Cut 


It was found that in some districts the saw- 
mills are largely dependent on trucks for their 
supply of logs. In Coos and Curry counties, 
along the south Oregon coast, for example, a 
large part of the logs were hauled by motor 
trucks during the last season. In this district, 
tree selection is practiced, Port Orford cedar 
being removed from the woods, while associated 
species are left standing. Because of the low 
volume removed per acre, and the inaccessi- 
bility of many tracts from a railroading stand- 
point, trucks have found considerable favor 
among the loggers. In general, where the vol- 
ume removed per acre is small, or the stand 
is isolated with respect to other timber, motor 
truck hauling has proved adaptable—provided 
the operation is within reasonable distance of a 
highway. 


Truck Logging Minor Factor in Fir 


In the Douglas fir region, logs from 
motor truck operations have represented from 
5 to 8 percent of the total output during the 
last four or five years. In the Puget Sound 
district, during the last year, truck loggers pro- 
duced from 12 million to 15 million feet of logs 
a month during a 6-month hauling season. Ac- 
cording to E. H. Meiklejohn, of the Loggers’ 
Information Association, this volume of logs 
Tepresented about 6 percent of the total annual 
output in the district. Two of the largest truck 
Operations in western Washington are those 
of the McCleary Timber Co., operating near 
Olympia, and the North River Logging Co., 
operating between Raymond and Hoquiam. Each 
has about 150 million feet of timber, largely 
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increase, being principally for mixed lots for 
retail yards. Inquiry for other than yard 
stocks is scattered. Some inquiry is made 
for tank stocks, but little business has de- 
veloped, as no concessions are being made, 
in tank or other items. 


Hardwoods fared better the last two weeks, 
increased inquiry and orders coming from 
the furniture trade. The mills feel that the 
gains will warrant a slight increase in price 
on some scarce items. Flooring manufac- 
turers are buying white and red oak with 
more regularity. Ash has also been in bet- 
ter demand, with inquiries fair. Export 
orders are somewhat better, but recent in- 
quiry does not indicate continued improve- 
ment. 





Hymeneal 


McCRAY-ASBURY—Harry C. McCray, vice 
president H. B. McCray Lumber Co., Kansas 
City, Mo., son of H. B. McCray, president of 
the company, and Miss Jeanette Asbury, of 
Higginsville, Mo., were married Nov. 5 in 
Kansas City, Kan., it was disclosed here 
today. Relatives of the couple were not told 
of the ceremony until Mr. and Mrs. McCray 
had returned to Higginsville, after attend- 
ing the University of Kansas-Notre Dame 
football game in Lawrence, Kan., last Satur- 


day. Mr. McCray was graduated from the 
University of Missouri in 1922, and Mrs. 
McCray from the same institution in 19253. 


She is a member of the Pi Beta Phi Sorority 
Mr. McCray is a member of Delta Tau Delta. 


in Pacific 
Northwest 


Douglas fir, which will be hauled by motor 
trucks. 

Truck logging activity in the pine region of 
Oregon is largely centered near Medford, near 
Bly, and near Lakeview, in the southeastern 
part of the State. At Lakeview, both the new 
Woodcock mill and the DeArmond sawmill are 
supplied by motor trucks. In addition, five 





This truck hauls 3,500 board feet of Port Orford 
cedar logs down a mountain road near Myrtle 
Point, Ore., one section of which averages 20 
percent, for a distance of a mile and a half. 
Vacuum booster brakes are used, cooled with 
water flowing from tank above last set of wheels 


portable mills near Lakeview have the logs 
trucked to the mill, the seasoned lumber later 
being hauled to Lakeview for rail shipment. 
Other well known truck operators in eastern 
Oregon are the Kinzua Pine Mills, at Kinzua, 
and the Grande Ronde Pine Co., at Pondosa, 
near Baker. Each operation trucks about 80 
thousand feet of logs a day to the sawmill. 


Ils Instrument of Small-Scale Producer 


Since 1913, when the first motor trucks were 
used in log hauling in the Pacific Northwest, 
their use has undergone a steady expansion in 
Oregon and Washington. During the last two 
years, several large operations have seen fit to 
adopt motor trucks because of economies ef- 
fected in their transportation system. Never- 
theless, in the past and more or less up to the 
present day, the motor truck has been the in- 


51 
Readjustment Plan Worked Out 


Kansas City, Mo., Nov. 7.—A readjustment 
plan has been worked out by the bondholders’ 
committee of the Dierks Lumber & Coal Co. of 
Kansas City, now in receivership, and copies 
of the plan were mailed this week to holders 
of first mortgage sinking fund gold bonds of 
the company. Holders of the bonds were urged 
to make prompt deposit with the bondholders’ 
protective committee. The copy of the plan 
carries the approval of the company, its prin- 
cipal subsidiaries, the Choctaw Lumber Co. and 
Pine Valley Lumber Co., and their principal 
creditors and stockholders. 

The readjustment plan outlines the pledging 
of additional security; extension of bonded in- 
debtedness so that all will mature December 
1, 1942; no reduction in interest rate; inter- 
est until June 1, 1935, on an income basis, 
cumulative, which will be paid out of the earliest 
income available; regular interest thereafter, 
payable semi-annually; and payment to the 
bondholders of a premium of 10 percent at ma- 
turity or prior redemption of their bonds. 

There are $6,500,000 outstanding of the first 
mortgage sinking fund gold bonds. The con- 
solidated balance sheet of the companies as of 
May 31, 1932, lists current assets of the com- 
pany at $1,888,331 and total current liabilities 
ot $502,538. 


Subject of Study 


strument of the small-scale operator. The out- 
put of these small operations has not increased 
during the last two years, but neither has their 
decline followed the decline generally shown in 
log and lumber production, and in other fields 
of activity. The experience of other lumber- 
ing regions indicates that the small operator 
will always be a considerable factor in log 
production, his operation generally being in the 
isolated timber stands, which are economically 
inaccessible to the logging railroad, but not 
to the logging truck. At the same time, large 
scale operations may be expected to supplement 
their logging railroad with a fleet of motor 
trucks, using each means of transportation 
under the conditions for which it is the most 
practicable. 


Increased Use Depends on Road Extensions 


At the present time, motor truck logging is 
largely confined to timber stands adjacent to 
some existing transportation system. Market 
conditions are such that timber can not be har- 
vested where a considerable investment for 
road construction and maintenance is necessary. 
As a result, some motor trucks are loaded di- 
rectly on the highway, others go back in the 
woods for a distance of a mile or two, but 
seldom over four or five miles, unless there is 
a large body of timber in which roads can be 
built at a low cost. Under favorable conditions, 
road costs in the Douglas fir and pine regions 
are in the neighborhood of 20 cents a thousand 
board feet, while under more adverse conditions 
the cost may be as high as 60 cents. Upon the 
improvement in log prices, a greater margin will 
be available for road construction, with the 
result that many isolated stands now economi- 
cally inaccessible will be hauled by motor 
trucks. 

The report on the truck logging investiga- 
tion will be completed by the end of the year, 
and the results disseminated as a part of the 
informational program of the Experiment Sta- 
tion. 





THAT ROLLING sTocK on the railroads is 
rapidly deteriorating is indicated in a report 
of the American Railway Association that on 
Oct. 1 class I railroads had 262,153 freight 
cars in need of repair, or 12.4 percent of the 
number on line. This was an increase of 8,545 
cars above the number in need of repair on 
Sept. 1. . ree 


e.*vese 











AMERICAN LUMBERMAN 


November 12, 1939 





| CHICAGO 








Klin Dried 


and Air Deiea ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


We represent Nicola Pine Mills, Led., Merritt, B. C. 
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Builders’ Commercial Agency 
ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Coak County dealers 
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Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 
OF NEW YORK 


Sli Locust St. 220Se.StateSt. 537 Mer. Exch. Bidg, 
St. Louis, Me. Chicago, Il. San Francisco, Cal. 
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Oscar A. Spear, president and general man- 
ager Smoot Lumber Co., Provo, Utah, and for- 
mer president Western Retail Lumber Dealers’ 
Association, has been elected a director of the 
Utah Power & Light Co. 


Dudley M. Pattie, Kansas City, Mo., district 
manager for the Wood Conversion Co., re- 
turned last week with the definite knowledge 
that he is to be transferred to Cloquet, Minn., 
where promotion makes him assistant to the 
general manager. 


Leon and Morris Kleiner, brothers, who have 
extensive retail lumber yard operations in Ta- 
coma, Wash., find themselves occupying more 
or less competitive roles this month. Both have 
been nominated for election to the board of 
directors of the South Tacoma Kiwanis Club. 


P. P. Joyes, W. P. Brown & Sons Lumber 
Co., Louisville, Ky., has been named by New- 
ton D. Baker, chairman of the national organi- 
zation for the mobilization of welfare and re- 
lief funds, as one of three men to serve on a 
special committee to enlist business men’s co- 
operation. 


Bruno Arps, manager of the Arps Corpora- 
tion, New Holstein, Wis., has gone to Lake 
City, Fla., to study a business expansion project 
looking to the adaptation of the snow automo- 
bile manufactured by his firm, for use in the 
southern lumber industry. The proposal con- 
templates the hauling of logs in mud. 


. O. Swanson, commission lumberman of 
Seattle, called East to Denver, Colo., by the 
illness of his father, left the city Oct. 9 and 
was present when his father passed away Oct. 
25. Illness of his mother has prolonged his 
stay. Mr. Swanson was Seattle representative 
of McPhee & McGinnity for a number of years. 


Miss Alice Swan, daughter of Mr. and Mrs. 
O. T. Swan, Oshkosh, Wis., who is a sopho- 
more at Rollins College, Winter Park, Fila., 
has been elected associate editor of “The 
Flamingo,” the Rollins literary monthly maga- 
zine. Mr. Swan is well known as secretary 
of the Northern Hemlock & Hardwood Manu- 
facturers’ Association. 


A. H. Landram, sales manager St. Paul & 
Tacoma Lumber Co., Tacoma, Wash., and 
S. M. Morris, vice president Long-Bell Lumber 
Co., Longview, Wash., have just been re-elected 
to 3-year terms as directors of the Mount 
Rainier National Park Co., which operates 
hotels, lodges, inns, motor bus lines and other 
concessions at Mount Rainier National Park, 
in Washington. 


Tacoma lumbermen will play an important 
role in advising the Washington State legisla- 














GET THE FACTS-- 
FROM THE BLUE BOOK 


BLUE BOOK credit facts are the “partners” of hundreds of lumber executives and 
credit managers in all branches of the trade. 

Before that order is accepted you too may have the facts on the responsibility of 
your customer by having the big BLUE BOOK on your desk for ready reference. 


It costs so little to have the industry’s own service at your command as a measure of 


safety. You can’t afford to guess. 


The Lumbermen’s Blue Book, Ine. 
The Industry’s own service. Write for special offer. 


323 South Franklin Street, CHICAGO 


Eastern Office 


Grand “ertral Terminal Bldg.. NEW YORK CITY 


Western Office 
465 Stuart Bidg., SEATTLE, WASH. 





ture when it meets in January, as to the best 
means of assisting counties and cities in reliev 
ing unemployment distress. Five of them h; 
been named on a Tacoma Chamber of (C, 
merce legislative advisory committee for t 
purpose. They include C. S. Chapman, J. &. 
Dickson, Lee L. Doud, Maj. E. G. Griggs ay 
Ralph Shaffer. 


E. J. Calloway, vice president Wheeler, G 
good Co., door and veneer manufacturer, + 
been elected treasurer of the Union Club ¢ 
Tacoma, Wash. J. G. Dickson, vice preside: 
and general manager of the Pacific States Lun 
ber Co., has been elected to a 2-year term ; 
the board of trustees of the same organizatic 
and Charles Ingram, assistant general manag 
of the Weyerhaeuser Timber Co., has be 
chosen a trustee for one year. 


Recent visitors to Buffalo, N. Y., lumh 
offices included: N. H. Morgan, New Yo: 
representative Shevlin Pine Sales Co.; Jam 
A. Pray, Rochester, N. Y., representing Pacifi 
Atlantic Lumber Corporation, New York 
Wayne E. Huson, New York, representin 
Kinzua (Ore.) Pine Mills Co.; J. E. Hurley 
sales manager, Southern Lumber Co., Warre: 
Ark.; Kilburn Moore, president Califorr 
Door Co., Diamond Springs, Calif.; and J. . 
Lowe, New York representative of that com 
pany; L. C. Myers, chemical division E. L. 
Bruce Co., Memphis, Tenn. 





Important Notice When Changing 
Address 


In his continued effort to maintain service 
at the Chicago Post Office up to the highest 
standard possible, Postmaster Arthur C. Lueder 
has sent out notices calling attention to the 
importance of supplying the postoffice with cor- 
rect information as to new addresses. In his 
notice, he said: 

Mail directed to you at your old address 
now requires rehandling, and may not reach 
you as promptly as correctly addressed mail. 

You can expedite delivery of your mail by 
giving your new address at onceto your cor- 
respondents, and to publishers of your maga- 
zines and other periodicals. 

Convenient mailing cards (Form 22-B) are 
furnished by the post office upon request. 
Send one to each of your correspondents, 
publishers, banks, lodges and clubs, and cor- 
rect your printed stationery to show your 
new address. 


Chicago Wholesalers Compare 
Notes 


It pays to advertise. That was proved, Mon- 
day, to the members of the Chicago Wholesale 
Lumber Association. Secretary Al Ruth had 
been busy with the pen and had sent post cards 
to several men, and the result was a roomful 
at the usual noon luncheon. : 

Trade was more brisk in September than in 
August, the roll call developed, and better m 
October than in September, but these first few 
days of November, the “dog days” before elec- 
tion, the drop has been very sudden and wide- 
spread, with customers inclined to talk politics 
instead of lumber. It was agreed that after 
the election business will go ahead again. “No 
matter who is elected President,” said one, 
“business men will be loyal to him and do all 
that can be done, and whoever is elected, peo 
ple will still need the same things.” 

The men were especially interested in the 








report of W. A. Brown who, speaking of the | 


trade of the Underwood Veneer Co., said that 
it has a good volume of sales, a volume propor- 


tionately three times as heavy as that of lum- 
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ber. It is the better grades of birch veneer 
and panels that the trade is buying, he said. 
Asked if this seemed to indicate a drift from 
lumber to veneers, he replied, “No, I don’t 
think so. It is going to the same people who 
always have bought it.” The product is finding 
an increased sale to retail yards, for the benefit 
of the home owner who does his own carpen- 
try work. ; 
President E. A. Thornton presided. 
—_—_—_—_—_—_—_—_—_—_ 


« Plays and Designs Violins 


{) 

“BALTIMORE, Mp., Nov. 7.—There are doubtless 
nany lumbermen with a hobby, but it may be 
yestioned if any of them have developed as 
iteresting ones as Joseph D. Virdin, of the 
‘anton Lumber Co., Baltimore. With Mr. Vir- 
in, music has become a real passion, to which 
‘the devotes all his spare time. For years he 
&ng tenor frequently in church choirs, and later 
felt called upon to develop vocal talent wherever 
iscovered. His activities in the field of mu- 
i have, however, centered largely upon the 
jolin. His wide reading on this subject led 
4m to try his hand at designing three instru- 
ents wherein the lines of Stradivarius have 
erved as a guide, and these designs he has 
vad worked out by one of Baltimore’s violin 
aakers with much satisfaction to himself and 
jis friends, and he has even concentrated upon 


‘development of a varnish that shall bring out 


jhe tone to resemble that of ancient instru- 


ments. 
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_Lumbermen Take to the Air 


Tacoma, WasH., Nov. 5.—Making the round 
trip by airplane, seven prominent Puget Sound 
lumbermen attended a meeting of the Northern 
Wholesale Lumber Association of California, in 
San Francisco, this week. They made the trip 
in a United Air Lines plane, leaving Tacoma 
Oct. 30 and flying to San Francisco in seven 
hours. They returned here Nov. 1. The party 
included A. H. Landram, St. Paul & Tacoma 
Lumber Co., Roy Sharp, Mountain Lumber Co., 
and Donald Doud, Defiance Lumber Co., Ta- 
coma; E. C. Stone, Stimson Mill Co., Guy 
Smith, McCormick Lumber Co., Alvin 
Schwager, Nettleton Lumber Co., Seattle; and 
R. A. Clarke, Bloedel Donovan Mills, Belling- 
ham. 





Utilization Director Injured 


WASHINGTON, WaSH., Nov. 7.—Axel H. Ox- 
holm, director National Committee on Wood 
Utilization, Department of Commerce, has been 
returned from hospital here following an injury 
which threatened loss of vision in one or pos- 
sibly both eyes. Practically complete recovery 
is hoped for by surgeons. The injury resulted 
from Hallow’een rough pranks of neighborhood 
boys, against which Mr. Oxholm had gone on 
his front lawn to remonstrate. One boy threw 
a piece of soap which struck Mr. Oxholm’s 
glasses, driving splinters into the eyes. Mr. 
Oxholm, from the operating room, exonerated 
the lad. 


Motor Power News 


Truck Engine Is Designed for 
Economy 


Marked economy 
by a new truck engine, which 
greater torque and horsepower per cubic 
inch of displacement than any other truck 
engine in its class. This has just been in- 
troduced by the General Motors Truck Co., 
Pontiac, Mich., and is hailed as an outstand- 
ing development in the field of truck en- 
gineering. The engine is said to be the only 
one of its displacement developing such a 
high torque and horsepower. It has 6-cylin- 
ders of 400 cubic inches displacement, de- 
veloping 296 foot pounds of torque over a 
speed range of from 800 to 1,600 r.p.m., and 
112% brake horsepower at 2,800 r.p.m. 
Through this high torque, maintained over 
a wide speed range, less gear shifting is 


is effected 
develops 


of operations 


required, and greater performance is ob- 
tained. 

Smoothness of operation is particularly 
marked in this engine, for statically and 


dynamically balanced counterweighted crank- 
shaft with harmonic balancer serve to remove 
vibration. The engine will be used in trucks 
of from five to seven and a half tons ca- 
pacity. This 400-cubic inch engine is of the 
Overhead valve type, which has proved so 
Successful in all other G.M.T. engines. The 
combustion chambers are dome-shaped to 
bring about the most perfect combustion, 
and intake valve openings have Venturi type 
throat, which gives a greater increase in flow 
of the explosive mixture than is found with 
conventional construction. Pistons are con- 
Structed of special heat-treated aluminum 
alloy, with floating piston pin. 

A reduction in value seat pound is at- 
tained by one of the outstanding among the 
many improvements—the use of Stellite faced 
exhaust valve seats. These seats are of the 
threaded, removable type, consisting of an 
outer shell of special alloy steel, faced with 
Stellite; installed by the use of dry ice. The 
excellent wear-resisting characteristics of 
these seats reduce the need for value adjust- 
ment to a minimum. In coach operation, 
engines with sich: vaive seats have operated 
nearly a quarter of a million miles a year 
without any appreciable amount of wear. 


Another feature, proved through long oper- 
ation in coach-type engines, is the regulator 
which insures a constant temperature of the 
oil in circulation during operating periods. 
This oi] temperature regulator serves as an 


oil cooler under continuous high-speed driv- 
ing, and as an oil heater when the engine 
is started, by transferring heat of the warmer 
radiator water to the cold oil, thus aiding 
the flow of oil to the engine bearings. Lu- 
brication to all moving parts, including pis- 
ton pins, is maintained through full pressure 


lubrication. 
a 


Stationary Power Furnished by 
"Caterpillar" on Skids 


For portable, semi-portable and stationary 
applications, a Diesel engine of 88 horse- 
power, or gasoline engine of 36, 48, 63 or 87 
horsépower, is now offered by the Caterpillar 
Tractor Co., of Peoria, Ill. The “Caterpillar” 
Diesel engine is of revolutionary type, and 
in severe tests has proved that it is a highly 
economical power plant. The other engines 
are those used to power “Caterpillar” gaso- 
line tractors, which by the scores of thou- 
sands have convincingly demonstrated their 
ability to stand up to the most grueling 
heavy-duty service to which any power unit 
can be subjected. On jobs that require great 
lugging ability, these engines perform 
smoothly and uninterruptedly, and govern 
responsively, because they have been pro- 
gressively engineered to do the toughest 
work in the world. 

To fit these powerful engines for use as 
portables, semi-portables or stationary units, 
they have been mounted on steel skids, and 
neatly enclosed with a louvered hood— 
engine, radiator,.fuel tank and clutch all 
being compactly grouped. 

Specified information as to the performance 
of these units has been prepared by the 
manufacturer. It supplies folders showing 
curves for the brake horsepower, torque in 
foot pounds and fuel consumption for the 
complete engine including all such acces- 
sories as fan, water pump, air cleaner and 
governor. The maximum continuous operat- 
ing speed in revolutions per minute is stated 
for each engine, and the maximum speed 
practical for any specific service will be 
stated by the company on receipt of request 
for information from a prospective user. 

Folders, containing complete specifications 
for these engines, with dimension drawings, 
and the performance graphs mentioned above, 
will gladly be mailed by the company to any 
lumberman who wishes to figure out what 
unit best meets his needs. 
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Rail transportation is America's sec- 





ond largest industry. Its future is 





being jeopardized by unregulated and 





subsidized competition. This country 





cannot be prosperous without pros- 





perous railroads. If you will see that 





your shipments move by rail you will 





assist in developing prosperity. 





WIER LONG LEAF 


LUMBER COMPANY 
HOUSTON 
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Timbers 
Lumber 
Lath and 
Shingles 


For our high grade dressed stock— 
“Ask the Wholesaler" 


The Alger-Sullivan 


Lumber Co. 
CENTURY, FLORIDA 

























Dependable Wire Rope 


The one red-strand in Hercules 
Wire Rope is our guarantee that 
it isa product of the highest qual- 
ity. That it is a dependable and 
economical logging rope has been 
proven by its years of service in 
that field. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver 


San Francisco 

















Movement Limited to 
Spot Requirements 


[F. J. Caulkins] 

Boston, Mass., Nov. 7.—The New England 
movement of lumber has been limited strictly 
to spot requirements, with buyer and seller mark- 
ing time. There have been few price changes 
of importance during the last fortnight, and 
those tew are found chiefly in lath and shingles. 

West Coast Fir and Hemlock—Cargo re- 
ceipts continue in small volume and yard re- 
quirements are below normal. For the first 
ten months of the year, cargo receipts have 
averaged 5,774,685 feet less a month than dur- 
ing last year, and all offerings of unsold parcels 
have found prompt purchasers at or very close 
to current wholesale quotations. Mill-order 
bookings are negligible. Shippers are not in- 
clined to crowd the market, so there is nothing 
in the nature of “distress” parcels in sight. Re- 
ceipts at all Boston docks in October totaled 
7,997,283 feet, compared with 7,913,217 feet in 
September, and 17,124,804 feet in October one 


year ago. The ten months total this year is 
76,044,421 feet against 133,791,270 feet in the 
same period one year ago. Price gains at 
the mills during the last three months are 
still holding, and the Conference freight rate 
of $10.56 continues to rule There have been 
no material changes in Boston prices f. o. b. 
dock or on cars Small sizes of fir scantling 
2x3- and 2x4-inch are uniformly quoted at 
$16 off page 12% of the West Coast manual, 
but parcels of hemlock in these sizes have 
sold at this figure, though hemlock should 
sell at fully 50 cents under fir The 2x6- to 
12-inch sells at $16.50 off. and the larger 
timber sizes at $17 off: hemlock at 50 cents 
lower. 30ards are steady in price but slow 
of sale at: No. 1, $17.50@18; No. 2, $16.50@17; 
No. 3, $14.50@15.50 These prices call for 
square edge board dd 50 cents if dressed 
and matched. 

Eastern Spruce—Retail orders have been 
in small volume and limited strictly to cur- 
rent requirements Very close to 50 percent 
of the spruce moving from yards is for re- 


pairs and remodeling. Industrials have bought 
more freely of box andcrating stock. Many of 


the larger sawmills in Maine and eastern 
Canada have shut down for the winter, with 
good assortments. The “firm price” quota- 
tions continue, with the dimension base at 
$32. For random sizes, 2x3- and 4-inch, the 
uniform price is $23; 2x6-inch, $24; 8-inch, 
$26; 10-inch, $31; 12-inch, $34. For random 
covering boards there is a limited demand at 
$23.50, while dressed and matched 6- and 
7-inch sell at $25@26 

Hemlock—The outlet for eastern and 
northern dry clipped boards is limited, largely 
because of the lower price range at which 
West Coast stock is offered. A good run of 
12-, 14- and 16-foot clipped boards sells at 
$21@22, with random widths and lengths $1 
to $2 lower. 
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Lath and Shingles—Narrower slab lath are 


quite steady at $3.75, Boston rate, but 1%- 
inch size is a trifle easier, with few sales 
reported at better than $4.25. For West 
Coast red cedars, price levels have shifted 


rapidly of late. For all-rail carload orders, 
current Boston quotations are $3.29 per 
square for the 16-inch XXXXX and $3.64 for 


the 18-inch Perfections. The waterborne 
shingles have held their price ground, with 
16-inch XXXXX No. 1 at $3.10, and No. 2 
at $2.75, while the 18-inch Perfections hold 
at $3.40. Holdings at the Boston terminals 
are nil, and all parcels afloat are sold well 


in advance, 

Maple Heel Stock—Most wood heel plants 
are either closed or curtailed. There are 
still occasional sales as low as $62.50 and as 
high as $75, and one sale was made at $55, 
but the feeling is that this order can not call 


for standard clear stock. 

Pine Boxboards—The eastern mills are 
going into the winter with smaller stocks of 
unsold native pine box, and with smaller 
prospective output, than at any similar 
period in recent years. Current quotations 
for inch round edge box range from $14 to 
$18, delivered at Boston points, with square 
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edge at $22.25. 


Notes of New England Firms 

The New England branch of the Century 
Wood Preserving Co., at Boston, with treat- 
ing plant and yards at Nashua, N. H., was 
host on Oct. 14 to one hundred members and 
guests of the New Hampshire Lumbermen’s 
Association, the occasion being the quarterly 
meeting of the latter in the clubhouse at 
the Nashua plant. The Century company 
made a panorama photograph of the entire 
group, lined up in front of the clubhouse, 
from which it has made a halftone repro- 
duction 7x24 inches, and has mailed a com- 
plimentary copy for framing to each partici- 
pant. 

The big 2-band spruce sawmill of the 
Madawaska Co., at Van Buren, Me., was shut 
down for the winter on Nov. 1. A good stock 
of dimension sizes has been assembled, from 


which to make prompt shipment during 
the winter. 
The Friend Lumber Co., retail dealer at 


Medford, Mass., and operating a branch yard 
in East Wareham, on Cape Cod, has pur- 
chased the lumber yard section of the plant 
of Otis Allen Co., in Lowell, consisting of 
100,000 square feet of land, a brick and stone 
building, and several lumber sheds on Mt. 
Vernon and Rock streets. It is understood 
that the Allen company will retain and oper- 
ate its Kyanizing plant. 

Following a meeting of creditors, 
Watertown (Mass.) Lumber Co., retail dealer, 
on Oct. 26 made an assignment to Attorney 
Silverman; Thomas Olson, of Worcester, and 
Cc. H. Chenoweth, of Newton. This is one of 


the 
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NEW ENGLAND LU 


the older yards in the Boston  distrigt. 
founded by the late Royal Gilkey, and solq 
by him to Mr. Sprague, who in turn sold it 
to the present owners about twenty-five 
years ago. 

Effective Nov. 1, Ernest Ross succeeded 
Hugh Mackay as manager of sales for the 
Fraser Cos. (Ltd.), and will be stationeg 
at its general sales office in Montreal. 

Albert Titcomb, veteran hardwood sales. 
man, who has been confined to his home ip 
Newburyport, Mass., by illness more than 
two years, suffered recently from a _ mild 
form of shock. His son Daniel Titcomb js 
the New England sales representative of 
Plunkett-Webster Co., of New Rochelle, N. y 


Improvement in Some Lines 


New York, Nov. 7.—It is fairly apparent 
that the slow trading of the last two weeks 
has not caused prices and volume to recede 
below the level they were at just before the 
little boom of a few weeks ago. In some lines 
a distinct, but slow, improvement can be noted, 


Eastern Spruce bid and _ offered prices 
show great variation. The Canadian mills 
are holding to their firm price basis, and 
continue staunchly to stick to a price that 
is some $5 above what the buyers want to 
pay. The fact that only a very few of the 


inquiries disappear from the market is heart- 
ening to the sellers. 

Douglas Fir volume is small, but prices 
continue to show a little profit to the handler 
and to the mill. Industrial business is a 
little heavier. 


Western Pines volume is fair. There have 
been no recessions in Ponderosa or Idaho 
pine quotations in the last few weeks, and 
orders continue to deplete stock little by 
little. 

Southern Pine business is coming in little 
driblets. There are no big orders from rails, 


industrials or yards, but all three groups are 
doing a little buying, and prices are holding 
their own nicely. 


Hardwoods are in a state of suspension in 
this market, pending international develop- 
ments. At the sign of a more favorable ex- 
port demand, there should be a big stimula- 
tion of domestic buying, as local users at- 
tempt to stock up at present low prices 


Baltimore, Md. 


Pine-—T he 





market has 
the better, 
and orders 


North Carolina 
shown some slight change for 
with inquiry rather more active 
coming out with greater frequency. These 
demands, however, usually involve small 
quantities only, for shipment immediately. 
Price gains 
items are being maintained. 


Stocks on the 
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WHOLESALE LUMBER 


Established 1889 


Springfield 3-5184 





PLywoop WALLBOARD 
Non-Shrinking—Non-Splitting 
100% USABLE 
The All Wood Wallboard (Douglas Fir) 


Available in mixed or straight cars or from 
storage at Lynn, Mass., and Springfield, Mass. 


Dust-Proof, Bundled — Regular Wallboard Sizes 


Carlos Ruggles Lumber Co. 


SPRINGFIELD, MASS. 


Telephone your orders and inquiries at our expense 

















We have a complete line of 
books that you need to make 





Books for Everybody 


LOGGERS, WOODSMEN, 
SAWMILL OPERATORS, 


RETAIL LUMBERMEN, 
WOODWORKERS, 
CARPENTERS, 
ETC., ETC. 


your business profitable. 





WRITE TODAY FOR CATALOG 
American Lumberman, 431 So. Dearborn St., Chicago, Ill. 




















in roofers and one or two other §& 








F 
2 
E 
Ve 
eet 
‘ee 
& 
bie 
& 




































Novem 


wharv 
Geor 
down 
portan 
Cyp! 
among 
to hok 
Guif s 
offerin 
active. 
Dou: 
ever, ! 
keep ¢ 
Har 
be no’ 
larger 
in par 
Penns 
come 
provet 


App 
b 


Of 
a heat 
gressi 
James 
was h 
and pi 
specifi 
saving 
total 
to be 
rials 
for th 
troduc 
mana 
ers’ A 
the R 
C. A. 
also « 

The 
wisdo 
of CO} 
to de 
terial: 
total 
speci 
Ordir 
allott 
ment: 
propr 
much 
seque 
more 
that | 
as is 
ota 

admi 
incen 
more 
exper 
For 
tion 
for : 
const 
ernm 
paral 
ticul: 
and 
TI 
recor 
fee | 
pens 
total 
secu 
flat 
cial 
ernn 
enco 





,, 1939 


‘istrict, 
id sold 
sold it 
it Y-five 


ceeded 
for the 
itioned 


Sales- 
ome in 
e than 
4 mild 
omb is 
ive of 
> NY 


1es 


pparent 
weeks 
recede 
ore the 
ne lines 
> noted, 
prices 
1 mills 
is, and 
ce that 
fant to 
of the 
heart- 


prices 
handler 


ss is a 


re have 

Idaho 
cs, and 
ttle by 


n little 
n rails, 
ups are 
holding 


sion in 
evelop- 
ble ex- 
timula- 
ers at- 


eS 


et has 
better, 
orders 







tt em 


These | 


small 
diately. 
o other 
on the 


Til. 


















vovember 12, 1932 









wharves are still at minimum levels. 
Georgia Pine.—Business in longleaf is held 
down to small volume. Price remains im- 


nortant, slowing up longleaf inquiry. 

Cypress.—While there is a _ disposition 
among distributors and especially producers 
to hold out for better prices, even high grade 
Guif stocks have sagged. The interest in 
offerings, however, seems to be rather more 
.ctive. Stocks here are very small. 

Douglas Fir.—Competition is keen 
ever, from eastern stocks, and has served to 
keep quotations at low levels. 


as as 


pick-up in buying is to 
buying is prompted by the 
woodworking establishments 
York State and in southern 


Hardwoods.—Some 
be noted. This 
larger needs of 
in parts of New 


Pennsylvania, and more foreign orders have 
eome out of late, with prices slightly im- 
proved. 





Appeal for Wider Use of Lum- 


ber and Wood Products 
in Federal Buildings 


Of vital interest to the lumber 
a hearing held recently in Chicago by a 
eressional committee headed by Representative 
James M. Mead of New York, when testimony 
was heard on behalf of a change in the policy 
and practice pursued by the Government in the 
specification of construction materials. Possible 
savings of from one-fifth to one-fourth in the 
total cost of Federal buildings were declared 
to be possible if alternate specifications of mate- 

rials were permitted or required. Spokesmen 
ra the lumber and woodworking industries in- 
troduced by Wilson Compton, secretary and 
manager of the National Lumber Manufactur- 
ers’ Association, included John L. Westrum, of 
the Red River Lumber Co., of Minneapolis, and 
C. A. Bardwell, of the Bardwell-Robinson Co., 
also of that city. 

The committee was asked to 
wisdom of a fundamental change in the basis 
of compensation to outside architects employed 
to design Federal buildings and to specify ma- 
terials. The present basis is 4.8 percent of the 
total cost, with an additional one percent for 
special engineering services when required. 
Ordinarily a given aggregate sum has been 
allotted to each building project. These allot- 
ments largely were made in congressional ap- 
propriations at a time when building costs were 
much higher than when the contracts were sub- 
sequently let. Thus, appropriations have been 
more than ample to cover the costs, assuming 
that the same degree of economy was practiced 
as is necessarily practiced in private buildings 
of a similar nature. Treasury officials frankly 
admit that in consequence Sea has been an 
incentive that permitted architects to specify 
more expensive types of construction, and more 
expensive types of materials, than are necessary. 
For example, cases were cited of the specifica- 
tion of bronze, aluminum and steel for purposes 
lor which wood generally is used in private 
construction. These specifications cost the Gov- 
ernment from two to ten times as much as com- 
parable qualities of construction in wood, par- 
ticularly in wood interior finish, floors, doors 
and window sash and frames. 

The committee took under consideration the 
recommendation that in place of the percentage 
lee basis, outside employed architects be com- 
Pensated on a flat fee basis on an estimated 
total cost, any additional compensation to be 
based on the savings the architect is able to 
secure under the estimated cost on which his 
flat fee is based. This would provide a finan- 
cial incentive to establish savings for the Gov- 
frnment, where the present system directly 
encourages extravagance. 


industry was 


con- 


consider the 
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BER TRADE NEWS 


It is estimated that if the use of wood prod- 
ucts in Government buildings is made com- 
parable to the use of such products in private 
buildings, of a like kind, the markets for wood 
products in the Federal building program will 
be increased by many millions of dollars. 

The committee will resume its hearings in 
Washington next month, and soon thereafter 
will make a report to Congress. It is expected 
that its recommendation will be such as to make 
possible a substantial increase in the use of 
lumber and wood products in the Federal build- 
ing program. Lumbermen and woodworking 
concerns should take an active interest in this 
program and should urge their representatives 
in Congress to give it special attention. 





Further Reduction of Mill Stocks 
Is Urged 


Wasuineton, D. C., Nov. 4.—The beneficial 
results of a more earnest effort on the part 
of the lumber industry to follow the stock re- 
duction recommendations of the Timber Con- 
servation Board, coupled with the noticeably im- 
proved late summer demand, are emphasized in 
the report of the special lumber survey com- 
mittee published today by the board. The 
committee points out that lumber stocks have 
dropped by about 800,000,000 feet in the pe- 
riod since July 1. The committee again calls 
attention, however, to the reduction in annual 
consumption, from 35.5 billion feet in 1929 to 
less than 12 billion for 1932, and to the lowest 
price ae in sixteen years occurring in Au 
gust, as emphasizing the necessity for its again 
recommending further reduction in stocks. A 
reduction by 3.4 billion feet during the ensuing 
year is urged. As an emergency measure, it 
recommends that consideration be given to the 
establishment in various lumber producing re- 
gions of plans for exchange of stocks, and unit- 
ing of operating properties for further econ- 
omies in manufacture and marketing. Banks 
are urged to consider the long time policies in- 
volved in reaching stabilization, and States to 
consider changes in forest taxation. 


Lumber Price Trend Changed 


The downward trend of lumber prices was 
broken in September when, according to the 
United States Bureau of Labor Statistics report, 
the lumber index rose slightly to 56.3 (based on 
1926 prices as 100). This rise followed the 
sixteen year low reached in August, 1932, when 
the index reached These indexes are 
based partly on wholesale, and partly on mill 
and plant quotations. From these statistics, the 
National Lumber Manufacturers’ Association 
has made the following abstract, showing the 
index numbers of all building materials in 
September, 1932, and also showing the 19%2 
low point for each material and the latest year 
in which such prices were duplicated : 


55.5. 


1926—100 
Low Point Lowest Sept., 
in 1932 Since 1932 
BAUMMIOE. bc ccesec vad Aug. 55.5 1916 56.3 
Brick and Tile....Aug. 75.2 1918 75.4 
Cement, Portland.*Dec. 74.6 1917 79.0 
Structural Steel...Jan. 77.3 1915 81.7 
Paint and Paint 
Materials ......¢ July 66.8 1915 68.2 
Other Building 
Materials ....... June 77.6 1916 79.9 
All Building Ma- 
SOPSREE vs b.sceendd Aug. 69.6 1916 70.5 
*December, 1931—1932 low was 75.2. 


Translated into terms of purchasing power, 
the 1926 dollar was worth in September $1,776 
for lumber; $1.326 for brick: $1.266 for ce- 
ment; $1,224 for structural steel, and $1,418 for 
all building materials. 











Part of Recent Trade 
Gains Are Being Held 


DRY FIR 
OR HEMLOCK 
DIMENSION FOR 


BACK-HAUL 
TERRITORY 


Distributing Yards at 
Philadelphia & Port Newark 


carry complete stock of yard and 
shed items, including Fir Uppers 
and Dimension, White Pine, Red 
Cedar Siding, Natural and Stained 
Shingles, Garage Doors, Wall 
Boards. 


BLANCHARD 
LUMBER CO. 


Main Office: 126 State Street 
BOSTON, MASS. 


New York Office: 450 Seventh Ave. 
Philadelphia Office : Fid.-Phil. Trust Bldg. 
Seattle Office: White Building 
Newark Office: Newark Seaboard Term. 
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SPECIALISTS 
IN TROPICAL HARDWOODS 





Genuine Mahogany—Spanish Cedar 
Teak — Philippine Indoako Wood 


INDIANA QUARTERED OAK COMPANY 
47 12th St., Long Island City, N. Y. 














CORTLAND 7-5530 


J. HERBERT BATE CO.,Inc. 
WHOLESALE 
LUMBER 


50 Church St., New York, N. Y. 





CARTER LUMBER CO. 


Manufacturer's and Wholesaler’s 
HARDWOOD LUMBER 
WHITE BIRCH SQUARES A SPECIALTY 
WOOD TURNINGS OF EVERY 
DESCRIPTION 


Bangor, Maine 





RICE & LOCKWOOD 
LUMBER COMPANY 


YELLOW PINE, WHITE PINE, 
FIR, SPRUCE, CEDAR, SHINGLES, 
OAK FLOORING. 


SPRINGFIELD, MASS. 











QUERY AND COMMENT 


Going After Plywood Business 


We are wanting one dozen plywood books 
showing what can be made with plywood. 
We want the books to use in manual training 
departments in schools in our trade zone.— 
INQUIRY No. 2882. 

{This inquiry from a retail lumber and build. 
ing material dealer in an Ohio community in- 
dicates that this dealer is alert and not over- 
looking any opportunity for building good will 
as well as increasing his business volume. The 
inquirer was advised that a number of bulle- 
tins on the use of plywood have been pub- 
lished by the plywood manufacturers. It was 
also suggested that he might find useful in this 
connection a book, “You Can Make It,” pub- 
lished by the National Committee on Wood 
Utilization, Department of Commerce, Wash- 
ington, D. C. To anyone who has helpful in- 
formation to offer, the name of the inquirer 
will be given upon request.—EpITor. |] 


Tanbark for Riding Ring 


Can you advise us where tanbark for a large 
riding ring can be obtained?—INQUIRY No. 2885. 


[This inquiry comes from Wisconsin, in 
which State a large amount of hemlock tanbark 
is produced. Tanneries, however, have prac- 
tically disappeared from that State and most 
of the bark sold is shipped to tanneries in the 
East. While no details were given, it is as- 
sumed that this dealer requires ground bark 
rather than the bark in the rough as it is pro- 
duced at the northern mills. It has been sug- 
gested that perhaps some of the mills may be 
in position to grind enough bark for the pur- 
poses of this inquirer, to whom the names of a 
number of northern mills producing hemlock 
tanbark have been given. To anyone interested, 
the name of the inquirer will be given upon 
request.—EpIror. | 


Who Makes This Heater? 


One of our members has requested the name 
and address of the concern making the Varia- 
tola heater. We have been unable to locate any- 
thing on this and are wondering whether your 
files disclose any enlightening information.— 
INQUIRY No. 2884. 


[This inquiry comes from the secretary of a 
large retail lumber dealers’ association. A care- 
ful search of the AMERICAN LUMBERMAN files 
and inquiry among manufacturers and distribu- 
tors of heaters have failed to disclose any in- 
formation as to the manufacturer of the Varia- 
tola heater. Any reader having information as 
to where this particular heater is made is re- 
quested to supply the information. The name 
and address of the inquirer will be given upon 
request.—EDiITor. | 


Coal Silos of Wood 


Replying to a recent inquiry from a retail 
lumber concern in Pennsylvania for data con- 
cerning the construction of wooden coal silos, 
reference was made to a picture printed several 
years ago in the AMERICAN LUMBERMAN of a 
battery of wooden coal silos installed by a 
building material dealer in New York State. 
A request for further information about these 
silos has brought the following reply from this 
New York dealer: 


These silos are of wood construction, with 
the boards about two inches thick and run- 
ning vertically. They are grooved and slide 


together. They are held tight by steel bands 
about % inches in diameter and about two 
to three feet apart all the way up the silos. 
On top of the battery of five silos is a frame 
house which houses the conveying machin- 
ery, and the coal is carried along a track and 
dropped into the desired silo. We have spiral 


AMERICAN LUMBERMAN 


chutes for lowering the coal into the silos. 
Our five silos store approximately 1,400 tons 
of coal. We have the required number of 
guy wires fastened to the silos to prevent 
their tipping. Our silos have been in use 
now about 15 years and we are well satisfied 
with their performance. We know nothing 


of the comparative value of wood and con- 
crete silos, as we have had no experience 
with the concrete. We can't tell you the 
exact cost of the silos at this time, but 
think $8,000 is about correct. 


Is a Post-Dated Check Legal? 


Can you tell us if it is a State prison 
offense for a person to give a post-dated 
check? What recourse have we if we ship 


a car to a customer who, upon arrival of the 
ear, discounts the invoice and makes pay- 
ment with a check post-dated, and when 
check is presented for payment it is returned 
marked “insufficient funds’? We could not 
extend credit to this buyer and he gave us 
his check less the 2 percent discount, post- 
dated, and when we presented it, we found 
that there were insufficient funds. Failing to 
receive payment, have we a legal right to 
take this lumber from the yard and ship it 
out? Also, is there a law covering the issu- 
ing of checks where funds on deposit are not 
sufficient to cover?—INQUIRY No. 2883. 

[This inquiry comes from a northern lumber 
wholesaler. While the AMERICAN LUMBERMAN 
knows of no law that makes it a State prison 
offense to issue a post-dated check, nor one 
that makes it illegal to issue a check against 
a current account in which there may be in- 
sufficient funds to meet the check when it is 
finally presented for payment, this inquirer has 
been advised to consult his attorney before 
taking action to recover possession of the lum- 
ber for which he has not been paid and also 
to consult his attorney for advice as to laws 
covering post-dated checks and checks for 
which there are insufficient funds in the ac- 
count when check is presented for payment.— 
EpiTor. } 
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Figuring the Cost of Moldings 


We would like to have a book that gives 
information on the figuring of moldings ang 
how the cost of moldings is figured, increas. 
ing in widths and thicknesses.—INQUIRY No, 
2877. 

[This inquirer, a large construction company 
located in New York and Massachusetts, was 
advised that the book “Wood Workers’ Map. 
ual” contains just the information desired. This 
book is designed to show the cost and selling 
price of molding and interior trim; also oj 
furniture and, in fact, everything manufactured 
from lumber or other material where lineal 
or square measure will apply. It expedites the 
pricing of moldings and the book is of a size 
that can conveniently be carried in the pocket, 
Unfortunately, the supply of this book is prac- 
tically exhausted and only a few copies are 
left on the shelves of the AMERICAN LuMner- 
MAN. Probably the best book containing this 
and other valuable information is the “Official 
Estimator,” by J. M. Lever. This book is sup. 
plied by the AMERICAN LUMBERMAN at the pub 
lisher’s price, $6. Another book by the same 
author, that is even more complete, is “Official 
Feetage Estimator,” which is sold at the pub- 
lisher’s price, $10.—Eprror.] 


A "Bar" in the Home 


One of our good customers wants informa- 
tion on how to make a “bar” in his home 
Can you advise who could supply us _ with 
this information.—Inquiry No, 2887. 


[To this inquirer, a well known lumber and 
building material dealer in New England, was 
given the name of a large millwork concern 
which has been designing and making bars such 
as no doubt this customer has in mind. The 
inquirer also was referred to another possible 
source of information. To anyone interested, 
the name of the inquirer will be given upon 
request.—EpITor. ] 
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The mill property known as | market. 


All the shingles are 


a planing mill, and was owner 





the Lafayette mills, and oper- 
ated by John Robinson, of 
Winona, Minn. has_ been 
bought by Capt. Wilson, of the 
Knapp Stout & Co., and N. 
Wilson, of Minneapolis. 

7 * * 

Shingle Currency.—A corre- 
spondent to a Maine paper 
writes as follows from Presque 
Isle: A generation ago Aroos- 
took County was known only 
for its shingles, rived and 
shaved by hand, from the vast 
forests of cedar. The shingles 
brought $1.75 to $2 per thou- 
sand. It is estimated that 75,- 
000,000 shingles per annum 
were made by hand in the St. 
John and Aroostook valleys at 
that time. The product is now 
immense, but nearly all the 
shingles are made by steam or 
water power saws. Good sawed 
cedar shingles fetch from $2 
to $3.25 per thousand at Pres- 
que Island. Hand shaved shin- 
gles are worth $1 more in the 








eagerly bought by agents of 
Boston and New York firms. 
The shingle product of Aroos- 
took amounts to over $500,000 
per annum. The cedar forests 
have been the banks of Aroos- 
took, and the shingles have been 
its currency. Many an Aroos- 
took pioneer, without the ready 
cash, has paid for his cup of 
tea, his wife’s gown or even 
his family newspaper, in shin- 
gles. 
a 7m oa 

The Schulenburg & Boeckeler 
Lumber Co. commenced busi- 
ness under the firm name of 
Schulenburg & Co., in 1845, 
composed of F. Schulenburg 
and A. Boeckeler, being one of 
the first houses that sawed 
white pine lumber in St. Louis, 
Mo., the logs coming from the 
northern pineries, no pine hav- 
ing been used in any quantity 
previous to that time —hard- 
wood being the principal build- 
ing timber. In 1850 it purchased 








of the Woodworth patent for 
St. Louis and vicinity. In 1854 | 
it commenced building what 
has since become the largest 
sawmill in Stillwater, Minn, 
and in 1857 started in the yard 
business in St. Louis. 


Tobacco Boxes.—The manu- 
facture of plug tobacco boxes 
is an important _ industry. 
Sycamore is the wood used. 
The most important reason 
why it is best adapted for the 
purpose is that it is tasteless, 
and can contribute no injurious 
flavor or smell to the tobacco. 


The lumber used is always kiln § 


dried. 
* e + 


The Pike—The Kirby-Car 
penter Co., Menominee, Mich, 
has started the rear of the Pike 
drive. There are about 10,000, 
000 feet of logs scattered from 
the mouth of that stream to 
the dam. 
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AMERICAN LUMBERMAN 


LUMBER MARKET REVIEW 


Southern Pine Yard Trade Slower and Commons 
Weaken; Arkansas Mills Sell Much Mattress Lumber 


Southern pine demand kept steadily ahead of orders 
in the two weeks ended Nov. 5, and shipments in turn are 
much in excess of orders. While orders files are declining, 
there is a reduction being effected in mill stocks. Output 
has been slightly curtailed by the larger mills, from 50 to 
49 percent of 3-year average, and it is generally believed 
that there will be any further curtailment necessary to 
keep stocks from increasing. Small operators were said 
to have been even more responsive than the large to a sea- 
sonal slackening in new business, for in the common items 
they produce there had been a slight easing of prices. 
This slackening has been evident mostly in yard purchas- 
ing, for there continues a fair volume of railroad and public 
works orders, and Caribbean and South American trade 
has been active. Industrial buying has declined. 

Arkansas soft pine mills report a falling off in retail or- 
ders, but are able to sell a good volume of mattress lumber 
for river work. Though mill stocks are much broken, 
prices of yard items have weakened. Production is lower, 
and will be further curtailed. 


Carolina Pine and Roofer Stocks Likely to Be Scarce 


Business in North Carolina pine has recently eased off 
somewhat, but the level of prices is maintained pretty well 
because there is a shortage of stock at the mills, though a 
few items are lower. The small mills are beginning to be 
handicapped by winter rains, which will probably hold 
their production to a low level from now on. Buyers of 
box grades are therefore having to turn for an increasing 
proportion of their needs to the kiln drying plants. Yard 
demand for shed stock and uppers is fair for this season, 
but a decline in prices of air dried roofers indicates that 
commons are selling less readily. The larger producers 
have been gaining confidence in the market outlook, and 
are very firmly set against accepting any orders at less 
than recently prevailing quotations. 


West Coast Mills Feel Seasonal Slackening in Orders 
and Curtail Their Output 


The showing of West Coast mills for the two weeks 
ended Nov. 5 is unsatisfactory, in that orders fell 13 per- 
cent below production. It is gratifying, however, that 
the mills have shown a quick response to the seasonal fall 
in orders by curtailing from 24 to 23 percent capacity. 
Identical mills reported a decline of almost 10 percent in 
bookings, and one of 24% percent in output. There has been 
no addition to mill stocks, as shipments ran 3% percent 
above the cut. Shipments exceeded orders in all sections 
of the market, but especially in the rail trade. 

Rail trade has sagged with the loss of recent gains in 
prices of farm products, for country yards had been send- 
ing the bulk of recent orders. Retailers refuse to buy be- 
yond current light requirements, not being tempted by a 
slight easing off in prices. There is, however, a fair de- 
mand for railroad and heavy construction material. ; 

Atlantic coast business is fairly well maintained, and 
shipments also, with the intercoastal rate said to be hold- 
ing. More unsold cargoes are going forward, but receipts 
just about meet market needs, so that no sales are reported 
at distress prices. Fewer orders go direct to the mills, 
dependence being placed on the transits. Southern Cali- 
fornia stocks continue low, with practically no items in 
€xcess, and the market is stable. 


Statistics, Pages 40-41;—Market Reports, 


Export totals are larger. Washington-Oregon mills are 
getting more South American orders, but Oriental purchas- 
ing has slowed up despite low trans-Pacific rates. Euro- 
pean Conference rate has been lowered to “tramp” steamer 
level, but, in the principal market, Great Britain, exchange 
rates and tariff preferences give British Columbia the edge. 


Western Pine Bookings Exceed Output by |5 Percent; 
Operations Being Seasonally Curtailed 


Western pine mills continued to book orders in excess of 
their production in the two weeks ended Nov. 5. Produc- 
tion tapered off slightly, from 21 to 20 percent of capacity, 
and the bookings were 15 percent above it. Business, how- 
ever, is not making as favorable a comparison with last 
year as it did the preceding period. The principal decline 
probably occurred in orders for box lumber. Demand for 
shop has been easing off, but stocks are scarcely enough to 
cover expected winter demand, and D selects are in small 
supply. Retailers continue to order badly mixed assort- 
ments of commons for quick shipment, refusing to add to 
stocks, and a few mill representatives are said to be press- 
ing for orders. Sales prices for the period ended Nov. 7 
show the market to be rather steady on the whole, but the 
tendency is probably slightly downward. Any revival of 
demand should bring a quick turn, for mill stocks are de- 
pleted, shipments for the year to date having exceeded 
production by a full third. 


Northern Pine and Hemlock Dull But Steady in Price 


Northern pine trade is rather dull, in both the Lake States 
and the Niagara markets. With building inactive, retailers 
will not stock up, and industrial consumption is light. A 
Treasury ruling, permitting 6x6-inch and larger to enter 
free as timbers, revived hope that Canadian mills could 
begin to ship in this size, but the ruling has been suspended. 
Canadian shippers hold prices about $5 above what former 
users wish to pay, with continued inquiry showing that 
users’ needs are unsatisfied. Stocks at the Head of the 
Lakes mills are reported to have reached one of the lowest 
points on record. 

Northern hemlock has been slow, but volume was re- 
cently better, than at the same period last year. Prices are 
steady, but their base has recently been changed to f. o. b. 
Wisconsin mill points, with the thought that the producers 
will be helped by this revision in meeting western hemlock 
competition in their home markets. 


Foreign Demand for Hardwoods Is Good and Domestic 
Consumers Pay More for Scarce Items 


Demand for southern hardwoods continues heavily in 
excess of production, which continues at 18 percent of 
capacity, while the northern mills are completely closed 
down. Domestic orders come principally from the furni- 
ture factories, woodworking plants in the Northeast, and 
from oak flooring plants. Buying by automobile plants is 
improved, if small. Prices continue firm, because of the 
continued reduction in mill stocks. This has resulted in a 
growing scarcity of many items in oak. For oak and ash 
there is a good foreign demand, stimulated by low trans- 
Atlantic rates, and the belief abroad that prices may soon 
strengthen. Domestic consumers are said to be more 
ready to accept mill quotations, and it is reported that in 
some cases the furniture plants have paid premiums of $2 
to $3 for scarce items of sap gum. It is probable that 
winter rains will prevent any increase in logging and saw- 
mill production in response to market betterment. 


Pages 48-51, 54-55—Prices, Pages 58-59 
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THIS WEEK’S LUMBER PRICES } .. 
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SOUTHERN PINE clr. 4 
. : ; Clr. ¢ 
; Kast and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Sel. q 
Exchange, New Orleans, La., for sales made in the period Oct. 26-31, but, where prices for this perod were not available, prices for the mont Sel. ¢ 
to date have been inserted and distinguished by asterisk: Clr. P 
West East West East West East West East West East West East Cir. I 
Side Side Side Side Side Side Side Side Side Side Side Side - P 
Flooring, Standard Partition, Standard Rough Finish, 10-20’ No. 2 Shiplap and No. 1 Shortleaf No. 1 Longleaf No. rs 
ee Lengths __,, Lengths B&better Boards, Std. Lgth. oan Dimension Dimension No. 1 
1x3 rift— %x4”"— Inch thic k— Shortleaf— 2x4 2x4” No. 2 
B&better 3&better.. 18.08 19.31 *18. 1x8” 12.29 10.81) 12, & 14’-- 13.92 13.87)12 & 14’... 14.63 15.99 
Shortleaf.. 33.50 *35.5 = alate 1 as " bse eens 78 .30 | 16’ 5.46 16 
Shi rtleaf.. 33.50 50 Drop Siding, Standard 1x10”... 11.65 11.30 16’ +. --- 14.78 14.30/16 15.46 16.14 
Longleaf.. 30.75 $3.75 ” 2x6 Clr. ¢ 
a Lengths, 1x6 Longleaf— 2 & 14 . Clr. 4 
Shortleaf "97.01 *33.50 No, 117 1X87 ew eeee 13.69 13.69/16" ....... $3.35 13.00 Sel, > 
lonmwieat eae pol\bkbetter.. 16.75 *16.83 1x10” .... 12.83 14.20] 2x8” 13.13 14.00 Sel. 
songleaf.. .... °36.00ing 1... 2. 15.88 18.00 2 & 14’. Clr. 
| Sa keen 22.04 Car Siding, Lining 16’ . 14.00 14.8 : Clr. p 
1x3” flat Assor ted -d patterns— - and Roofing 2x10" 15.64 1631 Clr. Pp 
E vere . 1 No sopra 1687 18. 08 B&better— . rr . ™ 
s&better.. 18.29 20.58|°°% ***°°: siege ; ” , - 4’ 9 y 
ih: Seeees 15.50 16.93 Plaster Lath No, 2 Boards, 1x12” aa eats hy: ae geen oe ce ewews 18.00 *17.79 No. 1 
No. 2. 10.44 12.58]%x1%”, 4’ Standard Length inp 18’. 30 '86 ©9145 2x19" t 918-00 *18.43 No. I 
1x4” rift— No. ae 2.56 2.03 Shortleaf.. 14.41 12.40 1x6” 9’ = 16.25 “17-77 12 & 14’.. 18.91 18.00 16° ....... 18.68 *21.50 No. ¢ 
Babetter ae 1.25 1.40}/Longleaf.. 19.18 18.12|;y¢" 19°°'" 1850 ....|16’ ....... 20.00 16.19} 2x12" Nev 
Shortleaf.. 29.38 *38.00 Surfaced Finish, Casing, Base & Jamb /2x6”" 18’... 32.00 .... No. 2 Shortleaf rz, = 30... ee by ad 
Longleaf. .*32.64 aad 10-20’ t a No. 1— Dimension 1G" seen 29.20 28.00 for % 
No. ja B&better ae etter, — 7 ze : 2x4” 7 Phe 
Shor tleaf 9595 #29 oo) inch thick— See. xen-wt 25.50 27.50 1x4” | 16 16.50 evepz]12 & 14’.. 12.01 11.53 a, 3S Sanatent er 
4 SO.e 1” 21.88 20.00 25a10" -*32.86 *30.29 Ix4 ae 14. 00 *18.25 16’ 12.38 121219 ~ by ac 
Longleaf 1.00) bw 2070 «90 87 1x4” 18° 18.00 tal ; e.18 | 2x4 for % 
o. 2 #9135 o- 2U. 60 20.5% No. 1 Fencing and 1x4” 10&: 20° 13.50 seer) exo 12 & 14’.. 12.65 13.00 
1x4” flat eo BS GOS] Madaram tetae 1x6" See, 1290 1221] 12, © 14. 8.97 10.28) 16" 1442 140 
grain— a + po 15.83 17.91]/1x6" 12&14" 16.17 1... | dS ge cct ee we SPE ieee 
R&better.. 17.78 17.761...°°.°°°° °°" TOC RSEO” caces 16.80 17.96 oa a , analite & 14’.. 10.75 18% NC 
 ' eee 16.14 17.12)9&6/4" thick— 7 ie 16.28 18.52 Timbers, 20’ £ 12 &. 14".. 43.0) 9.70 16’ 11.75 1333 B 
No 2. 998 11 8614. 6 8” .. 35.00 *34.55/1x10” .... 16.65 22.09 Under, No. 1 16” eee 11.22 10.60), ., °°" ° ~ is Fol 
Cinta Le” “a fa . 2 meee is & 14°. 11.47 #1220 [12 & 14"..12.00 122 wens 
2s 3° 7.35 51.50 » le. s » . ‘ . t "979 rity 
Lengths th ' eeeeee 47.35 51.50] Be, 2 Shiplap, 10-20 8x8” & und. 15.20 14.50/16’ ....... 12.10 10.71|16’ ....... *13.63 14.31 BIRCH 
16x 4"— on ae OO 18.00 17.70] 3x10-10x10"18. 77 22.25] 2x12” 2x10” ; 
B&better.. 17.42 *16.95] go Fa og 019.96] 1X10" ---- 17.00 ....] 3x12-12x12"29.03 29.25) 12 & 14 12.50 *11.17/12 & 14 11.81 14.1 “/s 
No. 1... ~+++ *15.58) 6” '" 909.95 *18.66|No. 2 Fencing, Stand-/| Shortleaf— 16” 2.2.60. 12.60 10.59/16’ ....... 13.59 18.75 P : 
gx4” __.|. 8" 19.50 *20.50 ard Lengths 8x8” & und. 14.01 13.67} Casing & Base 10-20’ | 2x12” 8/4 
3& better 16.21 15 73:10 25.00 °33.36)1"47 ....- 10.30 9.91] 3x10-10x10"17.38 *15.83] B&better, 12 & 14’.. 13.83 13.94 10/4. 
a re 14.58 16.1412” . . 34.75 *31.63)}1x6"&C.M. 11.02 11.99] 3x12-12x12"19.46 18.42, 1x4 & 6”. 28.79 28.25116’ ....... 15.83 18.00 12/4 
16/4 
5/8 . 
RED CEDAR SHINGLES ARKANSAS SOFT PINE WESTERN PINES Thin 
Thin 
Me Wael. Nev. G—-Pollewing are av. , Petowing sre average eniee, prions, thoes [Special telegram to AMERICAN LUMBERMAN] — 
‘rage prices, direc o the trade, on carloaé . o. b. mi igures being based on shortlea > i > A Me : 2 
or part carload lots, f. o. b. mill, all prices weights, obtained by Arkansas soft pine : ortland, Ore., Nov. 9.—Following f. 0. b o/4. 
being based on four bundles to the square: mills during the week ended Nov. 5: mill prices on actual sales were reported to 6/4 . 
the Western Pine Association by members 8/4 
Raa A nae ty per square, Flooring during the period, Nov. 1-7, inclusive 10/4. 
; ashington, Oregon and 1x3” 1x4” Averages include both direct and wholesale 12/4 
Royals, 24”— British Columbia Edge grain—B&better.... $35.00 $34.00 sales, and are based on specified items only. = 
a t <a .40 $2.80 Flat grain—Btbetter 20.00 “19. 00 Quotations follow: wand 
NO. 2 . a 90 2.20 eS reer ere ; . 17.00 17.00 Ponderosa Pine , pers 
“a +p “ , a ~ s  &bett 
‘ = S sxtrsnckeses 1.25 1.50 No. 2....cccccccee 12.50 12.00 . ‘ a ‘ 5/4x8” 6/4x8" No. 1 
erfections, 18”, 5/24%,"— 7S) SELEcT. S2 or 4S— 1x8” & wdr & war ; 
"Se gppareveetee ; 2.05 2.25 Partition and Siding C Select RL......$25.00 $38.03 $35.29 HARD 
No. e seterenans 1.40 1.75 30ston— partition, B&better, 1x4”...... $18.00 D Select Rk... 23.48 "36.50 33.50 4/4 
No. 3 ...:. eis a 1.05 1.50 Drop siding, B&better, 1x6”....... 18.50 | SHop, S2S— No. 1 No. ? 5/4 
Eurekas— | Finish and Moldings D/4 1... eee, seas +++ + $23.30 $17.68 . . 
No. 1—18” 2.00 2.10 a ages a - BFE socccioroeseeners nan ox ee 16.72 me °/4. 
oe Finish, s&hetter, 1x5&10 io tio onan ....$32.00 ™ B-, 10/4 
16”— Finish, B&better, 5/4x5&10".... .. 46.00 | COMMons S2 or 4S— No. 2 No.3 Be 12/4 
No. I 70 2.00 Case and base, 1x5&8”..... covccccecce Bane 1x8” RL. vee eeee + 914,98 $ 9.83 § 16/4 
No. 2 1.25 1.60 Discount on moldings, 15%” and under... 60% 1x12” RL. a 21.19 10.53 & 
We DB ivan 1.00 1.40 CE” BRM COUR vi dosedacvicecvadaxvena 50% No. 4, 4 1 RW, Micelsbhascuneuaunue $6.72 oo 
Boards and Shiplap Idaho White Pine 5&6 /4x8" & 
Boards and shiplap, a ae er $15.00 SELECT, S2 or 4S— TR” &wdr & 
WESTERN RED CEDAR Zoards, No. 2, 1x12”, 10, 18&20”...... 16.00 C. Select RL....... . 2... $37.95 $61.75 & ] 
Shiplap, No. 2, 1x8” PER LLY caneis Saue Pe SR. TAs ac deeweveeees 32.68 45.25 & 
Seattle, Wash. Nov. 5.—Prices for re Dimension COMMONS. S2 or 4S— No.1 No. 2 No. 3 
ee Waite Naw Se-Pricw for 08 | -_ —_* . 25 fh eee $29.00 $23.91 $12.8 sa 
ar siding in mixed cars, new bundling, 8 No. 1, 2x 6”, 14- and 16’.. - ..$12.50 , Qt 
to 18 foot, f. o. b. mill, are: Se O, Ble GUE WE ae vcccescnevers 15.00 Ixls” RL... ...... 60.00 33.44 18.34 & ; 
a aa oe $ 99 Bees. 8). B74; TE, Tks evs ccvcaconsicsn’ $9.43 d 
oe OS, Bie Be BS vecsicvves .... 22.00 P 
Beveled Siding, %-inch No. 3; 2x 4”, 14- and 16’.......cccee- . 12.00 Sugar Pine . 
; Clear “a —- a 2 ae eT errr ee 16.00 1x8” 5/4x8” 6/4x8" & } 
Seinch ......csecees $19.00 $17.00 $14.00 Lath SELECT. S2 or 4S— & wdr. & wdr. & war. s p 
= Beeeeeresierte 23.00 19.00 16.00 | No 1, %x1%”, 4’... $2.75 C Select RL...... $66.50 $56.33 $54.03 gethe 
ORE avcciceonvouva 23.00 20.00 16.00 te Oy ne eee a D Select RL...... 45.00 42.87 35.00 Qt 
P . 
Clear Bungalow Siding . : SHop S2S— No.1 No. 2 No.3 Pl; 
% inch % inch |~ : SEE sekewen so han $34.73 $24.92 antes 1 
PE. cn aeeoee oe hekaws one $34.00 $26. 00 WESTERN SITKA SPRUCE 6/4 cinta tale tile ene 34.47 24.56 $21.25 & I 
10-inch 7 et: ra "* "44.00 37.00 OPE e6nesadeanns 13.2 27.60 oo . 
en rere 56.00 aac [Special telegram to AMERICAN LuMBE2MAN) Larch—Douglas Fir I 
“nish, . Portland, Ore., Nov. 9.—The following are No. 1 Dimension, 2x4”, 16’... .........6. $10.67 I 
Finish, B&better S2S or S4S | jrices for mixed carlots prevailing today: No. 1 Dimension, 2x6&8”, 16’........... 10.92 & s 
or Rough : No. 3 Common, S2 or 4S, 1x8” RL 10.75 Be Brac 
OE Te Tere rT Tere re rT $45.00 Finish— ee Lg en ee ep eee? nye 
KL 2" oa eee eeeceecceeseeeseeuees 55.00 1x12” $39.00 4/4 we eseeees $14.50 — Qt 
ir... noapéeevenandunns 70.00 = al age 39°00 i, Ree 0 
aii. ca ince bialaudiheg piece daccad ee 100.00 — ee 6/4 .....000e 19.00 W TUPE 
PEE 5 ict eceawniacbsencaaaeannn see 105.00 | Bevel siding— + seeeeeees are /EST COAST LOGS Ph 
Ceiling or Flooring exe” ...000. $18.00 Oe dcckracct 28.00 en en & Apes Te : 
| RCREL LIL AEDES RO $ 30.00 %x6”, Flat gr. 16.00 Lath — Gon, How Oleg market CH wes 
1“ om 4 ° 4A ee ee eww eee 4 tat ons: . 
Discount on Moldings x6", Vert.gr. 20.00 Green’ box....$10@12 Fir, yellow: Ungraded. $10@12. » Qt 
Made from 1x4” and under..........+++- 64% oe Ve 9 ban can $6. 
Made from other sizeS........-ssseseceees 54% em/ock, ngrade 5 
Additional discount for 10,000 feet or MAPLE FLOORING Red Cedar: Depending on quality, $9@11 
1g SE RR TAR nS aire asad 5% Spruce: No. 1, $17; No. 2, $12; No. 3, $8. Pl 
Clear Lattice 5/16” 4 to 16’ Michigan and Wisconsin flooring mills s : ! = ogs: 
, ” 100 lin. tt. quote as follows on northern hard maple rie Non. Ps 4. aie No a $10,006 @12; 
ne ee et Re a $0 flooring, f. 0. b. cars Cadillac, Mich., basis: No. 3, $7@8, | is Mixa 
ON os cia ale satin wre ae oa ens aa 33 a. , First Second Third Cedar: Shingle logs $9 @11; lumber logs, $16. Sd 
ye ap ; a A ee .36 gx244” ab uae ee ee $35.00 $23.00 Hemlock: Nos. 2 and 3, 
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> 


sumber 
month 
East 
Side 
eat 
: 
15.00 
> «16.14 
» 13.06 
> 14.00 
) 14,88 
t «616.91 


) *17.79 
) *18.43 
3 *21.50 


> 20.75 
» 28.00 
eaf 
n 
5 13.00 
2 14.42 
D «612.13 
> 13.38 
0 12.23 
> «14.31 
1 14.13 
9 18.75 
> 13.94 
> 18.00 
MAN] 
f. o. b 
orted to 
nem bers 
usive 
holesale 
ns only. 
6 /4x8" 
& walt 
$35.29 
33.50 
No. 2 
$17.68 
16.72 
No. 3 
$ 9.83 
oa 
. $6.72 
6 /4x8" 
& war 
$61.75 
45,25 
No. 3 
$12.43 
18.34 
. $9.48 
6 /4x8" 
& war 
$54.03 
35.00 
No. 3 
$21.25 
$10.67 
10.92 
10.75 
— 
S 
RMAN] 
ket quo- 
, $6. 
‘ $9@il. 
3, $8. 


- logs: 


0.00 @12; 


logs, $16. 
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OAK FLOORING 


Following are carlot quotations, 
basis, on oak flooring: 


igx244” jgx114” 34x2” 
Cir. qtd. wht... .$80.00 $68.00 25.00 
Clr. atd. red.... 70.00 60.00 51.00 
Sel. qtd. wht.... 48.00 44.00 39.00 
Sel. atd. red.... 46.00 40.00 39.00 
Cir. pin. wht.... 47.00 44.00 40.00 
Cir, pin. red.... 46.00 44.00 40.00 
5 1.00 32.00 37.00 

1.00 34.00 37.00 
32.00 28.00 24.00 
32.00 28.00 23.00 


Sel. pln. red.... 
No. 1 com. wht.. 


Sel. pln. wht.... ‘ 
No. 1 com. red.. 3 


No. 2 com....... 16.00 14.00 14.00 
1x2” %x1l% 
Cir, até. Wht. ...ccsccees $64. 00 "304. 00 
Cie, Gtd. TOG... cccscccver 59.00 59.00 
Gel, atd. Wht....-- sce. 46.00 46. 
Sel, atd. red......seces 46.00 46. 
Cir. pln. wht.......-.20- 44.00 42. 
Cig, PIM. TOG. ccccsccasss 44.00 42. 
Gel. pln. WHt.....s-s00% 40.00 38. 
Sel. pln. Ted... .cccccves 38.00 38. 
Me 5. 000 Wb. asc anes 27.00 25. 
Me 2 COM. FOG. 6:2 cose 27.00 25. 
Sg eee eee ee 16.00 16. 


New York delivered prices may be obtained 
by adding to the above: For }{#-inch stock, $9; 
for %-inch, $4.50; for %-inch, $5.50. 


Chicago delivered prices may be 
by adding to the above: For {i-inch stock, $6; 


for %-inch, $3; for %-inch, $3.50 








NORTHERN HARDWOODS 


Following are prices of northern 


woods, f. 0. b. Wausau, Wis.: 


BIRCH— 





Oe «55205 38-40 28-30 19-21 14-16 
. eee 38-40 28-30 19-21 14 
Thin 4/4.. 38-40 28-30 19-21 
Basswoop— 

OPE vcccse 42-45 32-35 24-26 19 
5/4 45-48 35-38 27-29 21- 
7 50-53 40-43 29-3 21- 

0 Fea 58 45-48 34-36 23- 
SO , ee 68-70 58-60 48-50 35- 


12/4 1... 78-80 68-70 58-60 40- 
Keystock, 4/4 No. 1&better, $50-52 


grades, FAS, $60-62; No. 1, $45-47 
&better, $55-57 
No. 1, $40-42. 


Harp MAPLE— 


4/4 42-45 32-35 24-26 18- 
). eae 52-55 42-45 27-29 22-24 
ee eee 55-58 42-45 28-30 22-24 
. ae 95-58 42-45 30-32 24 
Eee 78-80 63-65 50-52 8-40 
cl) ree 93-95 78-80 60-62 42-45 
16/4 143-145 128-130 95-98 


3-1-1001 


‘. 
or on grades, FAS 
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WISCONSIN HEMLOCK 


Delivered prices f. 0. b. Wisconsin points: 
No. 1 Hemlock Boards, S1S— 
8’ 10,12&14’ 16’ 


ES tt teee hana kame $23.50 $24.50 $26.50 
oe ae en 25.50 26.50 28.00 
ME > we sonata cele ie erates ae 26.50 27.50 29.00 
ET ais ao wine ewe ee elemn 29.50 30. 50 32.00 
SRG acvesnetaanwene a at 31.50 32.50 34.00 


For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 


No. 1 Hemlock Dimension, S1S1E— 


8,10,12&14’ 16’ 18&20’ 22&24’ 
2x 4” .........--$20.00 $27.50 $28.50 $30.50 
Be icra ot ee ured 26.00 27.00 28.00 30.00 
BU cia tk ota avatar ar ae 26.00 27.00 28.00 30.00 
SS ae 30.00 31.00 32.00 34.00 
Se” 4c baess seus 31.00 31.00 32.00 34.00 


For No. 2 dimension, 2x4-, 6- and 8-inch, 
deduct $4 from No. 1 price; for 2x10- and 
12-inch, deduct $5. 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: FAS Me. 1 Host. 





E/E rcccccceccccccsecccscGsOe.Oo $ 70.00 
LORE reer eee ‘ 105.00 75.00 
BPG wwwsterivscsnestecbe - 105.00 75.00 
BEE ee csccevneceeecaresae 105.00 75.00 
SOLS cwevascsnsewiseceese 130.00 100.00 
SEES cc ceveveceposarnr cen 140.00 110.00 





CHICAGO RECEIPTS, 
SHIPMENTS 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
L. C. West, statistician, of the Board of 
Trade, for the four weeks Oct. 3 to 29, 1932, 
inclusive, and for the year to date, Jan. 1 
to Oct. 29, 1932, with comparative figures 
for the corresponding periods of 1931: 























Receipts 

Ship- Above 
Lumber— Receipts ments Shipments 
Oct. 3 to 11932 64,996 20,661 44,335 
Oct. 29 § 1931 84,362 27,545 56,817 
Inc. or dec..... i 366 —6,884 §—12,482 
Jan. 1 to 11932 604,660 230,873 373,787 
Oct. 29 {1931 1, 113,009 446,949 666,060 
Inc. or dec..... —508, 349 —216,076 §—292,273 

Shingles— 

Oct. 3 to 11932 20,808 11,130 9,678 
Oct. 29 (1931 14,763 13,862 901 
Ine. or dec..... "6,045 —2,732 §+8,777 
Shipments 

Ship- Above 
Receipts ments Receipts_ 
Jan. 1 to 11932 101,727 114,195 12,468 
Oct. 29 {1931 164,612 186,704 22,092 
Inc. or dec..... —62,885 —72,509 §+9,624 


§Last figure in each group gives difference 
between 1932 and 1931 net receipts. 
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Oppose New Railroad Stop- 
Over Proposals 


It has been proposed to eliminate the note— 
providing that only one party will be permitted 
to load or unload at stop-over point and only 
one stop-over will be permitted within the 
switching district—from Western Trunk Line 
tariff No. 271. This is W. T. L. Docket 
5185-D. Such elimination is opposed by the 
Northwestern Lumbermen’s Association, of 
Minneapolis, Minn. It is pointed out that, even 
if the railroads should recover through this 
means a small part of traffic lost to trucks, they 
would lose considerably more than the added 
revenue, through additional clerical expense and 
loss and damage claims. Each consignee would 
have to trust implicitly in the honesty of the 
others, for it would be impossible to fix re- 
sponsibility, and perhaps impossible for ship- 
pers to collect for some losses in transit. There 
would be great confusion in the handling of 
shipments stopped for part unloading. Delay 
might result also, for one consignee might have 
to wait ten or twelve days while others were 
unloading at intermediate points, and those in 
urgent need of goods would probably resort to 
trucks for expeditious delivery. The association 
believes that the proposed elimination would 
break down rate structures, encourage less-than- 
carload peddling, be of no benefit to any but 
large mail-order houses and director-consumer 
shippers, and injurious to jobbers and retailers. 

The association also opposes establishment of 
the privilege of mixing with lumber, on a basis 
not to exceed 5 percent of the entire shipment 
of weight, such items as wood tool boxes, trays, 
benches, farm troughs, pens, chicken troughs 
and feeders, knock-down, the basis of its ob- 
jections being the same as in the preceding case. 
This is Transcontinental Freight Bureau 
Docket 13611. Additional objections are that 
shipments of these items with lumber would 
deprive retail yards of a means of disposing of 
short length pieces, and would displace local la- 
bor. The association asserts that the list of ar- 
ticles now taking lumber rates, or arbitraries 
higher, is sufficiently comprehensive. 

Other proposals by shippers, for stop-overs at 
$6.30 a stop on Pacific coast lumber to Iowa- 
Illinois, and on clay products, Western Trunk 
Line Dockets 8080, 6629-D, and 8090, are ob- 
jected to. The association opposes similar pro- 
posals in Southwestern Freight Bureau Dockets 
24990 and 25355, the first dealing with lumber 
flooring, and the second with sash, doors and 
millwork. 





SALES 


F . ; , 
ollowing were average sales prices 


4/4 5/4 


Rep Cum— 
Qtd. FAS... 


No. 1&sel. 33.00@ 37.00 38.50 

Pin. FAS... 56.00@ 60.00 

No. 1&sel. 33.50@ 37.00 
9 


Sap Gum— 
Qtd. FAS.. 


3”"&wdr. 38.50 

Ss .. 81.75@ 39.50 35.50@ 
No. 1&sel. 26.50@ 28.75 27.25@ 
No. 2 ... 20.00@ 22.75 22.50 
No. 3 19.75 


Sd. wormy 21.50 
Brack Gum— 


Qtd. FAS... 36.00 
No. 1&sel, 29.25 


TUPELO— 
Pin. FAS. 27.50 
No. L&sel. LER 
No 20.00@ 22.50 


Ware. Oax— 
Qtd. FAS... 79.50 


No. 1&sel. 48.00@ 49.00 |........... 
No. 


: . 36.2 
No. 3- i 26. rt 


Pin. FAS... 62.25@ 67.25 
No. 1&sel. 40.75@ 48.75 43.75 
No. 2... 34.00@ 36.25 
No. 3 ... 28.00 
MIXED On 
Sd. wormy. 29.00 


6/4 8/4 4/4 
RED OaK— 
Sti cao ae: 65.50 Qtd. FAS... 62.50 
39.50@ 44.25 Pin. FAS... 60.25 


No. 2 ... 36.00 


ceescescecceor PorPpLaR— 
Pln. Saps & é. 
38.295@ 41.00 eee 41.25@ 
@ 31.50 28.25@ 39.25 No. 1&sel. 32.25@ 


TET. in seis Swatowes eons AsH— 

Oo. Ty OUOU see crenserse N ‘ rsel... 85.00 
@ 20.00 29.75 dene Pe ) 
aétediihenme. Maeamipeawe> No. 2 com. ...... 

ee COTTON WooD— 
7 bds., 
Sinn es ahhh aan daa ae 40.00 -17” .. 44.25 
2 27.75@ 32.00 FAS Sgtateace! saqalia tetas 
No. 1&sel... 27.50@ 
Saree 23.25@ 
He 
deel aent inc satea cw Pin. FAS. 29.75 
No. 1&btr. ee 
No. 1&sel. 25.75 
arciaedaaes 105.00 No x | 49-75 
ccbateaheaancie -ieianth eedaicel ae 
wid tetas cath  ieblelninacwiae es (/) Serre 
ca ealaecaadiatta Sos te acute chet aa No. 1&sel. . 24.25@ 
Fea GEE © sesracacweas ek EE séess 19.25@ 
“err oT a. tt aoe te ee MAGNOLIA— 
seaececoacanseoecneone geeen CeO@eeceos oe FAS oh te 42.00@ 
oo 1&sel... 31.25 
5 a gece Loe aa a ee No. 2 com. 23.50@ 


Eee 


eG ee & eh ewaes 


PRICES OF SOUTHERN HARDWOODS 


‘eived for southern hardwoods during the week ended Nov. 1, Chicago basis: 


5/4 6/4 8/4 


COCR) VeeePouesesese see BEDES 96.25 
OS ee ee ape ere ee 
DUE, scapiericeotew,clel «kcede Ss alel’ oe ee uebameate mete aaliee 
Saver ieae 0 ee das arid parteu nea on cla sig nrc late 24.75 

eee |0lt(“(i‘(‘ COC Weert’ we ereten eee 
pelea 29.00 i RI ERE 
(Sf ener ——— - cevweakemes 
25.50 23.25 ae 8 8 }8« aed bpeweeen 
itch aibiatieibak. skiaeieece 37.00 

28.25 26.75 

7 - «s#ebeephavca  mwaatecoeates 
fae are re cn eat toletaes 
ED. ib cs picieee ee. Ceenattekkes. scenes eaue 
ME © es peek htaaiar 6a iene lala wo! (2 bk ee eee 

ISG S80 S678 4 i wvsdeswseseus 
DI. ‘sacgaiteademes  “ekicheusiwhes’ —ksrscaceas wae 
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OBITUARY RECORD 











JOHN WALLACE 


organzation in 
1, 


1902 he became president and 
the company, 
when he became board 
in the organization 
of Railroad Tie 


he retained until 1928, 


He took a prominent part in 
and educational affairs, i 
Louis police board and as president of the 
. While he was a generous contrib- 
utor to Central College, Fayette, Mo., and its 


a daughter, a step-son, a 


J president 
Schramm-Farrington 
NI - 


his youth in his native State, 
Pennsylvania, where he was employed by the 


Schramm-Farrington 


associated with 


elected president of the Buffalo Lumber 


eral brothers and sisters. 





THOMAS A. MYERS, 65, of Baltimore, Md., 
7 illness following an opera- 
for appendicitis. 


This partnership was dis- 


saling southern pine, of which he 


his business affairs; and a daughter. 


Oct. 28 near Edgewood, on the Cahaba 
Birmingham, Ala., with ; 
right temple. 


bullet wound in his 
For the last two years he had 
secretary-treasurer 


Mineral Land Co., both af- 


manufactured 
About ten years ago he came to Birmingham 
and established 


Several years ago he organized 
Lumbermen’s 
selection as secretary followed. 
Alabama Retail Lumber Dealers’ 
some four years ago. 
and two children. 


lumber circles, died Oct. 


headquarters at 


same organization to Harri- 
he served in a similar ca- 


Michigan, with headquarters at Detroit. 
are the widow, Mrs. Daisy F. Carson; 
B. Carson, jr., 
beth Wood and Dudley M. Carson, all of De- 
troit; a sister and five brothers. 





of the Bren- 
Lumber Co., was found dead Oct. 
bullet wound which may have 
His father had estab- 
and the son 
joined him after finishing school. 
continued the business until 


inflicted accidentally. 


W. Wood, reorganized it as the Brenham 
Lumber Co. He was a director of the First 
National Bank and had extensive farm inter- 
ests. He was noted for his geniality and 
charitable activities. Besides his brother, 
there survive him his widow, his mother and 
a sister. 


FRANK F. EGGERS, 70, of Manitowoc, 
Wis., president Eggers Veneer Seating Co., 
Two Rivers, Wis., died Oct. 27 after a long 
illness. The company which he headed had 
been established by his ancestor, an immi- 
grant from Germany, in 1848, and had since 
grown to be one of the world’s largest in its 
line. The deceased joined his father in the 
business in 1911 and became vice president. 
He was widely read, and much interested in 
electricity and radio. He is survived by his 
widow, two sons, one daughter, a sister and 
four brothers. 


JOHN C. BILES, 61, former widely known 
southwest Washington logging operator, and 
of recent years head of one of the largest 
lumber mills and box factories in eastern 
Washington, the Biles-Coleman Lumber Co., 
of Omak, Wash., died at his home in Omak, 
Wash., Oct. 26 following a ten days’ illness. 
He was born June 9, 1871, at Grand Mound, 
Wash. He taught school for a while, and 
then became a logging operator, with enter- 
prises in various southwest Washington tim- 
ber centers. He was 
married to Miss Nona 
Meyers, of Aberdeen, 
Wash., April 12, 1900. 
They lived at Montes- 
ano, Wash., until 1909, 
when they moved to 
Peshastin, Wash., 
where he engaged in 
the lumber business. 
In 1921, Mr. Biles went 
to Omak, Wash., where 





THE LATE 
JOHN C. BILES 





he purchased a small 
lumber mill and box 
factory, which he was 
still operating at the 
time of his death, hav- 
ing built it into one of 
the largest plants of 
its kind in the eastern 
part of Washington. 
He was a Mason and 
— Was a past master of 

the Masonic lodges at 
Besides his widow, he is 





Elma and Omak. 
survived by three daughters, Mrs. R. L. Mc- 


Nett and Mrs. J. E. Maley, both of Omak; 
Mrs. Ross Woodard, of Lomis, Wash.; by six 
grandchildren; by seven sisters, Mrs. Mabel 
Kellerman, of Elma, Mrs. Margaret Hodgson 
of Los Angeles, Mrs. Essie Query, Mrs. Fan- 
nie Kellerman and Mrs. Birdie Mehlfeld, of 
Seattle, Mrs. Minnie Rodenberger, of Silver- 
ton, Ore., and Mrs. Maude Guptil, of Aber- 
deen, Wash.; and by one brother, W. E. 
Biles, of Issaquah, Wash. 


R. HARRY MILLER, 64, widely known 
lumberman of Indianapolis, Ind., and mem- 
ber of a pioneer Indiana family, died recently 
of heart disease following an illness of four 
weeks. Mr. Miller was born in Miami County. 
When 18 he went to Peru, Ind., and in 1897 
he married and moved to Fairmount, Ind., 
where he was a partner with the late Frank 
Hanly in the lumber business. He settled in 
Indianapolis in 1904 when Mr. Hanly was 
elected State governor. He was a member 
of the Sons of the American Revolution, and 
his ancestors dated back to the first James- 
town settlement. He is survived by his 
widow. 


JOHN B. MASON, 75, one of the founders 
and owners of the Portia Lumber Co., Jones- 
boro, Ark., died following a heart attack on 
Oct. 27. Mr. Mason organized the Portia 
Lumber Co., at Portia, Ark., with his brother 
as a part owner. Later he moved to Jones- 
boro. Mr. Mason was actively identified with 
the lumber industry of northeast Arkansas 
since 1895. He is survived by his widow and 
three sons. 


LOUIS AUTZ, 59, president of Enterprise 
Coal & Ice Co. and of Excelsior & Lumber 
Co., Louisville, Ky., died in hospital late in 
October of heart disease. He came to the 
United States from Germany when 16, and 


in 1918 became associated with the coal and 


November 12, 1989 


ice concern. 
the Liberty Bank & Trust Co. 
his widow, three brothers and three 


He was director of a branch of 
Surviving are 


Sisters, 








MRS. ELMER ANDiRSON. wife 
manager of the W. A. Cavin Lumber Yards 
at Quincy, Mich., died early in November 
The couple were former residents of Sturgis 
Mich., and following the husband’s service jp 
the Great War, he joined the Cavin company 
Besides Mr. Anderson, a daughter of 8 sur- 
vives. 


of the 


GEORGE 


RINDERKNECHT, 48, president 
Rinderknecht Lumber Co., Dayton, Ohio, 


died Oct. 25 in Miami Valley Hospital in that 
city, following an operation for appendicitis 
performed a week previous. His deceased 
father, George C. Rinderknecht, had estap- 
lished the business in 1901, and when it was 
incorporated in 1918 the son became secre. 
tary. Upon the death of his father in 1995, 








Statement of the ownership, management, 
circulation, etc., required by the Act of Con. 
gress of August 24, 1912, of AMERICAN 
LUMBERMAN, published every other week 
at Chicago, Iil., for October 1, 1932. 


STATE OF ILLINOIS, 2 
County or Cook, §%5- 


Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared ELM 
C. Hous, who, having been duly sworn according to 
law, deposes and says that he is the business 
manager of the AMERICAN LUMBERMAN, and that 
the following is, to the best of his knowledge 
and belief, a true statement of the ownership, 
management (and if a daily paper, the circula- 
tion) etc., of the aforesaid publication for the 
date shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the 
reverse of this form, to-wit: 


1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: 

Publisher, The AMERICAN LUMBERMAN (a8 corpo- 
ration), 431 S. Dearborn St., Chicago, Ill. 


Editor, ELMer C. Hous, 6704 Stewart Ave., Chi- 
cago, Ill. 


Managing Editor, A. L. Ford, 2211 W. 103rd 
St., Chicago, Ll. 


Business Manager, ELMer C. Hous, 6704 Stewart 
Ave., Chicago, Ill. 

2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by 
a corporation, the names and addresses of the indi- 
vidual owners must be given. If owned by a firm, 
company, or other unincorporated concern, its 
name and address, as well as those of each indi- 
vidual member, must be given.) 


The AMERICAN LUMBERMAN (a corporation), 
431 S. Dearborn St., Chicago, Ill. 


a W. Defebaugh, 1120 B. 50th St., Chicago, 
ll. 


Anne Defebaugh Meyer, 1130 E. 50th St, 
Chicago, Ill. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per 
cent or more of total amount of bonds, mortgage 
or other securities are: (If there are none, # 
state.) None. 


4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upol 
the books of the company, but also, in cases where 
the stockholder or security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or cor 
poration for whom such trustee is acting, is givel: 
also that the said two paragraphs contain state 
ments embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under whic) 
stockholders and security holders who do not 4p 
pear upon the books of the company as trusteét, 
hold stock and securities in a capacity other tha? 
that of a bona fide owner; and this affiant has 0 
reason to believe that any other person, associatiot, 
or corporation, bas any interest direct or indirect 
in the said stock, bonds, or other securities tha 
as so stated by him. 


5. That the average number of copies of eat 
issue of this publication sold or distributed 
through the mails or otherwise, to paid subscribe! 


during the six months preceding the date show? | 


above is .......... (This information is requi 
from daily publications only.) 
ExMer C. Hos, 
Business Manager. 


Sworn to and subscribed before me this 
27th day of September, 1932. 
WILLIAM MATHIESEN. 


(Seal.) Notary Public. 
(My commission expires Feb. 5, 1933.) 
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November 12, 1932 


George Rinderknecht succeeded him as presi- 
dent. Associated with him in the business 
was his brother, Albert P. Rinderknecht. He 
is survived by his widow and five children, 


his mother, the above brother and a sister. 
HERMAN B. KUPPLER, 52, former lum- 


perman and at the time of his death widely 
known in the Pacific Northwest as a_ builder 
of pulp and paper mills, died in Port Angeles, 
Wash., Oct. 21, of bronchial pneumonia and 
neart trouble. He had been sick but a few 


AMERICAN LUMBERMAN 


ROBERT FIRTH, 40, a well known lumber 
dealer at Versailles, Ind., died of pneumonia 
at his home there on Nov. 3, after an illness 
of a few days. The widow, four children, 
the father, two brothers and one sister sur- 
vive. 


OWEN KING, 87, lumber dealer at Spring 
Green, Wis., near Madison, died at his home 
after a lingering illness. Besides his yard 
at Spring Green, he 
Dodgeville and Lone Rock. 
eight sons and daughters. 


owned lumber yards at 
Surviving 


are 








USINESS CHANGES, 














. 
Incorporations 
ILLINOIS. Collinsville—Advance Wood Products — 
oeast Carondelet—Cahokia Sand & Material Co. 


Ward 
Louisville—Scheirich 


$20,000. J. A. interested. 


KENTUCKY. Manufactur- 


ing Co., 4460 Louisville Avenue. $10,000. Henry 
J. Scheirich, president. 
LOUISIANA. Hammond-— Hammond Box Co. 


$10,000. 
MARYLAND. 
1003 China St. 
MICHIGAN. Detroit—Hudson Manufacturing Co. 
$5,000. Toys and novelties. 
Detroit—Hubbell Avenue Coal & Supply Co., 9320 
Hubbell Avenue. $1,000. 
NEW JERSEY. Bogota—Stewart Coal & Lumber 
Co., 158 Main St. 


Baltimore—Otto Gregenzer Co., 


Lincoln Park—Lincoln Park Lumber Co. Retail. 
NEW YORK. Brooklyn—Quality Door, Sash & 
Lumber Co.; wooden boxes, cabinet work etc. 


Abraham K. Malinoff, 2325 University Avenue, New 
York City, interested. 

Brooklyn—Silco Parquet Flooring Supplies (Inc.). 
Peter Noval, 869 Hopkinson Avenue, Brooklyn, in- 
terested. 

Brooklyn—United Store & Office Fixture Co. 

New York City—The Boardwalk Rolling Chairs 
(Inc.). $10,000. To manufacture chairs and furni- 
ture. Malvin B. Mariash, 16 Court St., Brooklyn, 
interested. 

New York City- 
poration, Henry J. 
Island City, N. Y., 


-Brister & Koester Lumber Cor- 
Koester, 3443 30th Street, Long 
interested, 


New York City—Renna Bros. Woodworking Cor- 
poration. 

New York City—Vaughan & Nelson (Inc.); in- 
corporators: John A. Kramer and Nels H. Nelson, 
both of 12 Lawrence St., Yonkers, N. Y and 
Gwynne H. Vaughan, Beechwood, N. J. 

NORTH CAROLINA. Asheville—Pisgah Lumber 
Co. (Inc.). $100,000. James M. Williams, John L. 
Williams and L. J. Prookshire interested. 


Charlotte—Charlotte Lumber & Manufacturing 
Co. plans shop for special millwork in addition to 


its retail lumber business. Clarence McGee and 
Marshall W. Moore, of Belmont, incorporators. 
OHIO. Cleveland—Builders Coal & Supply Co., 


826 Standard 
VIRGINIA 
Improvement 


Bank Building. 


Rosslyn—American Millwork & Home 
Corporation will engage in the mill- 





work and home improvement business. Hyman 
Frish, Washington, D. C., is president. 
CANADA. British Columbia, Giscome—Eagle 


Lake Sawmills (Ltd.) incorporated. 


Business Changes 


ARKANSAS. DeQueen—Home Lumber Co. is re- 
ported to have been purchased by the Creosoted 
Products Co. of Kansas City, Mo., which will make 
expansions. 

CALIFORNIA. 


Manteca—Hayward 
Investment Co. \ 


sold to J. Nason. 
COLORADO. Denver—Lyon Lumber Co. 
reported purchased by Acme Lumber Co. 
GEORGIA Jonesboro—W. H. Turnipseed (Es- 
tate) succeeded by J. G. Evans. 
ILLINOIS. Williamsfield—J. M. 
Succeeded by Baird Lumber Yard 


Lumber & 


assets 


Baird 
(not 


(Estate) 
inc.). 


INDIANA. Newcastle—Radio Cabinet Co. changed 
Name to Central Casket & Cabinet Co. 
IOWA Aspinwall—Denniston & Partridge Co. 


sold to A. H 
Botna. 
KANSAS Manchester 
to Manchester Lumber Co. 
KENTUCKY Bowling Green—Harris Lumber Co. 
ory sold to Roemer Rros., who are in business 
tere and will move stock to their plant. 
MICHIGA N. Detroit—Grigg-Hanna Co. 
Name to Grigg-Hanna Lumber & Box Co. 
NEBRASKA. Hastings—Cash-Wa Lumber Co. 
~— changed to Johnson Cash-Wa Lumber Co. 
oeraville Larson Lumber Co. succeeded by 
€ Lumber Co., which recently began a retail 
lumber business. ‘ y 
Ae ated JERSEY. Englewood—Bried Lumber Co. 
whict succeeded by Englewood Builders Supply Co., 
Warn recently was organized by H. G. Sealey, 
wen N. Y.. and R. H. Finger, Paterson, N. J. 
con meoken—Eisen Bros. Parlor Frame Co. suc- 
eded by Eisen Bros. (Inc.). 
— YORK Bellaire—M. Goodwin & Co. local 
anch succeeded by Chester G. Stewart (Tnc.). 


Hinz Lumber Co.; headquarters at 


Foster Lumber Co. sold 


changed 





t 


_eiee Edgar J. Seaman succeeded by Sea- 
“Sickels [, Rae : ‘ = 
porated, umber Corporation, recently incor 


New York City—J. H. Burton 
ceeded by Charles J. Schmidt Co. 

OREGON. Silverton—Silverton Box Works mov- 
ing to Mount Angel. 

PENNSYLVANIA. Lancaster—H. M. Stauffer & 
Sons, Lebanon, bought stock and fixtures of bank- 
rupt firm of Knight-Walker Lumber Co. 

TEXAS. <Austin—Olcott-Kelly Lumber & Manu- 
facturing Co. now Van C. Kelly Lumber Co. 
Jeaumont—Miller & Vidor Lumber Co. 

H. Green Lumber Co. 


& Sons Co. suc- 


now E. 


Buffalo—Buffalo Lumber & Hardwood Co. (Inc.) 
now W. B. Reeder. 
Dallas—Continental Wirebound Box Co. now 


Continental Package Co. 
Port Arthur—J. J. 
by Sabine Lumber Co. 
WASHINGTON. Spokane—Potlatch Yards (Inc.) 
sold local yard at E. 3202 Sprague Avenue to Hud- 
son Lumber Co., in similar business at E. 3301 

Sprague Avenue. 

WEST VIRGINIA. Salem—J. M. Smith & Son 
purchased. the Truman Riley Lumber Co. mill and 
plant and will make some improvements. 


(Inc.). 


Bean Lumber Co. succeeded 


New Ventures 


CALIFORNIA. Oakland—George Johnson & Son, 


foot of 34th Street; retail. 

ILIANOIS. Charleston—Charleston Lumber Co.; 
retail. 

Galesburg—Economy Lumber Co. (Inc.). 

TAUISIANA. New Orleans—Blanchard Lumber 
& Supply Co. (Inc.), 7900 Washington Avenue, on 


location formerly occupied by the Griswold Lum- 
ber Co. Paul A. Blanchard, president: Robert M. 
Wood, vice president, and Wiley J. Wood, secre- 
tary-treasurer. 

MARYLAND. Baltimore—Carey Manufacturing 
Co., Hollins & McPhail Streets, has begun manu- 
facturing small furniture. 

MICHIGAN. Marcellus—The Robinoff-Stead Co. 
has engaged in the manufacture of household 
furniture. 

MONTANA. 
facturing Co. 


Kalispell—Builders Lumber & Manu- 


NEW JERSEY. Hampton—Hampton Coal & 
Lumber Co. _ Retail. 

Hoboken—Hoboken Wood Flooring Corporation, 
llth and Hudson Streets, organized. 

Jersey City—Central Lumber Co., 441 Palisade 
Avenue. Planing mill and retail lumber. Branch 


of Prospect Planing Mill & Lumber Co., Bayonne, 
N. J. 


NORTH DAKOTA. Grand Forks—Simonson Cash 





Supply; retail. 
OHTO. Cincinnati—J. M. Huhn Lumber Co., 4255 
Hamilton Avenue; wholesale and commission. 
OREGON. Portland—Frank C. Knight, 526 
Glisan Street; lumber and building materials. 


Redmond—Redmond Box Co. 


WASHINGTON. Seattle — McClellum 
Shop, 305 East Pine Street. 


Cavdinet 


Casualties 


CALIFORNIA. Standard—Pickering Lumber Co., 
box factory, suffered fire loss estimated at $350,000. 


LOUISIANA. Flora—Weaver Bros. Lumber Co. 


sawmill destroyed by fire: loss about $20,000. 
partially covered by insurance. The planer and 
dry kiln were saved Plan to rebuild the mill at 
once. 

MASSACHUSETTS. Westminster—. TL. Smith 
box shop destroved by fire. Much valuable ma- 
chinery was included in the loss, which is esti- 
mated at $35,000. 

NEW JERSEY. Elizabeth—Oscar Blum & Sons, 
791 Broadway, lost by fire two buildings, 1,000,000 


feet of lumber and 25.000 tons of coal. 
mated at about $75,000 to $100,000. 

NEW YORK. Nyack—Nyack Lumber Corpora- 
tion buildings, lumber and machinery valued at 
$25,000 destroyed by fire. 

WASHINGTON. Tacoma—Cavanaugh Lumber Co, 
suffered fire loss estimated at $45,000, covered by 
insurance. The plant will be rebuilt immediately. 


Loss esti- 


New Mills and Equipment 


NORTH CAROLINA. Hayesville—The Foard 
Veneer Co. will rebuild burned dry kiln. 


WASHINGTON. Kalama—E. H. Adams & Sons 
are erecting a tie mill here. 

Sumner—The Pacific Lumber Agency will estab- 
lish a planing mill on West Valley Highway near 
Stuck River. 














How to Figure Costs for Advertising 
In Classified Department 





Ge TD ccctcsxeve cosesecsccesccs CREO GD | 
' Two consecutive issues..........55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 
Seven words of ordinary length make 
one line. 
Count in the signature. Heading 


counts as two lines. 
No display except the heading is 
permitted, 


Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 














WANTED 


Salesmen 


COMMISSION SALESMEN 


Wanted by Merchandising Organization which is 
supported by manufacturers of Douglas Fir, Sitka 
Spruce, Western Hemlock, Western Red Cedar, 
Ponderosa White and Sugar Pine, and Alder,—who 
make EVERYTHING produced from these woods 
from Structural Timbers to Fabricated chicken 
coops,—everything required by the Retail Lumber- 
man and the Industrial in either STRAIGHT or 
MIXED cars. 

Address “E 177,” 














care American Lumberman. 





ON STRAIGHT COMMISSION 


Exclusive territory. Fir, Spruce, Cedar, Pondosa 
Pine. SULLIVAN LUMBER CO., Portland, Oregon. 





Employment 


MILLWORK ESTIMATOR AND SUPT. 
Twenty years’ experience in listing materials, de- 
tailing, billing and handling building supplies, can 
also design and make complete plans of homes for 








plan service, go any place for reasonable salary. 
“A-1" reference from employer. 
Address “R. 61,” care American Lumberman. 





WANTED TO REPRESENT 
A reliable manufacturer, in West Virginia, am well 
acquainted with dealers, have had traveling ex- 
perience also, been Manager of Lumber and Build- 


ers Supply Yard. Age 34, married. Available 
immediately. 
Address “‘R. 68,’ care American Lumberman. 





SALESMAN TRAVELING NEW YORK AND PA. 


For wholesale concern handling Coast products 
wishes to make change or represent mill direct. 
Address “‘R. 65,”" care American Lumberman. 


POSITION WANTED 

By experienced bookkeeper for Y. P. 
in commissary or both. Salary $60.00. 
Address “‘R. 64,’ care American Lumberman. 


YARD MGR. THOROUGHLY EXPERIENCED 


Age 38; 
Address 





mill or clerk 





References. 
care American 


LUMBER OFFICE BOOKKEEPER 


Accountant experienced in line yard general office 


married. 
“R. 67.” 


Investigate. 
Lumberman. 





work now open for a position. Eight years’ ex- 
perience. Able to take full charge. Available 
at once. 

Address “P. 71," care American Lumberman. 
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FOR SALE 





FOR SALE 








Employment 


WANTED—POSITION AS RETAIL YARD 





Manager about Jan. Ist. At present manager of 
one of the largest yards in Indiana city of forty 
thousand Destres a like position in the western 
states Prefer salary and percentage arrangement. 
Address ““p. 88,"" care American Lumberman. 





Lumber and Dimension 


LP PDLA PPL PPP LPP PD 


WILL TRADE FOR LUMBER 


One 150 H. P. Nordberg Stationary Engine in good 
shape also have maturing income property con- 
tracts balance $700, and $1100 monthly payments 
guaranteed 6% interest; prefer low grade building 


lumber 


Address “P. 89," care American Lumberman. 





WANTED—ORDERS FOR SMALL DIMENSION 
Cut from Hardwood 2”-11%%”-1"-%” square. 


Address P. 90," care American Lumberman. 





WANTED—WE DESIRE TO CONTACT 

One or more good mills who can 

items fully machined This would 

veneers, as ell as oak, gum and walnut lumber. 

We are contemplating buying in the near future 
Address “R. 59," care American Lumberman. 


Retail Lumber Yards 


WANTED—RETAIL LUMBER YARD 
live town. Will trade a 
acres in Humphreys 
irt of Delta, very desirable, good im- 
provements title clear, no incumbrances, worth 
$50,000.00 of any man’s money. Address A. V. 
JACKSON, P. O. Box No. 521, Belzoni, Miss. 


furniture 
include cedar, 


furnish 








In good 
of 1400 


Rich soil, he 


plantation 
Mississippi. 


cotton 
County, 





WANTED TO BUY LUMBER YARD 


In one yard town with good schools; Wis. pre- 
ferred 
Address “R. 56,” care American Lumberman. 





HAVE YOU SOMETHING TO SELL. 


Advertise in the Wanted and For Sale de- 
partment when you wart to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Il. 





WANTED—FOR CASH--A GOOD YARD 


Well located, in Minnesota, Washington, Oregon or 
northern Calif. Two yard town preferred 
Address R. 55." care American Lumberman 





Timber and Timber Lands 


o~—<_snnrneenen nn eee Ss 


TO TIMBER OWNERS 





eee 


Please 


send me description of your timber hold- 
ings in Oregon and perhaps I can give you in 
return a report that will help you to dispose of 
them or tell you best how to handle them. I am 
making a trip by auto through the timber sections 
for a large timber owner I will carry a camera 
with me and will keep my eyes open for anything 
that looks as if it would be interesting to timber 
owners There will be no charge for my prelim- 
inary report Perhaps this might lead to some 
future business Anyhow I would be glad to hear 
from you E. H. JOHNSON, care American Lum- 


berman, 431 So. Dearborn St., Chicago, Illinois. 





WANTED—TO PURCHASE 


From 


25,006,000 to 100,000,000 Feet of Timber. Give 
full particulars 
SOUTHERN ALARAMA LUMBER COMPANY 
Mobile, Ala. 


Retail Lumber Yards 





PROFITABLE SMALL BUILDING MATERIAL 


And 
Location a 


mo 


lake regions in northern Wisconsin. 
age 
constantly 


Bu 
offi 


(Perfect 


Contracting Business for sale 
charming little village on 
st popular lakes, of the best, 


very 
one 


Federal Highway 
increasing traffic. Now being 
ildings consist of a practically new store 
ce 24’x32’ with display windows, 
location for filling station) 


on main 


cheap. 
of the 
fastest developing, 
160 feet front- 
carrying very heav 
pave 
and 
shelving etc. 
a double deck 


y, 
d. 


lumber shed 40’x50’. Lots of additional outside 
piling room. Present owner will take stock of 
material on hand or include in sale at 10% under 
present market. Normal business $30,000 to $40,000. 
A good man who knows construction business 
should easily double this volume. Price including 
all equipment $5,500. $2,500 down, balance $600 
per year for five ars. 


Address “'R, 





62 care American Lumberman. 





CAN ANYONE RECALL THE “GOOD 
OLD DAYS?”— 


Is there any place left in the land where 
people still go berrying? Where they still 
have straw rides? And ice cream socials? 
And torchlight processions? Where anybody 
wears fascinators? and “kiss-me-quicks"’? 
And Paisley shawls? Where you can hear 
horses’ hoofs beating on the frozen road at 
midnight? Where ‘coon dogs bay in the 
woods? Where they are still called drum- 
mers? And dudes? And_smart-alecks? 
Where they still wear leather boots with red 
tops and brass-plated toes? Where they 
have a town herd? And town pump? And 
nickelodeon? Where boys tie one another's 
clothes in knots? Where they have penny 
arcades? And a town drunkard? And a 
livery stable? And basket picnics? And 
river baptizings? And harness stores? And 
a calaboose? 


Where boys still hop trains? Where the 
dust still burns bare feet? Where you can 
steal watermelons? Where they have 
ha’nted houses? Where you can ride the 
“lead horse” at harvest time? Where they 
have an opry house? And you can see 
Uncle Tom's Cabin? And East Lynne? And 
the Count of Monte Cristo? And the Two 


Orphans? Where the old soldiers still 
parade? With a fife and drum? Where 
they ford rivers? And wash the buggy? 


And cook for threshers? Where the adver- 
tising car for the circus comes to town? and 
stands all day on the siding? While men 
post bills? On your barn? And ours? And 
we get “‘comps” for it? And then miss the 
circus? Because we've got the mumps? 
Where you can sneak up into the haymow 
and read Diamond Dick? And the Liberty 


Boys of 76? and Old King Brady? And 
Tip Top Weekly? 

Where they play run sheep run at 
twilight? Where they still call them horse- 
less carriages? And the door opens in 
back? And it’s red all over? And you can 


smell it for three blocks? Where the whole 
family goes out to grandma's for Thanks- 
giving? And you get the stomach ache? 
Where they still know that a wounded snake 
won't die till sundown? Where you can 
swap an agate for five chalkies? Where 
they say, “Cab to any part of the city, all 
hotels and depots, twenty-five cents?” Is 
there such a place—where the world's ahead, 
and every goose a swan? Where life calls 
out to hearts that are young? Where hope 
rides high, and the grass is green, and the 


kingdom of heaven lies deep and sure 
within the human heart?—Omaha World- 
Herald. 





Logging Ry. Equipment 


WANTED—FIVE OR SIX THOUSAND CHAIN 





Dogs for rafting logs Write RATLIFF BROTH- 
ERS COMPANY, Carlisle, Ky 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





RETAIL LUMBER & COAL YARD FOR SALE 


Lo 


cated in East Central Wis. in 





rich territory, 

good town and country trade. Can be bought 
right 

Address “R. 63,"" care American Lum berman 

IN NORTHERN ILLINOIS 

Only yard in live town of over a thousand, low in- 
vestment, fine territory, profitable business for 
years Part purchase on time if desired. An 
opportunity. 

Address “P, 91.” care American Lumberman. 








Retail Lumber Yards 


yes 


RENTAL 


location 





Ideal lumber yard 
acres of land. Plant 
system. Side railroad 


-center of city—four 
60,000 square feet sprinkler 
track. Well-known manu- 
facturer of Sash, Doors and Cabinet Work located 
nearby. Over 200,000 population in 20-mile radius, 
Excellent prospects. 45° miles from Boston. 
Address “‘R. 51,” care American Lumberman, 








FOR IMMEDIATE SALE 

Kenosha, Wis. Business 
been under same ownership 
large volume of business; very 


Retail lumber business in 
well established; has 
for over 30 years; 
a” inventory 


THE BERMINGHAM LUMBER COMPANY, 





Business Opportunities 





WANTED—MAN OR LADY FOR LOUISIANA 


And Arkansas operation to assist owner in mill 
manufacture business of all farm implements and 
furniture, squares, and stock and handles. Must be 
able and willing to buy working interest on install- 
ment plan; small amount of cash required. Good 
salary to party who does not mind hard work and 
long hours. Must be of pleasing disposition and 
able to get along with both white and _ colored 
laborers. Apply B. & J. LUMBER COMPANY, 
jald Knob, Arkansas. 


TIMBER 14 MILLION FEET, CLOSE TO N. Y. 





Want capital to develop. Sell on saw bill basis. 
Give capitalist 4/5 profit. 
Address “‘R. 57,” care American Lumberman. 





NORTHERN WHOLESALER, WELL FINANCED 


With mill output, also southern purchasing office, 
offers splendid opportunity for split-profit with 
live wire salesman selling industrial trade, special- 
izing southern hardwoods and yellow pine. Write 
us fully. 

Address “R. 53,” 


care American Lumberman. 








Lumber and Dimension 


WITH WHOLESALER 





\ 


WANTED—CONNECTION 


Or export to handle output of two small mills 
located in Arkansas. Manufacturing dimension 
squares, handles, wagon stock, hardwood lumber. 
laths. Long operation and expert operators. Open 
for connection to cut and stack for good company 
Apply B. & LUMBER COMPANY, Bald Kno? 
Arkansas. 


WANT CONTRACT TO SAW HARDWOODS 


splendidly located export trade de- 
Oak 





Sawmill for 


sires contract to saw hardwoods, preferably 
Willing to make close price for sawing, storage 
and shipping. , 

Address “R. 50.” care American Lumberman 





FOR SALE—AROMATIC RED CEDAR 
Clothes closet lining. Wholesale Write for 
full details and sample. 

Address ‘“‘R. 58,’ care 
BUYERS OF BROOM HANDLES 


In the rough (Pine) are invited to send their 
and address for offering. 
Address “R. 66," care 


Timber and Timber Lands | 


wr Y 


only. 


American Lumberman 
men 





name 


American Lumberman 





DARDS ear 





TIMBER LANDS 


acres of fine quality timber land. Abou 
sugar pine, 35% white pine, 40% fir, 5% i 
cense cedar. 125 miles, air line to San Francisco, 
32 miles to Corning. Address MRS. W. PARK 
Agent, 306 Avondale Road, Brentwood Heights 
Los Angeles, Cal. 


40,000 
20% 








320 ACRES—TIMBER ONLY 
Located in S. E. Mo. Oak and native. 
MYERS, 670 Diversey Pkwy., Chicago, IIl. 
——— 


H. J 

















FOR SALE 
res of virgin timber—oak, 
with small amount of 
Ala. 








ash and 
3ox 143, 


° 900 ac 
hickory 
Russellville, 


poplar, 
pine. 
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FOR SALE 











FOR SALE 


FOR SALE 











Second Hand Machinery | 


—“———eeeeeeeeeeeerrrer eee 
NEW MACHINES FOR IMMEDIATE DISPOSAL | 


If you want woodworking machines, new or re- 
built, ask about our NEW LOW PRICES to close 
out all machines in stock before starting our newly 
designed line, surfacers, planers and matchers, 
moulders, glue jointers, hand planers and jointers, 
box board matchers, tenoners, gainers, mortisers, 
borers, shapers, edgers, jointers, variety saws, log 
carriages, band saws, band resaws, bard rip saws, 


Second Hand Machinery 


FOR SALE 


1—20x36 Right Hand Corliss Engine. 

1—22x30 Houston, Stanwood & Gamble Engine 
1—No. 3 Left Hand Wickes Gang Saw. 

1—No, 65 Covel Gang Saw Grinder. 

1—42 Ton Shay Locomotive. 
2—70 Ton Shay Locomotives. 
800 Ton good 60-lb. relaying rails with angle bars. 
FORT SMITH LUMBER CoO., Plainview, Arkansas 





Miscellaneous 








STRAIGHT LUMBER ON ANY EDGER FOR $15.00 


Two front and two rear spur rollers that leads 
every board straight. My 1932 Edgers are so 
equipped, from $110 up, some clear its cost every 
30 days. 

J. H. MINER, Meridian, Miss. 





FOR SALE—WOOD AND WIRE FENCING 





circular cut-off saws, circular rip saws, sanders, 
grinders, lathes, trimmers, woodworkers, miscel- 
laneous machines, filing room equipment, cutter- 
heads, cutters, supplies. 
Fully guaranteed. Priced low. Act quickly. 
J. A. FAY & EGAN COMPANY, 
9741-2841 Robertson Ave., Cincinnati, Ohio. 


TWO SHOT GUN STEAM FEEDS FOR SALE 


One has a 5” barrel and the other a 6%” barrel; 
both are new but have become a little rusty in 





weights. 


70s, 80s, 


Steel Rails 


RELAYING 40 LB. AND 68 LB. RAILS 


Also 30s, 35s, 56s, 
Switches, frogs, second-hand locomotives. 





86s. New rails, 


ROBINSON & ORR, 248 4th Ave., Pittsburgh, 


Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. 
STANDARD FENCE CoO., Lufkin, Texas. 








OLD ESTABLISHED RESPONSIBLE 


Wholesaler maintaining distributing yard and own 
planing mill has some extra yard and shed space 
to let for storage of air dried or kiln dried lumber. 
Will sell on commission or you can put it here on 


all 
Pa. 





stock. Will sell at a big discount and give a new 
guarantee with each one. CUNNINGHAM MA- 
CHINERY CORPORATION, Shreveport, La. 


A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 


consignment. For further particulars write Van 
Keulen & Winchester Lumber Co., Grand Rapids, 
Michigan. 

















‘Sawmill 
| Operators @ able from our complete line. 
Learn More About These 


| Books That'll Increase Your Profits 


Write Now for Complete Catalog 


American Lumberman CHICAGO, ILL. 


BOOKS THAT YOU NEED 


—Dozens of them—are quickly avail- 


= 431 S. Dearborn Street 
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About 
5%, in 
rancisco 
PARK 
Heights § 




















Distinctive 


Among 
Belt Lacings 


Only Alligacor Steel Belt Lacing 
combines the features of (1) a ~ 
smooth, flexible, rocking joint (2) great surplus strength (3) 
preservation of the belt ends and (4) easy, rapid application 
with a hammerasthe only cool. It compresses the belt end in 
a powerful vise-like grip. No holes to punch. Often lasts the 
full life of the belc. Suicable for all types of ,belting. Eleven 
sizes. Made alsoin Monel Metal. Sold throughout che world. 
FLEXIBLE STEEL LACING COMPANY 
Lexington Street Chicago, Illinois 
In England at 135 Finsbury 
Pavemenc, London, E. C. 2 
“NEVER 
LETS 
GO” 
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Write for Booklet 
No. 6055 
SOLVAY SALES 


CORPORATION 


o1 Broadway 
New York 


CATERPILLAR 


Reg. U. S. Pat. Off. 


T R A C T O R 


Caterpillar Tractor Co., Peoria, Illinois, U.S.A. 








One pail of Sol- 
vay Calcium 
Chloride Brine 
is more effective 
than four pails 
of water, for fire 
extinguishing 
purposes. Ask 
us why! 











SOLVAY" 
CALCIUM 
CHLORIDE 


isA times 
as effective 
as plain water 
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THE PACIFIC COAST TYPE SHAY 


. . . a Tried and Proved Logging Locomotive! 


Novem 




































Wagons Pt Sinn | 


Ja Position 
to Load - 






continue to do 
the job cheaper 
and better for 


















In Montana... Oregon... Improved design, rugged con- the practical log- Babcoc 
Washington . . . British Co- struction and increased haul- _ ie 
lumbia, etc., the Pacific Coast ing power enable the Pacific ; BC Sy 
7 oy SS es Coast Type Shay to maintain tien i Benson 
standing service. It is hauling ; : yP y ; bunching use Biles-C 
the loads as they should be its high record of efficient per- our Self-Loading Black 
hauled — dependably, continu- formance on logging opera- Skidders. re 
ously and economically. tions. F Le. Bradle 
Bratlie 

Why not find out how the Shay will improve your hauling service? natin aan WAGER GO. _ Brown 
Literature and complete details gladly sent upon request. Write us. : em 
1 

















LIMA LOCOMOTIVE WORKS How Much Profit | “” 
Incorporated MUST You Earn? 


















































Lima, Ohio 60 East 42nd St., New York, N. Y. . : 
West Coast Representative: Southern Representative: That's a vital 
Hofius Steel & Equipment Co., Woodward Wright & Co., Ltd., question today 
First Avenue South at Hudson Howard Ave. at Constance St., for all lumber 
Seattle, Washington New Orleans, Louisiana Camp 
manufacturers Casey 
_— ahaa i 
= SHAY GEARED = ‘ — 
LOCOMOTIVES = Here’s a ne. 
Caterp 
New Book | centy 
~ ‘Pricing Certain 
for Profit” | Cherry 
B Co.. 
— Cisar | 
oie ste W. i. Churchill Contin 
This book is truly A Guide to Profitable Busi- F Crater 
ness because it clearly and specifically | Curtin 
answers such important questions as: Curtis 
e@ Where should your profits come from? 
e How must you determine right prices? 
e How shall you get the right prices? 
@ What is the correct ratio of selling cost 
to profit? 
e How do you synchronize your sales and 
production? ; 

Planer and Jointer Knives Made From Steel ° a ee ee ee eee 
Produced to Our Rigid Specifications a eR 
dnesteanae ehaieneianaheasmmanitaiain aeamat tanita Every Lumberman Needs ff Din 

is exactly what you get when you order from us. And do 
. . F specifications are based on attaining perfection. sia ecninaael This Book--Order Today! Co... 
“4 { High Speed Steel Knives and Moulding Cutters for the Woodworking Industry. } 315 Pages — $3.00, Postpaid ay 
TAYLOR, STILES & COMPANY, :: RIEGELSVILLE, N.J. | For Sele by oe 
WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Missouri American Lumberman ‘Chicago, lino 
st 
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Alger-Sullivan Lumber Co., The 53 
Lamber Co. ......00 
Allis-Chalmers Mfg. Co........ 
Aluminum Company of Amer- 
7) Se ceecccces 


American Credit-Indemnity Co. 
DT bcabsswenrata wanes 52 


American Logging Tool Co.... . 16 
American Plywood Corporation 
American Steel & Wire Co..... 10 


Anaconda Copper Mining Co... 12 
Arkansas Soft Pine Bureau.... . 

Associated Lumber Mutuals... 40 
Ayer & Lord Tie Company.... 39 


Babcock Company, W. W., The 


Baldwin Locomotive Works... . 

Bate Co., J. Herbert......... 55 
BC Spruce Mills, Ltd. ....... 4 
TE id cocunscececus 42 
Biles-Coleman Lumber Co. ... 

Black Gold Co., The......... 40 
Blanchard Lumber Co....... 55 
Booth-Kelly Lumber Co., The... 

Bradley Lumber Co. of Ark.... 3 
Bratlie Bros. Mill Company.... 47 
Brown & Company, Geo. C.... 40 
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Builders Commercial Agency... 52 
Burton-Swartz Cypress Co... . 


Camp Manufacturing Co....... 
Carey Company, The Philip. . 
Carter Lumber Co........... 55 


Casein Mfg. Co’ of America, 
yee 


Caterpillar Tractor Co......... 63 
Century Wood Preserving Co. 39 
Certain-teed Products Corp... 68 
amy River Boom & Lumber 


Se ee ee ee eee eee sees eeees 


Cisar Brothers.......... .... 52 
Continental Steel Corp........ 
Crater Lake Lumber Co....... 47 
Curtin-Howe Corp............ 16 
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Dibert, Stark & Brown Cypress 
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Du Pont de Nemours & Co., 
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Feather River Lumber Co...... 48 
Ferguson Lumber Co. W. T.... 


Flexible Steel Lacing Company 63 
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Frost Lumber Industries, Inc... 
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General Insulating & Manu- 
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General Motors Truck Co.... . 7 
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Hammond Lumber Co., Inc.... 12 

Hines Hardwood & Hemlock 
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Hines Lumber Company, Ed- 
ward, and Affiliated Interests 
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Holt Lumber Company........ 4 
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Indiana Steel & Wire Co...... 43 
[ee 
International Harvester Co... 
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Johnson & Wimsatt.......... 42 


Leschen & Sons Rope Co., A... 53 
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Lima Locomotive Works, Inc... 64 


Lindsey Wagon Company.... . 64 
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Long Lake Lumber Co....... 48 
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Nelson & Co., Gilbert......... 52 
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Pacific Mutual Door Co....... 
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Rice & Lockwood Lumber Co.. 55 
Richard Shipping Corp........ 44 


Ruggles Lumber Co., Carlos.. 54 


Samson Cordage Works....... 
Schuette Co., Wm............ 44 
Segelke & Kohlhaus Co...... 
Sewall, James W.............. 40 
Silver Lake Company........ 
Sinclair Refining Co.......... 6 
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Solvay Sales Corporation..... 63 
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Southern Oak Flooring Indus- 
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Spain & Co., H. M............ 16 
Spokane Pine Products Co... 48 
Starks Stained Shingle Co..... 


Stewart Inso Board Corpora- 


Sullivan Lumber Co.......... 49 
Sumter Lumber Company, Inc. 14 
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Washington Manufacturing Co 4 
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SOFTWOOD LUMBER 


A—Northern Pine 
B—Northern 
B1—West 
©— Northern 
C1—West 
Db—Northern Cedar 


Spruce 
Virginia Spruce 
Hiemlock 
Virginia Hemlock 


Blanchard Lumber Co. .bjklm 

Cherry River Boom & 
BMGT CR. sncccecers bicl 

Emporium Forestry Co...abe 


Hines Hardwood & Hem 
lock Co., Edward....... ac 
Hines Lbr. Co., Edw., and 
Affiliated Interests ....acej 
Mathieu, Ltd., J. A......abk 
Menominee Indian Mills, 
. Gere a 
Northwestern Cooperage & 
Lbr. Co., The -abede 
Rice & Lockwood Lumber 


ir deme .e+-e aejkn 
Von-Platen-Fox Co. .. ac 
Wisconsin Land & Lbr. Co 

‘ 7 pean eacd 
E—Southern Yellow Pine 
F—( ypress 
Alger-Sullivan Lbr. Co, ....e 
Ayer & Lord Tie Co oo s@J 


Burton-Swartz Cypress Co...f 
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Dibert, Stark & Brown Cy- 
Sake Ee ciecdccees 


Frost Lbr. Industries, Inc..e 
Ferguson Lumber Co., 
rT. 


Florida Louisiana Red Cy- 
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Hines Lbr. Co., Eward 
and Affiliated Interests...e 


Homochitto Lbr. Co. ....... e 
Long Bell Lbr. Sales Cor- 
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Newman Lbr. Co., J. J..... e 
Peavy-Wilson Lbr. Co...... e 
Pioneer Lumber Co......... e 
Rice & Lockwood Lumber 
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Ruggles Lbr. Co., Carlos.efj 


Sumter Lumber Co., Inc....e 
Tremont Lumber Co. ...... ef 
Wier Long Leaf Lbr, Co...e 


G—Arkansas Soft Pine 

Arkansas Soft Pine Bureau.g 
Bradley Lbr. Co. of Ark...gh 
Southern Lbr. & Supply Co.g 


H—Aromatic Red Cedar 


Bradley Lbr. Co. of Ark..gh 


Brown & Co., Geo. C....... h 


I—North Carolina Pine 


Ce ee sn cane aos fl 
Johnson & Wimsatt......... i 
Schuette Co., Wm. .......ais 


Willson Bros. Lumber Co..ai 
J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Anaconda Copper Mining 


Ba acca vesseseuetsnewae jtu 
Ayer & Lord Tie Co....... ej 
B C Spruce Mills, Ltd...... k 
Blanchard Lumber Co. .bjklm 
Booth-Kelly Lbr. Co. ....... j 
Bratlie Bros. Mill Co........ l 
Ferguson Lumber Co., W. 

Vosinteaonie eg We-eibarienciae ea efjlm 
Griswold nat. Ke Feces j 
Hammond Cedar Co........1 
Hammond Lumber Co., Inc. 

Adan wei ede heodnnewan jmopq 


Hines Lbr. Co., Edw., and 
Affiliated Interests . .acej 

Long-Bell Lbr. Sales Cor- 
MEE caccctcoksens ejmt 


HARDWOOD LUMBER 








Ash : : 5 rie Sr anes ll Philippine . ere 
Basswood : ‘ b Magnolia . — 
Beech . ; spatial Maple (Hard and Soft)....m 
Birch .. iecnaeg ae Oak . oat 
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Chestnut . ot iemewen DO -sLsecenecesdecas p 
Cottonwood Pe eal Tupelo atin metas q 
Elm . : ‘ ceeell Walnut. cond 
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Hickory ... , ee Mahogany. ..........-. <a 
Alger-Sullivan Lumber Co.ino Cisar Brothers ...... adhimnqg 
Bradley Lbr. Co. of Ark..cin Dibert, Stark & Brown 
Brown & Co., Geo. C...ahjln Cypress Co., Ltd. ........ q 
Camp Mfg. Co...........aing Emporium Forestry Co...... 
Carter Lumber Co.......... d Ferguson Lumber Co., W. T. 
Cars River Boom & Lbr. Frost Lumber Industries. 
es abedefmno Me” Keuadeknces ven achijlng 


MILLWORK, FRAMES, 


SASH, DOORS, COLUMNS, 
MILLWORK 


Curtis Companies Service Bu- 


reau 
Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Sullivan Lbr. Co. 


Washington Manufacturing 
Company 


WINDOW AND 
DOOR FRAMES 


BilesColeman Lbr. Co., Inc. 
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Hammond Lumber Co, Inc. 

Long-Bell Lbr. Sales Corp. 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Segelke & Kohlhaus Co. 

Spokane Pine Products Co. 


Washington Manufacturing 
Company 


PACKAGE TRIM 


BilesColeman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Frost Lumber Industries, Inc. 
Long-Bell Lbr. Sales Corp. 





Hines Hardwood & Hem- 
lock Co., Edward....abdhm 


Hines Lbr. Co., Edw., and 
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Homochitto Lbr. Co. ..... 
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Indiana Quartered Oak Co.kst 
Long-Bell Lumber Sales 
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Newman Lumber Co., J. J. 
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Mathieu, Ltd., J 
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Pettibone Lumber Co., 
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Washington Manufacturing 
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Bradley Lumber Co. of Ark.e 


Cherry River Boom & Lum- 
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Frost Lumber Industries...e 
Holt Hardwood Co....... bde 


Long-Bell Lumber Sales 
Corporation 


Sullivan Lumber Co........ b 
Starks Stained Shingle Co. .b 
Twin City Lumber & Shin- 
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Willson Bros. Lbr. Co......a 


Wisconsin Land & Lbr. Co.a 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 


Bradley Lumber Co. of Ark. 
Wisconsin Land & Lbr. Co. 


TRELLIS, LAWN AND 
GARDEN FURNITURE 


Curtis Companies Service Bu- 
reau 


Morats, Paul ©. ...0essecces e 


Northwestern Cooperage & 
Lumber Co., The....... abd 
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ers Association of the U 
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Southern Oak Flooring In- 
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PACKAGE TRIM, ETC. 


Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 


CEDAR POSTS AND POLES 

Holt Lumber Co. 

Long-Bell Lbr. Sales Corp. 

McCormick Lumber Co., C. B. 

Northwestern Cooperage & 
Lbr. Co., The 


YELLOW PINE POSTS 
AND POLES (Creosoted) 


Ayer & Lord Tie Co. 
Century Wood Pres. Co. 
Natl. Lbr. & Creos.. Co. 
Wood Pres. Corp. 
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